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THE 37TH ANNUAL STATEMENT AS OF DEC. 31, 1942 


ADMITTED ASSETS 


Cash in Office and Banks....$ 526,450.84 
U. S. Government Bonds 
Direct and Fully Guaranteed 13,399,635.69 


U. S. Government Agencies 
1,574,432.68 


1,985,632.70 


First Mortgage Loans 14,708,486.25 


Policy Loans and Notes 
Secured by Policy Reserves 
Real Estate, including 
$817,799.66 sold on contract 1,788,684.88 
Due and Accrued Interest 
215,777.05 


and Rents 
Net Deferred and Unreported 

679,666.74 
12,218.32 


3,435,648.70 


Premiums 
All Other Assets....... 





Admitted Assets $38,326,633.85 


LIABILITIES AND SURPLUS 

Policy Reserves $30,492,470.00 
Policyholders’ Funds Left 

with the Company 3,845,168.99 
Policy Claims Due and Unpaid None 
Policy Claims Not Reported or 

Proofs Incomplete 92,735.40 
Set Aside for Policyholders’ 

Dividends 
Reserve for TaxeS......seeee 
All Other Liabilities....... as 


588, (58.07 
83,000.00 
183,776.63 





$35,285,109.09 


Capital Stock ..$ 300,000.00 
Surplus and 
Contingency 


Funds . 2,740,724.76 3,040,724.76 





Total Liabilities and 


ee occcccccs Gat bL0.G00.50 


INSURANCE IN FORCE DEC. 31, 1942. .$133,447,979 


OFFICERS—B. G. Huntington, chairman of 
board; G. W. Steinman, president; F. J. 
Wright, vice president and counsel; J. A. 
Hawkins, vice president and manager of 
agencies; Fred Vercoe, treasurer; Dr. A. R. 
Stone, medical director; R. C. Witherspoon, 
secretary; C. O. Sullivan, actuary; C. G. 
Barratt, assistant secretary and assistant 
treasurer; J. G. Monroe, superintendent of 
agencies; George T. Healea, manager mort- 
gage loan department. 
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NEW YORK LIFE INSURANCE COMPANY 


98 Annual Statement to its Policyholders 


The accompanying 98th Annual 
Statement of Condition reflects the 
consistent policy of the Company to 
support the government in its war 
effort, as it has done in past wars, 
and to give the greatest possible pro- 
tection to its policyholders. 


The following are some pertinent 
facts relating to the Company’s busi- 
ness and its Statement for the year 
1942: 


1. The assets of the Company 
were increased during the year by 
$154,000,000 to a total figure of 
$3,142,000,000. 


2. Of this amount over 
$1,266,000,000, or approximately 40 
per cent of the total assets, are United 
States Government obligations, the 
Company having increased its net 
holdings of these obligations by about 
$379,000,000 during the year. 


3. About 1,270 of the Company’s 
employees and agents are in military 
service. 


4. At the end of 1942 there were 
over 3,080,000 policies in force repre- 


STATEMENT OF CONDITION 


ASSETS 


Cash on hand or in banks......... 
United States Government obliga- 
RMS cae iiws aiveecoe eee 


All other Bonds: 
State, County and 
Municipal. .... $143,930,636.00 | 


Railroad. ....... 270,326,948.00 \ 
Public Utility. ... 356,276,193.00 | 
Industrial and 

Miscellaneous.. 62,858,875.00 
Canadian....... 92,868,043.00 


Stocks, preferred and guaranteed... 
First Mortgages on Real Estate... . 
Policy Loans and Premium Notes. . 
Real Estate: 


Home Office... .. $13,437,231.00 } 
Other Properties.. 64,064,529.62 


Interest and Rents due and accrued. 
Deferred and Uncollected Premiums 


Ww 


senting a total of approximately 
$7,130,000,000 of life insurance, a net 
increase of over $117,000,000 during 
the year. New insurance in 1942 
amounted to $403,000,000. Although 
this is 9'4 per cent less than the 
amount of new insurance paid for in 
1941, our active agency force in 1942 
was reduced by about 20 per cent, 
primarily through war service. Lapses 
and surrenders were the lowest in 
over twenty years. 


5. After making appropriate addi- 
tions to policy reserves and after 
writing down the book values of real 
estate and mortgage loan assets to 
conservative current valuations, the 
Company has added $13,813,000 to 
its Surplus Funds for general con- 
tingencies:s These funds now exceed 
$200,000,000. 

6. The Company has declared the 
same scale of annual dividends for 
1943 as for 1942. This means that 
about $32,000,000 in dividends are 
available for payment to policyhold- 
ers during the year 1943. 

Through periods of prosperity and 


December 31, 1942 


$57,827,511.14 


1,266,655,610.00 


depression, epidemics, wars, and in- 
evitable post-war adjustments, the 
New York Life Insurance Company 
has for the 98 years of its existence 
made safety its first consideration. In 
doing so the Company not only has 
successfully protected its policyhold- 
ers and their beneficiaries but also 
has been an important stabilizing 
factor in the family and economic 
life of the nation. 


A more complete report as of 
December 31, 1942, containing addi- 
tional statistical and other informa- 
tion of interest about the Company, 
will be sent upon request. A list of 
bonds and preferred and guaranteed 
stocks owned by the Company is also 
available. These booklets may be ob- 
tained by writing to the New York 
Life Insurance Company, 51 Madi- 
son Avenue, New York, N. Y. 


Jayla 


President 


LIABILITIES 


Reserve for Insurance and Annuity 
Contracts...... 


$2,507,400, 139.00 


Present value of amounts not yet due 
on Supplementary Contracts... . 


212,093,544.26 


Policy Claims in process of settle- 
ment, or incurred but not yet re- 


926,260,695.00 


PORLEU a oe.6.5:64:s 
Dividends left with the Company. . 


13,172,607.04 
138,360, 197.17 


Premiums, Interest and Rents paid 


in advance... . 


85,250,972.00 
414,391,747 .22 
256,337,031.57 


16,176,858.80 


Reserved for other Insurance Lia- 
bilities, ... 2.6: 


Dividends payable during 1943... . 


5,300,390.34 
32,090,061.00 


Reserve for fluctuations in Foreign 


Currencies*. . . 


77,501,760.62 
25,613,885.88 


Miscellaneous Liabilities.......... 


4,000,000.00 
11,885,125.85 





MMOS prone wa ph an ceenner tee 31,030,854.75 


1,361,985.90 
$3,142,232,054.08 








Of the Securities listed in the above statement, Securities 
valued at $44,527,738.00 are deposited with Government 





Total Liabilities....... . » » $2,940, 478,923.46 

Surplus Funds held for general 
CONTIABENCICS..«.5:0:64.05.05 00:00 201,753,130.62 
$3, 142,232,054.08 





*This reserve is held chiefly against the difference be- 
tween Canadian currency Assets and Liabilities which 








or State authorities as required by law. are carried at par. 


The New York Life Insurance Company has always been a mutual company. It started business on 
April 12, 1845 and is incorporated under the laws of the State of New York. The Statement of Condition 
shown above is in accordance with the Annual Statement filed with the New York Insurance Department. 
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Fidelity Mutual 
Reaches West for 
New President 


E. A. Roberts of Minnesota 
Mutual Selected for Big 


Philadelphia Post 


The directors of Fidelity Mutual Life 
have reached into the middle west for a 
president to take the place of the late 
Walter LeMar Talbot. Ellsworth A. 
Roberts, who has been vice-president 


and general counsel 
of Minnesota Mu- 


tual Life of St. 
Paul, has been se- 
lected. 


Mr. Roberts’ abil- 
ity has come to be 
increasingly recog- 
nized during the 
past few years as 
his contaets 
throughout the 
business have ex- 
panded. He has 
been a most impor- 
tant factor in his 
own company and 
the fact that he was chosen as _ vice- 
president for the American Life Conven- 
tion in Minnesota testifies to the weight 
that is given his counsel in the business 
by those that know him. Until this time 
he has not attained such prominence as 
to cause him to be a familiar figure in 
the business generally, however, and 
hence his selection to be head of Fidelity 
Mutual was a surprise. Those who know 
Mr. Roberts even casually realize he 
is equipped for such leadership and it is 
safe to predict that he will soon become 
one of the outstanding younger genera- 
tion, progressive life company presi- 
dents. 





E. A. Roberts 


Native of Houghton 


Mr. Roberts was born in 1896 at 
Houghton, Mich. After graduating 
from the University of Minnesota he 
earned his law degree at Yale in 1922. 
He was engaged in private practice at 
Duluth from 1922 until 1925 when he 
joined the Minnesota Mutual as super- 
intendent of the claim department. In 
1928 he was made assistant counsel and 
later vice-president and general counsel. 

Mr. Roberts served as second lieu- 
tenant in the army during the forme: 
war. He is a former chairman of the 
Legal Section of the American Life 
Convention. 


Leader in Various Fields 


Mr. Roberts has been a leader in or- 
ganization affairs in various fields. He 
has taken a prominent part in bar asso- 
ciation activities and has been one of 
the civic leaders of his community. 

Mrs. Roberts, who is an accomplished 
singer and has been in grand opera per- 
formances, has always made a great hit 
at Minnesota Mutual agency conven- 
tions in singing for the group. 

Mr. Roberts is vice-president of the 
Insurance Federation of Minnesota. He 
is president of the St. Paul Community 
Chest, president of the St. Paul Ath- 
letic Club, past president of the Interna- 
tional Gyro Club organization, and presi- 
dent of the Provident Loan Society. 


Policy Equities Not 
Used to Pay Tax 


Expected Increase in 
Policy Loan Demand 
Fails to Materialize 


NEW YORK—Although the March 
15 income tax deadline is close at hand, 
the anticipated demand for policy loans 
and surrender values to pay the heavy 
taxes has failed to materialize. This 
fact is in contrast to the Treasury de- 
partment’s statement last week that 
taxpayers have cashed in $90,588,849 in 
war bonds in the past month, 4% times 
the volume of redemptions for the cor- 
responding period last year, apparently 
to meet income tax payments. Many 
in policy loan departments expected a 
heavy demand for loans and were sur- 
prised when they failed to develop. 

One explanation may be that persons 
in the upper income brackets who are 
short of cash and have large payments 
to meet would probably use other 
credit facilities rather than pay the 5 
or 6 percent interest charge on life in- 
surance loans, if money was needed. 
Loan repayments continue at a high 
level and apparently assured are desir- 
ous of preserving their policy equities, 
instead of obtaining additional loans. 
Probably the large scale cashing in of 
war bonds reported by the Treasury 
department has held requests for policy 
loans and surrenders down somewhat. 

The increase in requests for indus- 
trial surrender values has been neglig- 
ible. It might be assumed that indus- 
trial policyholders who are often earn- 
ing and spending big money would be 
more apt to utilize the values in their 
life insurance than others but this does 
not appear to be the case. Industrial 
surrenders have been remarkably low. 
Taxpayers either have been laying away 
money to pay their income taxes or are 
making loans or realizing on _ their 
equities elsewhere. They are not using 
their life insurance funds to pay taxes. 





Mr. Roberts is a major in the Minne- 
sota State Guard. 

Due to the fact that Mr. Talbot had 
been seriously ill for the past several 
months, a committee of the directors 
had been studying the situation and it 
was contemplated before Mr. Talbot’s 
death that a new president would be 
elected and Mr. Talbot would be elected 
to a newly created position of chair- 
man of the board. However he died 
before those plans were consummated. 
The directors made the selection of Mr. 
Roberts after a careful canvass of the 
available talent from coast to coast. 
They gave much weight, it is under- 
stood, to the fact that Mr. Roberts is 
a comparatively young man and that he 
was with a company that is smaller than 
Fidelity Mutual but which is of such 
substantial size as to have given him a 
representative type of experience. 

President T. A. Phillips of Minne- 
sota Mutual has sent a message to the 
field, highly praising Mr. Roberts, ex- 
pressing the utmost regret at losing 
him, but also saying that Minnesota 
Mutual is complimented, and_ stating 
that the fact that Minnesota Mutual 
has furnished in recent years two presi- 
dents and two vice-presidents to other 
companies is evidence of the policy of 
Minnesota Mutual to employ and de- 
velop men of talent. The organization, 
he declared, is comprised of as splendid 


Legal Uncertainty 


Surrounding Bank 
Loans Cited 


In the opinion of Louis W. Dawson, 
vice-president and general counsel of 
Mutual Life, the legal uncertainties 
which arise when policyholders borrow 
from banks, instead of from the insurer, 
are highlighted in a bill introduced in 
the New York senate, intended to place 
bank borrowing on the same status as 
borrowing from the company so far as 
any claim against the insured’s estate 
is concerned. This, Mr. Dawson pointed 
out, may or may not be what the in- 
sured intends. 

“Tt has long been settled”, Mr. Daw- 
son observed, “that when a policyholder 
borrows from his insurance company 

. there is no interference with the 
beneficiary’s rights or with his estate. 
The beneficiary receives the proceeds 
of the policy after deducting the loan. 
. . In such case the beneficiary has no 
claim against the estate on the ground 
that it should have repaid the loan. 

“However, where the borrowing is 
done from a third person, such as a 
bank, legal problems arise as to the 
manner in which the beneficiary’s rights 
or the rights of the insured’s estate are 
affected.” 

“One of these problems”, Mr. Dawson 
stated, “was discussed in the New York 
surrogate’s court in a decision rendered 
in February, 1942. The court held that 
where a policyholder borrows from a 
bank and the beneficiary receives the 
difference between the proceeds of the 
policy and the unpaid balance of the 
loan, such beneficiary could resort to 
the assets of the insured’s estate for 
payment of the loan so that the bene- 
ficiary would receive the face amount 
of the policy. 

“This is an aspect of borrowing by 
policyholders with which many un- 
doubtedly are not familiar.” 





Canada’s Writings 
Up 19% for 1942 


TORONTO — New life insurance 
written in Canada in 1942 was $818,- 
939,114, an increase of 19 percent over 
1941, Dominion department of insur- 
ance reports. Ordinary totalled $630,- 
832,479, industrial $134,994,826 and group 
$53,111,809. 

Insurance in force Dec. 31, was $7,- 
872,891,155, an increase of 7.1 percent. 
Ordinary insurance accounted for $5,- 
905,321,910, industrial $1,071,312,284 and 
group $896,256,961. Canadian com- 
panies carried $5,184,568,369 and British 
and United States companies $2,688,322,- 
786. 

Business in force of Canadian frater- 
nals was $118,235,625 and of foreign 
fraternals $76,804,854, a total of $195,- 
040,479. 








a group of young men as exists in any 
company. O. J. Lacy, now president, 
and Ray Cox, vice-president of Cali- 
fornia-Western States Life, were for- 
mer Minnesota Mutual executives as 
was Howard Blanton, vice-president 
of Volunteer State Life. 





A bill in the Missouri legislature pro- 
vides that insurers shall make premium 
tax returns to the commissioner of rev- 
enue instead of to the insurance super- 
intendent. 


Army Rating Plan 
Is Set Up for 
Group Covers 


Provides Tighter Control 
of Commissions and 
Insurers’ Charges 


The basis upon which the War De- 
partment will reimburse  cost-plus-a- 
fixed fee contractors for group insurance 
premiums has now been determined. 
Regulations were issued effective March 
1 governing commissions to agents and 
brokers, the maximum retentions of in- 
surers for all expenses and profits, and 
providing for the building up of certain 
contingency reserves. The cost of a 
group plan complying with the regula- 
tions may be charged back to the gov- 
ernment by the contractor; any excess 
the contractor must pay out of his own 
pocket. 

The program closely parallels the 
War Department rating plan for cas- 
ualty insurance with the significant dif- 
ference that, although the commissions 
are sharply reduced, the producer con- 
tinues to receive his share from the in- 
surer. Under the casualty scheme -the 
contractor is charged a net rate and the 
producer collects what is known as an 
insurance adviser fee from the contrac- 
tor and government. 

That the War Department was pre- 
paring such a move was indicated in the 
report in THE NATIONAL UNDERWRITER of 
Feb. 5 that a life department had been 
created within the insurance branch of 
the army headed by Maj. H. L. Plum- 
ley who was formerly in the group de- 
partment at Travelers. Leaders in the 
group field have been conferring with 
Maj. Plumley for some time, but it has 
been on an individual basis rather than 
through the Group Association. 


May Cause Loss of Interest 


The new regulations, some believe, 
may have the effect of causing insurers 
to lose interest in new wartime group 
cases. With the profit incentive largely 
removed and with a shortage of help, 
the companies may at least not actively 
seek new mushrooming accounts that 
doubtless will evaporate at the end of 
the war. The regulations, it is believed, 
are fair under the circumstances but 
they make new business look uninviting. 

The Maritime Commission has also 
adopted a group rating plan. 

Whether the Navy Department will 
copy what the army has done remains 
to be seen. According to “Time” maga- 
zine, the navy has now abandoned the 
cost-plus-a-fixed fee scheme in favor of 
competitive bidding and, if so, little 
would be gained by regulating group 
insurance costs. 

All new business written after March 
1 is subject to the regulations in their 
entirety. Old accounts are subject to the 
regulations, upon renewal, insofar as 
company retentions are concerned, but 
outstanding commission agreements will 
be honored if specifically approved by 
the army. However, in no event, may 

(CONTINUED ON LAST PAGE) 
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- FIGURES FROM 


DEC. 31, 1942, STATEMENTS 





Increase 


Total in 
Assets Assets 
$ $ 
510,514 






Alliance Life 


Brotherhood Mutual .. 17,986 
Canada Life 8,661,644 
803, 516 


Carolina Life 

Central Assurance 
Colonial Life ee 
Continental Life, D. C. 
Cune SERCUR.. ccavr cs 
Empire State Mutual... 
Eureka-Maryland 
Farmers & Traders. 
Federal Old Line Life. . 
George Washington Life 
Illinois Bankers Life... 
Interstate Life & Acci.. 
Kansas City Life....... 
Manhaitan Life 
Ministers Life & fg 
National Reserve Life.. 
North Amer. Life & Cas, 
North Amer, Life, Can.. 
North Amer. Reassur... 
North Carolina Mutual. 
Occidental Life, Cal.... 
Palmetto State Life.... 
Pennsylvania Mut. Life. 
Postal Union Life...... 
Provident Life & Acci.. 
Prudential ‘ 
Reliance Mutual Life... 





96 
105,331 








Shenandoah Life ...... 1,478,796 
State BACG, BAG cs sc ssc 1,863,308 
State National , 305,087 28,620 
Standard Life, Miss.... 3,491,114 248,821 
Teachers Ins, & Annuity.141,719,760 11,522,028 
Union Labor Life...... 4,454,098 421,081 
West Coast Life 29,078,246 ~35,642 


Aid Assn. for Luth.. 47,704, 638 5,740,936 





Polish Roman Cath. Un. 20, 264,535 1,303,600 
Royal League ......... d 80,056 
Woodmen Circle, Neb.. of ta 337 1,389,933 


1Includes $179,145 Peoria Life fund surplus. 


2Excluding dividends apportioned but not yet 


issue 


8Excluding increases in group life after 


4Plus A. & H. $9,759,997. 
5Plus A. & H. $5,228,139. 


6Does not incl. $178,626,658 spec. cont. res. 


Agents Tell Preferences 
on Advertising Material 
At a 
Group of 
agents—Earle E. 


meeting of the Philadelphia 

Keystone Advertisers three 
Baruch, Girard Life; 
Vaughan C. Chambers, Provident Mu- 
tual, and Vernon L. Phillips, Fidelity 
Mutual, gave answers to a series of pre- 
“ee questions put to them by A. F. 

Randolph of Penn Mutual. All agreed 
that all forms of advertising which pro- 
duce inquiries are excellent. 

The agents showed a preference for 
material which could be used in a pre- 
approach mailing and material which 
could be used in following up an inter- 
view. They would elect this type of 
piece rather than material for use in 
the actual inteview. Considerable inter- 
est was expressed in mailings in series 
for pre-approach and follow-up. 

Annual reports, in the opinion of the 
panel, do not have a very interested re- 
ception, nor do they alter the policy- 
holder’s opinion of the company. Most 




































Surplus to New Increase Prems. Total Benefits Total 
Policy- Bus Ins. in Force in Ins, Income Income Paid Disburs 
holders 1942 Dec. 31, 1942 in Force 1942 1942 — = 

. $ $ $ 
1,874,702 9,112,510 98,208,965 —2,305,030 1,955,684 3,407,480 1,548,410 2,855,134 
5,530 1,103,719 2,303,714 921,752 i 5 ve $ 4,335 48,333 

14,214,5872 72,988,364 3 10,270,124 a f 24,271,778 36,641,022 

460,768 45,475,263 81,079,484 9,890,254 2,731,751 495,807 1,974,174 

289,101 310,305 1,304,675 208,698 4,006 132,727 
1,177,254 30,717,575 142,905,33 11,500,864 1,954,643 5,503,426 
974,880 35,348,240 g 9,022,816 706,716 2,855,333 
433,046 3,431,667 121—20,879,616 652,162 730,022 
117,481 1,851,046 675,885 R 79,784 497,454 
983,390 17,230,977 97,053,3 4,998,864 3,039,763 849,013 2,063,047 
704,523 6, 610, 085 igoryeed 4,349,753 1,971, 871 484,098 1,114,315 
52,404 10,042,899 4,716,660 ; 2 112,239 
425,128 21,566,501 7,740 39 695,458 
1,308,620 112,807,760 —2,491,944 i 4,246,586 
960,109 : 10,556,028 734,147 489 3,185,514 
7,771,479 48,817,699 515,156,258 12,565,586 21, 402, 147 7,585,760 3,528,928 
425, 934 16,626,999 105, 16 ,691 7,986,337 5,061,121 2,106,516 3,835,034 
31,495 1,449,000 14, 35 912,110 657,993 250,794 332,046 
1.350197 2,383,446 1, 030, aed 644,944 335,058 741,623 
298,748 4,706,250 1,531,116 55,922 1,237,415 
2,484,669 32,869,827 12,714,320 5,240,934 8,748,712 
2,590,978 28,032,400 561, "600 ; 3,991,448 1,827,519 2,921,578 
$80,604 27,494, 269 64,444,866 6,714,176 4,000,052 941,03 2,967,937 
7s 733,332,231 104,073,506 25,306,257 6,901,065 16,670,462 

20,417,222 1,902,762 908,968 202,513 742,291 

31,594, 014 715,780 1,020,727 386,593 794,041 

17,151,382 —395,260 1,148,297 340,495 1,024,710 


192,128,244 


15,721,43 
20,182,270,343 633,094,974 701,128,046 987,716,805 38 





82,695,558° 











1, 292,317 75 10,472,494 


3,130,2894 
6,871,308 625,133,146 


13,723,716 











201,768 4,680,095 -481,756 130,444 170,302 71,122 137,703 
$49,372 269,029,943 21,242,938 4,24¢ 3,051 4,909,809 2,130,556 3,555,922 
691,083 185,922,506 371,687 8,539,868 4,144,358 6,672,532 
114,828 2,259,086 123,420 66,597 5,727 42,665 
995,219 15,200,559 31,577,026 94,977 1,090,251 261,060 849,797 
6,696,148 3,124,857 > 958,149 309,749 17,067,004 4,331,331 5,472,099 
1,104,296 19,509,817 85,987,306 2,891,734 1,644,572 956,852 1,279,360 
863,157 17,216,502 129,781,813 28,247 5,759, 648 3,395,092 5,475,663 
FRATERNALS 
3,719,637 27,080,994 244,658,593 16,996,062 7,271,749 3,721,884 
penne 2,603,350 89,581,518 -—833,072 2,021,685 2,049,331 
4,965,607 689,997 14,600,379 —617,486 401,910 821, 
4,531,680 6,846,295 103,242,751 —1,184,714 2,675,367 
paid; this is an increase of $478,369 over 1941. 








Union Central Life Revives 
Its “Khaki Kwips” 


The revival of “Khaki Kwips,”’ Union 
Central Life’s publication for employes 
in the armed services, has evoked wide- 
spread interest. “Khaki Kwips” was 
first published in 1917 and Earl Kirk- 
patrick, who edited the original publica- 
tion, contributed an article in the first 
World War II issue. W. H. Emerson 
is chairman of the advisory staff and 
J. Stuart Mill is editor of the present 
publication. A feature of the current 
issue is a world map with stars designat- 
ing where the 221 Union Central service 
men and women are on duty. 





policyholders have seniiaine in their 
companies. Calendars are highly re- 
garded. 


For full information on any life com- 
pany, contract or figure, get “Unique 

nual-Digest,” 400 companies, 1600 
res. $5 from National Underwriter. 





Importance of Women 
as Insurance Buyers 
Shown by the Returns 


the 


women 
purchasers of life insurance the Equit- 
able Society states that in each quar- 


Showing importance of 


terly period last year the proportion of 
women applicants showed a steady in- 
crease. During the first quarter 26 per- 
cent were on the lives of women; in the 
second, 29 percent; in the third 33 per- 
cent and in the last quarter 36 percent. 
The average for the year was 30 percent. 
The Equitable states that it is indicative 
first of the increasing number of self- 
supporting women, many of whom have 
dependents; next, the increasing appre- 
ciation of life insurance by women gen- 
erally and, third, a more intensive culti- 
vation of that market by alert salesmen. 
The opportunities for selling life insur- 
ance to women will be greater this year 
than heretofore, the company asserts. 


March 12, 1943 





Bill to Sues tk 
Department Favored 
by Senate Group 


SAN FRANCISCO — The | budget 
committee of the California senate has 
recommended a bill which it drafted to 
merge the state insurance department 
with the banking, building and loan, real 
estate and other departments in a de- 
partment of investments. A director of 
investments, named by the governor at a 
$10,000 a year salary, would be in charge 
of the combined unit and the chief of 
the insurance division would be under 
the state civil service. The legislature 
reconvened this week. 

Another senate measure prohibits the 
insurance commissioner from employing 
any attorney, other than the attorney 
general or his deputies. 


Status of Weinstock and 
Cooper in Cal. Clarified 


SAN FRANCISCO—Grant B. Cooper 
has been appointed chief assistant insur- 
ance commissioner of California. He 
has been chief deputy district attorney at 
Los Angeles. 

Several weeks ago Commissioner Ca- 
minetti stated he was appointing Sidney 
L. Weinstock as chief assistant_com- 
missioner, succeeding Eugene P. Fay at 
Los Angeles. Mr. Weinstock is a 
deputy commissioner in the San Fran- 
cisco office. However, before he had 
executed Mr. Weinstock’s formal docu- 
ment. of appointment, Mr. Caminetti 
stated he did not plan to fill the office of 
chief assistant commissioner until he 
knew who was to be appointed insurance 
commissioner in June, preferring to 
leave the matter open in case he was not 
reappointed to the office. 

Governor Warren has, as yet, made no 
statement regarding his plans for the 
office of insurance commissioner. 

Mr. Weinstock later resigned as ad- 
ministrative assistant and deputy com- 
missioner to rejoin the staff of the leg- 
islative council with which he served 
for a number of years and with which 
he has been serving on leave from the 
department during the current legislative 
session. 





Young Boston Claim Speaker 

President Clyde W. Young of the 
Monarch Life will discuss present-day 
conditions in the insurance business at 
the meeting of the Boston Life & Acci- 
dent Claim Association March 12. Com- 
missioner Harrington will be a special 
guest. 











EK. J. HEPPENHEIMER 


J. E. WALSCHEID 
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Walscheid New 
President of 
Colonial Life 


Heppenheimer and Nettle- 
ship Retire; Evans, Miss 
Kelly, Trossett Advanced 


Following the recent announcement 
of E. J. Heppenheimer, president of 
Colonial Life, that he desired to retire, 
directors elected J. Emil Walscheid, 
chairman of the executive committee, 
president and Judge Heppenheimer, 
chairman of the board. R. B. Evans, 
second vice-president, becomes vice- 
president and secretary, while C. F. 
Nettleship, vice-president, a co-founder, 
retires under the company’s pension 
plan. 

R. 1. Jacobson, assistant actuary, 
was elected to the new position of as- 
sociate actuary, Miss Anna E. Kelly as 
assistant secretary and R. F. Trossett 
as assistant treasurer. 

Mr. Walscheid is one of the best 
known attorneys in New Jersey and 
has been a director of Colonial Life 
since 1933. He was educated at New 
York University. While at the latter 
institution he was associated with the 
New York City law firm of Page & 
Taft, with whom he continued for a 
time after graduation. He has served 
as assemblyman from Hudson county 
and was appointed county counsel in 
1927. 

Judge Heppenheimer organized Co- 
lonial Life in 1897 with the advisory 
assistance of Mr. Nettleship. He was 
educated at Peekskill Military Academy 
and Phillips Andover Academy, after- 
wards becoming associated with his 
father’s lithographing firm. He was 
appointed a member of the court of er- 
rors and appeals by Gov. Woodrow 
Wilson in 1913, serving until 1924. He 
was first secretary of the company, then 
vice-president in 1902, and president in 
1906. 

Mr. Nettleship started in life insur- 
ance as a clerk for Prudential in 1882. 
He became auditor and, in 1893, assist- 
ant secretary. Serving Colonial first in 
an advisory capacity, he became gen- 
eral superintendent, assistant secretary, 
secretary, second vice-president and 
vice-president. 

Mr. Evans joined Colonial Life in 
1933. He was promoted from assist- 
ant secretary to second vice-president 
in 1941 and was made a director in 
1942, He -vas educated at the Uni- 
versity of Michigan. He was with Lin- 
coln National Life 1923-1927. He was 
an executive of the Dictaphone and 
Thomas A. Edison companies the next 
six years. He has devoted full time to 
agency work since 1936. 

Mr. Jacobson was in the actuarial de- 
partment of Prudential before joining 
Colonial Life. He will serve as actu- 
ary in the absence of J. G. Bruce, who 
is in military service. Mr. Jacobson 
was educated at Luther College and 
University of Pittsburgh, where for a 
time he taught mathematics. 





Milner, Sebrell Win Awards 


Major agency trophies were awarded 
to Willis J. Milner, Jr., Atlanta manager, 
and Ben W. Sebrell, Jr., Lawrenceville, 
Va., manager, for leadership among 
ordinary agencies of Life of Virginia in 
1942. 

Mr. Milner’s agency won the Walker 
trophy for the greatest increase in insur- 
ance in force on an annual premium 
basis. Mr. Sebrell won the general all- 
round agency management trophy. 


Report Capital Figures 
From Annual Statements 


PRUDENTIAL 

Prudential’s holdings of U. S. ard 
Canadian government bonds increased 
$478,000,000 last year, bringing the total 
to  $1,732,809,000. Assets increased 
over $370,000,000, standing at $4,927,- 
047,491. 

Paid-for new business was $1,564,- 
759,000. Weekly premium _ industrial 
was $593,750,000; intermediate (includ- 
ing monthly industrial) $175,811,000; 
ordinary $653,262,000 and group $141,- 
936,000. 

There was an improvement in sur- 
renders and other terminations. 

Insurance in force increased $633,- 
000,000.. The industrial in force was 
$7,077,648,000, intermediate $2,245,707,- 
000 ordinary $8,864,132,000, and group 
$1,994,783,000, the total being $20,- 
182,270,000. 

Prudential paid more than 417,000 
death claims and matured endowments. 
Of the death claims, 11,505 were on 
policies less than one year in force. 
Total payments amounted to $391,545,- 
000. 

The membership of Prudential con- 
sists of more than 21 million. 

Mortality experience continued favor- 
able in spite of war claims. 

With minor exceptions the same 
scales of dividends have been declared 
for 1943 as for the previous vear. The 
dividends on ordinary policies having 
anniversaries in January and February 
have been adjusted, however, to take 
into account the higher dividends paid 
on these policies in 1942 in relation to 
the dividends paid on policies having 
anniversaries in other months. 

There were 2,585 Prudential men and 
women in military service on Dec. 31 
last and six had given their lives. 


HOME LIFE OF NEW YORK 


Assets of Home Life of New York 
increased during 1942 from $121,137,110 
to $130,872,288. Surplus is now $5,274,- 
476 as compared to $4,874,962. 

The increase in insurance in force ex- 
ceeded $17,000,000 and while the com- 
pany experienced some death losses as 
a result of the war, the death rate 
including war claims was one of the 
lowest in history. Home Life which 
has had a conspicuously high average- 
size policy further increased the unit 
sale to $6,646. ; 

Net rate of interest earned on invest- 
ments assets declined to 3.50 from 3.68 
during 1941. 

Government bonds now amount to 
$23,525,361 or 18 percent of assets. 

There has been set aside $1,270,000 
to pay policy dividends which con- 
tinues the same scale of 1942 less 10 per- 
cent to meet increased federal taxes. 


CENTRAL LIFE OF IOWA 


Assets of Central Life of Iowa now 
amount to $58,314,820, an increase of 
$3,675,259. More than the total pre- 
mium income was invested in govern- 
ment bonds last year. The average rate 
of interest earned was 4 percent, a de- 
crease of .09 percent. The mortality 
experience continues to be favorable. 
New business was somewhat less than 
in 1941 but there was an increase of 
$4,601,000 of insurance in force. Sur- 
plus was increased by $742,342 and now 
amounts to $5,771,577. 

Centra] Life has also published a 
statement of the Illinois Life Fund. 
Assets are $9,804,825, policy reserve 
$8,944,424, exclusive of $3,487,320 liens 
and interest. There is a contingency 

(CONTINUED ON PAGE 9) 
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surance continued in force. 


and above that face amount. 


WILLIAM H. KINGSLEY 
Chairman of the Board 














The Paymaster 


Back in 1889 this man was aged 82, and as a colliery pay- 
master in the Pennsylvania coal mining region was seeing a 
great many pay envelopes going over the counter. 
that he kept wondering how much of those wages went into 
savings; at any rate he decided to do some saving himself, 
He started a 20 Payment Life policy 


For 20 years he paid annual premiums of $159.20, 
shrewdly leaving the dividends to accumulate with the com- 
At the end of the 20 years, in 1909, the policy was 
full-paid, he ceased making premium payments, and the in- 


He lived 34 years after that, and when he died at age 86 
the check that went to the paymaster’s daughter was not for 
$5,000, but for $7,388—by then the accumulated dividends 
had bought the $2,388 extra insurance. 


For this $7,388 he had paid only $3,184 and had had life 
insurance protection throughout 54 years. 
expressing the transaction would be that $5,000 of insurance 
for 54 years had cost him $1,816 less than the face amount 
of the policy, in addition to which he received $2,388 over 


&* + + 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


It may be 


Another way of 


JOHN A. STEVENSON 
President 














Insurance. Adviser 
ls Compelled fo 
Refund Fee 


Federal Court at Philadel- 
phia Takes Dig at Insur- 
ance Advisory Bureau 


The Insurance Advisory Bureau of 
New Jersey was compelled by a decision 
of the federal court at Philadelphia to 
return a fee of $190 that had been paid 
by a “client” on the ground that there 
was a failure of consideration on the part 
of the bureau. The case was Michael 
Karpchuk, Elizabeth Karpchuk, and 
Stephan Karpchuk vs. David G. Berry, 
also known as David G. Berezof and 
trading under the fictitious name of In- 
surance Advisory Bureau. 

The court concluded that the testi- 
mony of the Karpchuks was true. Mich- 
ael Karpchuk testified that as a result of 
foreign language broadcasts by the bu- 
reau offering to effect cash refunds and 
substantial premium savings on existing 
policies he visited the bureau on Oct. 9, 
1941, and left 12 policies for examina- 
tion. On Oct. 13, the Karpchuks went 
to the bureau’s office to get its recom- 
mendation. One Griffin said they could 
get back from the insurer a minimum 
refund of $1,400 in cash and could have 
their annual premiums reduced by at 
least $100 because the insurer had been 
overcharging them for years. Karpchuk 
asked whether this meant that they had 
been cheated and Griffin replied that this 
was the fact. 


No Changes to Be Made 


The Karpchuks inquired whether this 
would entail any changes in the policies 
and was told that the only thing that 
would have to be changed was the 
amount of premium. They then agreed 
to pay the bureau $198 and gave Griffin 
$190 in cash on account. They re- 
quested a written statement that they 
had been overcharged by the insurer and 
that the bureau was to obtain the refund 
‘in premiums without changing their poli- 
cies. Griffin told them this would be 
forwarded to them by mail. 

Griffin then produced several papers 
which he asked Karpchuk to sign. One 
paper was a printed form requesting 
changes in insurance. It had spaces for 
insertion. When Karpchuk pointed out 
to Griffin that this form included provi- 
sions for changing conditions of the 
policy Griffin told them that no entry 
would be made in this column and that 
the form would contain merely a list of 
the policies, amount of refund and 
amount of premium. He said he would 
fill the form out later. Karpchuk then 
signed the papers. 

The Karpchuksg received from the bu- 
reau a statement dated Oct. 14, stating 
that their policies had been sent to the 
insurer for a number of changes. Karp- 
chuk then complained to Griffin that the 
understanding was that there was to be 
no change in the policies. Griffin said 
it would be necessary to make the 
changes in order to get the cash return 
and the premium reduction. Karpchuk 
refused to agree to those changes and 
sought the return of the money which 
was refused. 


Testimony of Griffin 


Griffin testified that when the Karp- 
chuks called he explained in detail the 
changes recommended and that the 
Karpchuks accepted those recommenda- 
tions and that the Karpchuks signed the 
direction to the insurer to make the 
changes. The date on the copy of the 
paper pertaining to the changes was or- 
iginally Oct. 14 and had been changed 

(CONTINUED ON PAGE 18) 
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Complete Schedule 
at Kansas City 


Three Full Days Are 
Planned Around N.A.L.U. 
Parley 


The schedule of events for the mid- 
year meeting of the National Associa- 
tion of Life Underwriters in Kansas 
City, March 25-27, has now been com- 
pleted. 

On March 25 there will be an all- 
day agency management conference 
presented by the Sales Research Bureau 
and sponsored by the general agents 
and managers section of the N.A.L.U. 
Discussion leaders will 9 John M. 
Holcombe, Jr., manager; N. Wood- 
son, assistant manager, fe! eee 
Chapman, editor of the bureau. The 
major problems of the manager in war 
time will be treated. Jack D. McInnes, 
president of the Kansas City managers 
unit, will be in charge locally. 

Also on that day will be a luncheon 
for chartered life underwriters spon- 
sored by the Kansas City Chapter of 
which Hiram E. Kincaid is president. 
That evening there will be a dinner 
given by the Kansas City managers 
for visiting general agents and man- 
agers, for national officers and trustees 
and for visiting home office executives, 
at the Kansas City Club. 

The principal meeting of the confer- 
ence takes place Friday, it being an all- 
day session of the national council with 
President Grant Taggart presiding. 
Then there will be a dinner sponsored 
by the Kansas City Life Underwriters 
Association and a reception sponsored 
by Kansas City Life, Business Men’s 
Assurance and National Fidelity Life. 

On Saturday the trustees will be in 
session all day and also on that day the 
sales congress sponsored by the Kansas 
City association will meet. The speak- 
ers are Mr. Taggart, James E. Ruther- 
ford, executive vice-president; W. W. 
Hartshorn of Hartford, and E. J. Dore, 
Detroit, national trustees. 


Disability Loss 
in 15 Years Was 
$879 Million 


To those who remember the dread 
that pervaded the life insurance industry 
in 1930 and thereabouts when it became 
clear that the income disability line was 
producing a loss of catastrophic dimen- 
sions and that there was ahead the pros- 
pect of ever inereasing losses, the fact 
that in 1942 the disability line actually 
turned the corner and, for the companies 
licensed in New York state, produced an 
over-all profit, is a dramatic happening. 
Back in 1930 the feeling that existed in 
the business could be described as al- 
most panicky. 


Competition to Blame 


The old $10 per thousand benefit had 
been issued freely and in large amounts; 
there had been some misgivings but 
competitive considerations had been al- 
lowed to govern and now it had be- 
come apparent that the public had been 
given a rare bargain that would seri- 
ously tax the resources of the companies 
to deliver. After the most animated dis- 
cussion, one company after another 
ceased writing income disability alto- 
gether or else dropped to the $5 benefit 
with restrictions. -The companies at 
least sawed off their problem at that 
point and then proceeded to pay for the 
dead horse by jacking up disability re. 
serves. 

For the period 1927-1941 inclusive the 
loss in connection with ordinary busi- 
ness to companies operating in New 
York state on account of disability was 
$879,845,000. The worst year was 1932 
when there was a loss to surplus of $63,- 
136,000 on account of disability. Below 





Sales Record 
in N. Y. for 1942 


Herewith is presented the record of 
insurance written in New York state 
last year by companies and the insur- 
ance in force at the end of the year 
in that state for each company: 

Written In Force 


Company 1942 Dec. 31, 1942 
Aetna Life..Ord. 92 963 $273, 939, 823 
Grp 301,319,698 

Bankers, Ia..... 34,316,253 
Berkshire .. 0+. 75,593,373 
Canada Life..... 33,425,018 
Church Life. Ord. 5,554,207 
Grp. 235,000 

Colonial L...Ord. 13,344,499 
Ind. 30,568,403 

Colum, Nat..Ord. 43,358,903 
Grp. "474,966 
Confederation. 4,402,659 
Conn, Gen.. Ord. 201,283,794 
Grp 98,714,890 

Conn. Muti... 232,074,828 
Con’ AMiCL...:<:0:5 34,979,010 
Credit Life..Ord. «= cessor  _ severs 
Grp. 1,287,074 

Eastern L...Ord. 18,412,251 


357,000 


Grp. 0 
7,739,549 


Empire State... 








Equit. Soc...Ord. 51, Rrety 1,284,947,460 
Grp. 132,461,969 422,008,058 

Waatt, Th... s.cces 2, 186,173 27,353,273 
Express. Mut.... 295,352 4,968,446 
Farm Bureau. 1,422,906 3,002,992 
Farm & Trad.. 3 074,004 25,349,264 
Fed. Life & Cas. 385,250 1,397,700 
Fidelity Mut. 2,953,975 53,266,531 
Guardian .. Ord. 17,857,112 196,307,239 
Grp 255,500 1,136,390 

Home Life...... 12,869,400 141,919,185 
Imperial, Can... 79,900 3,396,428 
J. Hancock. /Ord. 80,475,653 702,665,843 
Grp. 24,241,941 74,272,172 

Ind. 50,881,684 434,141,840 

Loyal Prot.....- 40,731 278,596 
Lutheran Mut... 286,727 1,670,391 
Manhattan ..... 15,916,458 62,527,129 
Mass. Mut.. 26,381,878 345,864,186 
Mass. Prot 156,897 2,543,808 
Metropol. ... 206,940,440 2,822,695,686 
356,978,750 899,093,330 

108,684,866 1,330,495,246 

Monarch ....... 391,250 3,487,451 
Morris Plan.Ord. 70,216 95,716 
Grp. 26,478,486 18,334,974 

Mutual Benefit.. 17,748,595 348,335,159 
Mutual, Can..... 98,786 2,758,010 
Mutual, N. Y.... 25,771,927 678,766,437 
Mutual Trust... 2,268,828 7,077,791 
NATIONAL .i006 60 7,191,591 98,287,202 
New Eng. Mut... 21,940,226 267,901,443 
New York Life.. 59, 612,856 1,377, 426, 361 
Nor. Am. Reas.. 5,110, 600 30,576,300 
Northwest Mut.. 26,950,648 532,230,092 
Old Rep. Cr.Ord. 536,555 598,634 
Grp. 110,208 

Paul Revere.... 460,074 1,809,216 
Penn Mut....... 11,596,186 333,874,077 
Phoenix Mut. 11,238,671 137,558,580 
Postal Life.Ord. 524,050 12,130,068 
Grp. 11,000 421,773 

Provident Mut.. 11,088,641 145,159,171 
Prudential..Ord. 163,388,738 2,340,313,429 
Grp. 59,088,625 312, 180,550 

Ind. 121,972,976 1,529,517,833 

TO) 1) re 12/076,249 53,729, 221 
Btate: SINC. .66565 8,600,237 110,963,983 
TORCRSES 6000008 518,706 12,540,468 
Travelers ..Ord. 45,967,731 846,223,625 
Grp. 193,589,446 564,903,186 

Union Cent...... 16,516, 006 205, 420, 391 


Un, Labor...Ord. 


: Grp 2,274,300 22,324,866 
Union Mut... ....<. 4,196,651 33,074,752 
U. S. Life..Ord. 6,601,583 38,178,802 

; Grp. 1,438,690 2,458,970 
Victory Mut..... 1 481,700 5,439,560 


Life of Va. Managers Honored 


Ben W. Sebrell, Jr., Southern Vir- 
ginia agency manager of Life of Vir- 
ginia, has been awarded its agency man- 
agement trophy for the highest general 
standards of management among or- 
dinary agencies in 1942. Willis J. Mil- 
ner, Jr., Atlanta, was awarded the 
Walker trophy for obtaining the great- 
est increase in insurance in force on an 
annual premium basis. 


The Los Angeles Life & Accident 
Claim Association heard R. B. La Prelle, 
head of one of the local selective service 
boards, tell of the workings of the selec- 
tive service law. 








are given the eee on the losses year 
by year from 192 


7 to 1941. 

$14,352,000 
24,281,000 
29,312,000 
37,764,000 
31,588,000 
40,379,000 
39,967,000 
41,247,000 

+ 62,836,000 

- 63,136,000 





Blind Physician Received $119,837 
in Weekly Indemnity Payments 





The final chapter has now been writ- 
ten on one of the most convincing testi- 
monials on the value of accident insur- 
ance. For over 15 years and up until his 
recent death, Dr. Raymond V. Harris, 
Savannah, Ga., blind physician, was paid 
$150 weekly indemnity under an Aetna 
Life accident policy or a _ total of 
$119,837. In addition, he received $73,- 
364 under the disability income clause 
of his Aetna Life policy, $27,114 in pre- 
miums waived and the death benefit paid 
to his estate _ amounted - to $50, 052 —a 


life and accident coe. 
Blinded in 1927 


A successful physician in Savannah, 
Dr. Harris was blinded in September, 
1927, when he spilled a box of bichloride 
of mercury into his eyes. Although he 
consulted the best eye specialists, his 
sight could not be restored. 

Dr. Harris, in later years, told how 
despondent and despairing he was when 
he realized that he could never practice 


medicine again and how he worried 
about how he would support himself, his 
wife and his children. 

Then the Aetna agent, L. M. Stein- 
heimer of Savannah, appeared on the 
scene, “He told me,” Dr. Harris related, 
“that my Aetna accident policy carried 
provisions that in the event of total and 
permanent disability I would receive $43,- 
000 in a lump sum or $150 weekly in- 
demnity as long as I lived.” Dr. Harris 
chose the latter. 

Speaking of Mr. Steinheimer’s visit to 
him, Dr. Harris said: “I dare say no 
person on earth has ever been so re- 
lieved; no person was ever taken from 
such depths of despair and brought back 
to the levels of sanity as I was follow- 
ing the visit of my insurance counselor.” 


Inspires Producers 


As an inspiration to accident insur- 
ance producers, Dr. Harris appeared at 
the eastern regional meeting of the 
Aetna Life, held in White Sulphur 
Springs in 1940, and told his story. 








33rd Annual Financial Statement 


DECEMBER 3], 1942 
RESOURCES 
NOOBS os wits on aes aieea tae EGO) ois orcs se:siavsreece $ 420,886.44 
Bonds—United States 
Government ......... 15.7% $4,005,836.04 
Canadian Provinces and 
os ecsicatiew es 2.0% 508,565.88 
States, Counties and 
Municipalities........ 10.2% 2,614,318.53 
Public Utilities ......... 11.4% 2,927,675.15 
LE orn |e ee ee ee 2.2% 571,323.10 
Industrial and Institutional 3.2% 822,719.84 
Total Bonds ..<..:6. 00 (AE TOO) rc scien. « $11,450,438.54 
Stock, Savings and Loan Associa- 
tions Federally Insured...... 15,000.00 
First Mortgage Loans............ (33.0%) 8,451,609.08 
Loans to Policyowners........... (7.9%) 2,020,318.95 
Real Estate and Contracts for Deed. (10.8%) 2,760,667.19 
Premiums Due and Deferred...... (1.4%) 355,919.92 
Interest Due and Accrued and 
Various other Items......... (.6%) __ 161,046.46 
TOTAL ADMITTED ASSETS... «05:5 60.0 5:00:00 $25,635,886.59 
LIABILITIES 
Taxes and other Governmental Fees......... $ 107,067.07 
Policy Claims for which Proofsare notcomplete 120,177.89 
Premiums and other obligations paid in advance 266,131.96 
Other Unclucsifiediltems's..<<.6.6:0-6.6:5:0.5-0 c0:0.9:9100 49,866.40 
Reserves — Life and Supplementary Contracts 22,789,087.03 
Accident and Health Contracts...........- 45,383.81 
ORIEN OSEIVER: ole y elses ccelerersie veers sor 70,143.08 


Total of all Liabilities. . 


seduse Tha eeeeaee $23,447,857.24 


ADDITIONAL PROTECTION to All Policyowners 


GCapitaleStock s)5. fis es oneisee ene 


Surplus — Reserved for Fluctuation of Assets 450,000.00 


Wnassigned oo. ons. ck cece oo 


MOUAL... a.5 awa 


LIFE ° 


ACCIDENT 


Serer 738,029.35 — 2,188,029.35 
scope cashaleigie Gealetatete totes $25,635,886.59 
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Conese Life ‘Mend 
Warns Against 
Lessening Rivalry 


A. N. Mitchell, president of Canada 
Life, in addressing the annual meeting 
of stockholders, outlined the part that 
life insurance plays in a nation at war 
and he made some subtle allusions to 
proposed new social security programs. 
Mr. Mitchell emphasized the progress 
that has sprung from the rivalry of in- 





A. N. MITCHELL 


surance companies in seeking to make 
insurance plans fit the varying and con- 
stantly changing needs of the public. 
Any method which tends toward a less- 
ening of this competition for public fa- 
vor, he declared, would mean a rapid 
lessening of the ‘ability of insurance to 
fit varying and changing needs. 

Under the present system no insurer 
can continue to flourish that does not 
strive always to furnish its participants 
with the maximum help in meeting their 
security needs. These cooperative 
groups, known as insurance companies, 
he declared, are really quasi trustees 
chosen by the policyholders to admin- 
ister certain most important matters on 
their behalf. 


Note Effect on the People 


Any measure affecting life insurance 
should be judged by its effect on the na- 
tion as a whole and by its effect on the 
morale of the individual citizen rather 
than on the basis of its effect on the in- 
surance business itself. 

The public, according to Mr. Mitchell, 
rarely fully appreciates the work done 
by agents. The agent is inducing indi- 
viduals to become members of the co- 
operative group for furthering and safe- 
guarding the security of dependents 
and safeguards the social security of the 
community. The assured makes a con- 
tract with a group of people to join in 
entrusting their savings to a corporate 
body of which he and the others are 
members. The funds are later distrib- 
uted according to plans arranged by the 
individual member. In the meantime the 
fund is invested and safeguarded by off- 
cials appointed for the purpose. 


Insurance in Harmony 


The insurance companies are in har- 
mony with the nation’s necessity to pre- 
serve its maximum morale by creating 
solid feelings of future security; with the 
necessity to have the maximum propor- 
tion of earnings directed to financing the 
war effort and with the necessity to hold 
personal expenditures to an absolute 
minimum. In these days, he declared, 
all sorts of “economic doctors” are at- 
tempting to prescribe remedies. He pre- 
dicted that many things will be done for 
the social well being of the people but 
there will be great disappointment if the 
public builds its hope on a new heaven 
and earth. No government can hand the 


people benefits on a platter. All have 
to pull together and work for them. 





Raise Iowa Non-Medical Limit 

DES MOINES—tThe Iowa legislature 
has passed and sent to the governor a 
bill to permit the writing of non-medical 
up to $5,000. The limit in Iowa now is 
$2,000. 

The house also approved a senate bill 
to permit investment of trust funds by 
fiduciaries in life, endowment or annuity 
contracts on wards of beneficiary. The 
proceeds of such contract would be the 
sole property of the person or persons 
whose funds are invested therein. Both 


bills had been sought by d the Iowa Asso- 
ciation of Life Underwriters. 





Oppose Change in N. J. Job Law 


The public relations committee of 
the New Jersey Association of Insur- 
ance Agents is urging members to 
bring influence to bear in opposition to 
proposed amendments to the unem- 
ployment compensation act which 
would cause the law to apply to em- 
ployers of one or more employes rather 
than eight or more as at present, and 
would remove the specific provision 
that insurance agents other than those 


of industrial life insurance companies, 
are not employes of insurance compa- 
nies. 





Minn. Benefit Groups Confer 


MINNEAPOLIS—Representatives of 
assessment benefit associations in Min- 
nesota met here to discuss a plan to put 
these associations on a standard actu- 
arial basis as far as new business is 
concerned. A bill before the Minnesota 
legislature sponsored by some of these 
associations, designed to accomplish this 
result, has met with some opposition 
in its present form and the meeting here 
sought to iron out these differences, 
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Program Given 
for Annual Meeting 


Insurance Accounting & 
Statistical Association Out- 
lines Schedule 


The program for the annual meeting 
of the Insurance Accounting & Statistic- 
al Association which will be held in the 
Edgewater Beach Hotel in Chicago 
April 22-23 is announced. There will be 
a number of exhibits. 


Theme of Conference 


The theme of the conference this year 
will center around problems arising from 
the present war conditions. Papers and 
discussions on personnel problems and 
full utilization of machine capacity will 
hold a very prominent place on the pro- 
gram, The constitution and by-laws were 
so amended at the 1942 conference to 
permit a much wider scope of operation. 
Hence, this year’s program should be of 
greater interest to companies not using 
machine methods in their office proced- 
ures. 

The officers are: L. R. Menagh, Pru- 
dential, president; L. E. Wilkins, Frog- 
gatt Co., vice-president; R. L. 
Hughes, Guarantee Mutual Life, secre- 
tary-treasurer. 

The program follows: 

Life 

“Changes to Meet the Wartime Emer- 
gency.” 

“Preparing the 


Session 


3udget.” 
Open Forum—“‘Accounting Problems” 


Reduction and Simplification of Re- 
ports. 

Cost Studies. 

Double Shifts. 

Overtime. 

Checking Premium Notices. 

Countersigning Receipts. 

“Pre-Punched Cards (Master File) for 
Premium Accounting and Statistics.” 

“Premium Notices from Punched 
Cards.” 

“Payroll Records 
Punched Cards.” 


and Checks from 


Open Forum—“‘Punched Cards” 
Training Operators. 
Bonus for Key Punch Operators. 
Verifying Punch Cards. 
Care and Storage of Punched Cards. 
Using Cards Two or More Times Where 
Only Few Fields Punched. 


Victory Mutual Is Winner 


The Illinois appellate court has held 
against a beneficiary who contended 
that her husband’s policy in Victory 
Mutual Life should be subject to a lien 
of but 57.092 percent instead of 60. 
Had the smaller figure been accepted, 
the cash value would have purchased 
extended insurance beyond the time of 
assured’s death. The case .was Wade 
vs. Victory Mutual. 

When Victory Life of Chicago blew 
up the federal court appointed a re- 
ceiver. Pursuant to the reinsurance 
agreement, the receiver and Victory 
Mutual calculated the lien on the poli- 
cies and the court entered an order per- 
mitting Victory Mutual to operate 
under a tentative lien of 60 percent, 
making adjustments between the ten- 
tative figure and the actual lien of 
57.092. No provision was made in cal- 
culating the lien for a surplus of $100,- 
000 which the Illinois department re- 
quired of Victory Mutual. The court 
thereupon fixed 60 percent as_ the 
proper basis. The assured was so no- 
tified and made no objection. 

Nelson, Slater & Bordell represented 
the beneficiary and W. Haynes, 
Victory Mutual. 





Although the much desired aviation 
exclusion bill in Minnesota appears to 
be on its way to becoming a law, it has 
been held up in the senate where an 
amendment was attached that will not 
materially affect the bill. 
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Ind. F eat State to 
Pass Guertin Bills: 
Progress in N. Y. 


To Indiana goes the distinction of 
being the first state to enact the Guer- 
tin legislation for a new mortality table, 
a change in non-forfeiture benefits and 
reserve valuation. The legislature passed 
these model bills prior to adjourning 
and they are now before the governor. 
They apply to business written com- 
mencing July 1, 1945, but the company 
has the option of continuing on the old 
basis until Jan. 1, 1948, which is the 
compulsory date. The Guertin legisla- 
tion is reported to be proceeding satis- 
factorily in a number of other states. 
Those interested in the program were 
disappointed that the Wyoming and 
Tennessee legislatures adjourned with- 
out passing these bills. 

Life companies were interested in a 
number of bills relating to the owner- 
ship of real estate or other forms of se- 
curities. The majority of these failed 
of passage and those that did run the 
gauntlet successfully were not of great 
importance. 

One bill relating to notice of sale of 
real estate in decedent estates and an- 
other repealing the 1923 law by which 
cities and counties may issue bonds to 
aid the highway commission in construc- 
tion or maintenance of roads or bridges 
were typical of those that passed. One 
bill extends the time from two to five 
years in which county auditors may sell 
property on which taxes have been de- 
linquent for five years. 

A house bill passed, amending the 
statute relating to directors of corpora- 
tions, so that now every director of a 
stock insurer, to qualify, must own 
stock of aggregate value not less than 
$1,000 where the par value per share is 
$5 or more, or stock of aggregate mar- 
ket value not less than $5,000 if par 
value is less than $5 a share. It is un- 
derstood the legislation was desired by 
Jefferson National Life. 

By passage of another bill group in- 
surance is made available to members 
of farm bureau cooperatives and to 
rural electrification employes. 


NO OPPOSITION IN N. Y. 

_ ALBANY—The New York assembly 
insurance committee’s hearing at Albany 
on the bill to embody the commissioners 
model valuation and nonforfeiture meas- 
ure in the insurance law brought forth 
no opposition. R. L. Hogg, Life Presi- 
dents Association, spoke briefly in favor 
of the bill, as did Acting Superintendent 
Cullen of the department. The entire 
hearing took less than 20 minutes. 

At Mr. Cullen’s suggestion the com- 
mittee agreed to amend the bill, which 
has already passed the senate, to include 
a statement of the measure’s general 
purpose so as to emphasize that com- 
panies are being enabled to use a modern 
mortality table and that minimum non- 
forfeiture benefits will be on a more 
scientific basis, the method of comput- 
ing these benefits being fair to all 
policyholders. 

Russell Wright, committee chairman, 
conducted the meeting. No other com- 
mittee member was present but Chair- 
man Hampton of the senate committee 
attended. Acuary B. E. Shepherd of 
the Life Presidents Association was on 
hand but did not speak. 





Georgia Sets War Bond Record 


The insurance business in Georgia 
made a real record with its February 
war bond sale. Total sales of Series E 
bonds were $8,320,000, exceeding the 
quota of $6,600,000 set by the Treasury 
Department by 26 percent. In addition 
more than $5,000,000 in bonds of other 
series were purchased by insurance com- 
panies and a total of Awe $40,000,000 
in all types was rung up in February 
by the combined insurance drive and the 
special campaign to replace the cruiser 
Atlanta. 

The insurance industry campaign was 
directed by Rutherford L. Ellis, presi- 


dent of the Georgia Association of In- 
surance Agents, as general chairman. 
The Georgia Life Underwriters Associa- 
tion took an active part in the drive. 


Contribute 14,600 Books 

Some 14,600 books were contributed 
by home office employes of Metropoli- 
tan in the Victory Book Campaign. 





Produce for President Sweeney 
March is “Sweeney Month” for State 


Life of Indiana of which Robert E. 
Sweeney is president. This is the twen- 
tieth year in which March has been 


designated as a special month in honor 
of Mr. Sweeney. Mr. Sweeney began 
with the company in 1899 as office boy. 
His father, Andrew M. Sweeney, was 
one of the founders. 





Juvenile Continuance Contract 


National Life announces a juvenile 
policy continuance contract whereby a 
parent insuring his child at any age be- 
tween five and 21 is assured that in 
event of the parent’s death or total and 
permanent disability the company will 
waive the premium until the child 
reaches the age of 21. 





Cash in Banks...._......... 


demands} 
U. S. Government Bonds. . . 
All Other Bonds.......... 


Policy Loans............. 
Real Estate Owned........ 


Default 


Real Estate 
All Other Assets.......... 


Obligations 
Policy Funds 


Policy Claims 


ceived by December 31, 1942) 
Reserve for Taxes......... 


Advance 


(Items not due, etc.) 


Capital and Surplus... .... 
Total Liabilities 


Admitted Assets 


James A. Allen 
President 


W. J. Bryden 


General Manager 





THE PROGRESS OF VICTORY 


Twenty-Second Annual Statement 
as of December 31, 1942 
ASSETS 


(available for immediate payment or other cash 


Mortgage Loans on Real Estate........ 
(first mortgages for not more than 50% of the 
appraised value of any property) 


Interest Due and Accrued on Mortgages. . 
Interest Due and Accrued on Bonds Not in 
Interest Due on Premium kin Notes. . . . 
Rents and Interest Due and Accrued on 


Deferred and Uncollected Premiums. ... . 


Preece tal $11,177,390.06 
LIABILITIES 


Legal Reserve to Guarantee Policy 
eres: $ 9,500,175.89 


(above amounts left on deposit by policyholders) 


(This amount is for payment of policy claims in- 
curred in which final papers had not been re- 


Reserve for Policy Dividends 
Reserve for Miscellaneous Obligations... . 


weer rere $11,177,390.06 


1942 RESULTS 
Insurance in Force—a New All-Time High. ..... $44, 192,301.00 


The VICTORY LIFE 


INSURANCE COMPANY 


Topeka, Kansas 


$ 255,510.78 


2,461 ,005.29 
3,262,336.66 
|,225,030.50 


|,797,265.42 
|,790,677.67 
22,158.89 


46,671.15 
1,417.59 


84,399.40 
205,796.7| 
25,120.00 











649,342.28 
6,307.00 


11,756.72 


97,446.40 
120,256.33 
11,280.23 


780,826.21 











11,177,390.06 
565,186.60 
697,654.75 


E. E. Shurtleff 
Vice-Pres. & 
Asst. Gen. Mgr. 


W. J. Bryden, Jr. 
Secy.-Treas. 
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War Claim Problems 


of Companies 
Eyed by J. G. Kelly 


One of the principal war claim prob- 
lems the life companies have had to meet 
were contractual termination provisions 
when assured entered military service, 
John G. Kelly, assistant general counsel 
of Mutual Life of New York, said at a 
dinner meeting of the Chicago Claim As- 
sociation. 

With policies providing that double 
indemnity and waiver of premium disa- 
bility terminate in case of military serv- 
ice, the company had to decide what 
steps it should take that would protect 
both the policyholder and the company. 
Mutual Life advised policyholders by 
mailing out a booklet accompanied by a 
pre-paid return card on which assured 
could ask for additional information. 

There were 30,000 cases in which the 
company found it necessary to give more 
information. As a result specific bene- 
fits were terminated in about 7,000 cases. 
Many of the inquiries could be answered 
by a form reply; others had to be indi- 
vidually treated by the law department. 


Should Understand Contract 


One of the great responsibilities of 
claim men and agents today, Mr. Kelly 
said, is to be sure of their ground when 
they are advising service men with re- 
spect to their life insurance contracts. 
The best source of accurate information 
on the meaning of the contract is the 
language of the costract itself. When 
in doubt, the contract should be studied. 

Interpreting policy provisions in hy- 
pothetical cases is fraught with danger, 
Mr. Kelly warned. Yet advance in- 
terpretation is necessary under some 
circumstances, as when terminating dis- 
ability provisions. The question arose 
as to what are the continental limits of 
the U. S.: the 3-mile limit, the coast line, 
or the old 12-mile limit of prohibition 
days? Mutual Life held they were the 
coast lines. 


Adequacy of Death Proof 


Adequacy of proof of death in service 
men’s claims is the chief problem to be 
determined after a loss occurs. This 
problem now has been worked out 
pretty thoroughly with chiefs of the 
various military services. 

There was considerable apprehension 
expressed by service men in connection 
with double indemnity termination that 
the company might interpret “due to 
military service” very strictly. An as- 
sured might be in New York City on 
leave from a nearby camp, and be killed 
accidentally. Literally, his presence in 
New York City would be due to military 
service, and double indemnity denied. 
The companies are not going to deny 
double indeninitv liability under those 
circumstances, Mr. Kelly said. Reason 
should govern. 

Mr. Kelly urged claim men to avoid 
litigation wherever possible. He pointed 
out that claim matters that can be de- 
bated factually or contractually are only 
short distance from legal problems. 
Even where the company has a strong 
case, claims involving service men 
should be avoided. Any larze number 
of litigated cases might well result in 
severe court interpretations against the 
companies. 

D. G. Adams, Pacific Mutual, pre- 
sided. A number of guests were on 
hand. including F. B. I. and Veterans’ 
Administration representatives and med- 
ical consultants. About 150 attended. 





Would Broaden Mich. Group Act 


LANSING, MICH.—A bill has been 
introduced to broaden the group life act. 
It would permit the commissioner to au- 
thorize groups other than those now per- 
mitted by statute, particularly to ap- 
prove designation of groups within the 
whole personnel of large industries or 
certain blocks within larger fraternal or- 
ganizations. He would be given power 
to disapprove group proposals if it ap- 


peared there was no economic justifica- 
tion for the lower group rate; if individ- 
uals within the group represented extra 
hazards, or the plan were actuarially un- 
sound. No group smaller than 500 per- 
sons might be entertained. An applica- 
tion fee of $50 would be required for the 
creation of new groups. 





Lower Reserve in Pa. Bill 
HARRISBURG, PA.—The Pennsyl- 
vania senate has passed a bill authoriz- 
ing the state insurance department to 
lower the life insurance reserve basis 
from 3 to 2 percent. It was pointed out 
in debate that life companies would then 
be able to invest in more war bonds. 





Gives Wartime Prospecting Tips 

Jean Black, Connecticut General Life, 
addressed the meeting of the Toledo Life 
Managers Association on “Our Best 
Field for Wartime Prospecting.” 





Superintendent of Agencies H. G. 
Kenagy of the Mutual Benefit Life will 
give a dinner at the Park Plaza Hotel, 
St. Louis, next Monday evening to intro- 
duce John H. Leaver, the new genera! 
agent there, succeeding F. D. Haselton, 
who becomes Boston associate general 
agent. Mr. Leaver has been general 
agent with headquarters both at Daven- 
port and at Des Moines. 


Wins Peddie s Cup 
of Pacific National 








Wayne E. Hibbard of Portland, Ore- 
gon state manager of Pacific National 
Life, was the winner of its President’s 
Cup for 1942. He is shown above with 
the cup, which was presented to him 
by President Carl R. Marcusen when 
he visited the home office in Salt Lake 
City for a few days. 

The company gave a dinner in his 
honor, which was attended by Mrs. 


7 


Hibbard and their son Patrick; com- 


pany Officials and directors, the insur- 
ance commissioner and his deputy, 
officers of various life organizations and 
the managers or general agents of other 
companies in Salt Lake City. 

The winner of the President’s Cup 
must make the best records in produc- 
tion, renewals, quota, manpower, im- 
provement, size of policy, size of pre- 
mium and clearance of account. There 
were five close competitors for the cup 
in 1942. Mr. Hibbard won with a score 
of 5,445, while his nearest competitor 
had 5,396. 





Maj. J. A. McNulty of Major-Gen. T. 
A. Terry’s command was an official ob- 
server in Times Square at the recent 
blackout drill in New York which in- 
augurated the use of the new standard- 
ized air raid warnings. Major McNulty 
was on familiar ground, for in civilian 
life he is manager of Prudential’s Times 
Square agency, which overlooks the 
square. 





The Life Cashiers’ Association of the 
District of Columbia heard Eugene M. 
Thore, counsel of Acacia Mutual, speak 
on “Present Day Trends in Life Insur- 
ance.” 








Minds, Too, 
Work Best 
When Open 


Open mindedness is maintained by a 
constant flow of new ideas. 
such ideas weekly in their bulletin, the 


Monday Morning Message. 


Fort Wayne 


“U.S. Navy Official Photograph” 


LNL men find 


Every Mon- week’s 


THE LINCOLN NATIONAL LIFE 





Geared To Help Its Fieldmen 





day morning this timely publication offers 
suggestions on current life insurance sales 
opportunities or news about the coming 


sales plans. 


COMPANY 


Indiana 
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F ete Occidental Like Veterans 











LEADS 


THAT START THINGS 


A Fidelity manager, destroying 





LOS ANGELES—Ira C. Cunning- Mr. Long continued as general agent 
ham, assistant vice-president (retired), and developed the agency until today 
and Genera! Agent Charles E. Lane of he has policyholders who are paying up 
Long Beach, Cal., celebrated their 35th to their 30th and 35th renewal premiums, 
anniversary with Occidental Life of Cali- Mr. Cunningham went to the home of- 
fornia. The anniversary was made the fice, became one of its pioneer agency 
occasion of a luncheon tendered by the developers and finally rose to assistant 
home office staff. The program in- vice-president, which position he held 
cluded a skit written and produced by on his retirement in 1940. He still is 
the home office staff. seen frequently at the home office. 

Mr. Cunningham and Mr. Lane In the picture are shown Vice-presi- 
formed a partnership in 1903 at Long dent R. H. Jenkins, Mr. Cunningham, 
Beach and entered into a contract with Mr. Lane, and Dwight L. Clarke, execu- 
Occidental Life. Later they separated. tive vice-president. 


some old files, writes that he hat- 
ed to part with one which carried 
the record of service over the 
years to a policyholder who be- 


came a close friend. 





What Is Value of 
Outstanding Life 


Insurance Today? te 
; he: a Complimentary Dinner 
n the boom years of the 1920's the > ° 

value that was placed on insurance in to Be Given in Honor 

force of a life insurance company for of David A. Forbes 


purposes of sale was customarily set at 
$30. That was the yardstick that was 


agreement for the 12 companies now in 
the hands of Commissioner Caminetti 
as conservator. The four companies 
are Benjamin Franklin Life, Guarantee 
Union Life, National Guaranty Life, 
and Physicians Life. 


The file showed the lead card 
by which his first contact was 
made and the papers relating to 
all the business subsequently 
sold as a result of that opening 


The Grand Rapids Association of In- 





roughly applied to determine what a 
company might be worth over and above 
its true capital and surplus. 

Today, however, a good many of 
those who have had experience helieve 
that life insurance as a general rule is 
not worth more than $10 a thousand. 
Of course there may be exceptions to 
the rule but responsible buyers who 
would be using their own funds say that 
they would not want to apply any other 
yardstick under current conditions. The 
life insurance of some companies would 
not be worth $10 because of inadequate 
premium rates and low © surrender 
charges. The probability of low inter- 
est rates continuing is the major prob- 
lem to be faced by anyone buying out- 
standing insurance. 

If the company involved has a good 
agency force that would add to its at- 
tractiveness and the $10 figure might 
be stretched. The cost of handling 
business enters into the picture, too, so 
the average size of policies involved 
might be a considerable factor. 


Newman Leads N. E. Mutual 


Robert C. Newman, pension trust 
counselor of the Frank M. See agency in 
St. Louis, led the entire field force of 
New England Mutual during February 
with over $500,000 paid for life insur- 
ance. For many years Mr. Newman was 
the leading producer for the old Mis- 
souri State Life. He is a life member of 
the Million Dollar Round Table. 


Sun Life Moves in Spokane 

The war agencies have taken over the 
entire Sun Life of Canada building in 
Spokane. This is the old home office 
building of Western Union Life, which 
was taken over by Sun Life several 
years ago. The Spokane branch of Sun 
Life, of which F. L. South is manager, 
has moved into new quarters in the 
Paulsen building. 


Hearing on Chapter 9 Appeal 


The California supreme court has 
ordered a hearing April 5 for the ap- 
proval of four Chapter 9 life companies 
on the rehabilitation and reinsurance 


surance Agents has arranged for a com- 
plimentary dinner in that city at the Mor- 
ton Hotel, March 15, in tribute to the 
new insurance commissioner, David A. 
Forbes, for many years head of the 
Forbes & Belknap agency there. Mr. 
Forbes is held in high esteem by his fel- 
low agents in Grand Rapids. 





Endorse Roberts’ Candidacy 

The candidacy of Roy Ray Roberts, 
State Mutual Life, Los Angeles, for sec- 
retary of the National association, was 
endorsed by the California Association 
of Life Underwriters. 

Joshua Clark of Boston, president of 
the General Agents Association of State 
Mutual Life, announced that organiza- 
tion has endorsed Mr. Roberts’ candi- 
dacy. 

Prudential Boston Loss $320,000 

NEWARK— As tthe result of the 
Cocoanut Grove fire in Boston Pru- 
dential has already made these claim pay- 
ments: Ordinary policies on 35 lives, 
$184,050.28; double indemnity payments, 
$106,500; industrial, 50 policies on 30 
lives, $15,195; double indemnity, $14,312, 
making a total of $320,058. 





New Superintendent 





J. R. Crabbe, the new Ohio insurance 
superintendent, succeeding John A. 
Lloyd, heretofore 
has been serving as 
deputy superinten- 
dent since 1939. He 
Was an assistant at- 
torney general 
when Governor 
Bricker of Ohio 
was the attorney 
general. His father 
Was an important 
factor in Ohio poli- 
tics and served as 
attorney general of 
the state. He is well 
known among Ohio 
insurance men and J. R. Crabbe 
has a mature back- 
ground of insurance and legal knowledge. 








“Here,” writes the agent, “is the 
letter from the widow asking me 
to help close his affairs. Truly the 
Lead Service gets the credit for 


this business. . . and the friend- 


ship which grew from it.” 


Fidelity’s Lead Service has been 


serving agents profitably for 


twenty-seven years. 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 
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reserve of $342,920 and surplus of 
$239,910. Since Aug. 28, 1933, when 
the reinsurance contract became effec- 
tive, a total of $18,101,836 has been paid 
to beneficiaries and policyholders of the 
fund. The liens will be waived during 
1943 on premium paying policies ter- 
minating by death. 

The LaSalle Hotel of Chicago in 
which the fund had a total book invest- 
ment of $1,981,919 was sold as of Jan. 
1, 1942. The fund continues to own a 
first and second mortgage on the prop- 
erty. During December negotiations 
were entered into with the government 
for the sale of the Stevens Hotel. The 
fund owns $8€8,750 of 5 percent income 
bonds and 10,781 voting trust certifi- 
cates. With consummation of the sale 
the fund will realize a profit of about 
$300,000, which will probably result in 
a reduction in lien within a year. Mor- 
tality of the fund continues favorable 
for business of this class. 


COLUMBIAN NATIONAL LIFE 


Columbian National Life assets now 
total $55,306,384, a gain for the year of 
$2,655,102. Capital and surplus was $3,- 
711,719, or 8 percent of policy reserve. 
Sales of foreclosed properties and re- 
ductions in the asset values of real es- 
tate owned brought down the book 
value of real estate $900,000. In addi- 
tion, a special reserve of $192,000 is 
maintained for the fluctuation in real 
estate values. 

Holdings of government bonds _to- 
taled $14,015,493. These bonds, plus 
cash of $2,045,000 equal 33 percent of 
the reserves. The actual value of bonds 
was more than $1,000,000 in excess of 
the value at which they are carried. 

Net interest earnings were 3.67 per- 
cent and mortality was the lowest in 15 
years. The company had an outstand- 
ing record of improvement in termina- 
tions. The first year lapse ratio was 
the lowest in history. 

Policyholders and_ beneficiaries re- 
ceived $3,739,122 Insurance in force 
increased $4,690,000 to a total of $192,- 
438,000. 

The size of the average regular pol- 
icy issued was $4,258. 





VICTORY LIFE OF TOPEKA 

Assets of Victory Life of Topeka in- 
creased more than $565,000 to an all- 
time high of $11,177,390 during 1942. In- 
surance in force showed a substantial in- 
crease, reaching a total of $44,192,300. 
Payments to policyholders and_benefi- 
ciaries totaled $697,655. Holdings of 
government bonds were increased more 
than 50 percent, and now total $2,461,- 
005. Mortality was favorable and per- 
sistency of business improved. A slight 
increase in average interest earnings was 
shown, The same dividend schedule as 
was paid in 1942 will be maintained in 
1943. 


GENERAL AMERICAN LIFE 


General American Life at the end of 
1942 had assets of $134,292,973, increase 
$3,696,879. Holdings of U. S. obliga- 
tions amounted to $21,842,808, increase 
$3,643,786, which approximates the in- 
crease in assets for the year. Other 
bonds totaled $9,176,261. The market 
value of bonds was $1,410,760 more 
than the value at which they were 
carried. 

Net average yield on assets was 4.39 
percent, compared to 4.15 percent in 
1941. The net yield on all real estate 
was 6.2 percent. The return on real 
estate is attributed to the company’s 
program of rehabilitation and improve- 
ment of city property and soil conserva- 
tion and scientific cultivation of farm 
to policyholders and beneficiaries were 
7.04 percent, and on city real estate, 
5.89 percent. 

The general contingency reserve was 
increased $1,299,240 to $4,002,686. Cap- 
ital, guaranty fund, and surplus totaled 
$2,248, 469. 


Insurance in force totaled $738,143,- 
675, a decrease of $7,000,000. Payments 
to policyholders and beneficiaries was 
$13,454,090. 

Since inception of the company’s mu- 
tualization program $1,882,620 of earn- 
ings have been applied to the retirement 
of 31,377 shares of stock, increasing stock 
retired to 62.75 percent of the 50,000 
shares originally outstanding. 


SOUTHLAND LIFE 


Southland Life’s report for 1942 re- 
flects an outstanding year of progress. 
There was a notable gain in insurance in 
force, bringing this figure to $191,169,- 
331. 

Southland Life purchased over $2% 
millions of government bonds, bringing 
total holdings to $6,621,252. 

BANKERS NATIONAL LIFE 

Bankers National Life made a gain in 
assets last year of more than $1,250,000, 
the total now being $10,617,814. Surplus 
to policyholders was $1,193,564 or a ra- 
tio of assets to liabilities of 113. Insur- 
ance in force increased by $6,000,000 to a 
total of $89,086,663. The lapse rate was 
20 percent lower than the previous year 
and was the best year in history. Sales 
totaled $12,200,000 which was only 3 per- 
cent less than 1941. The average size 
policy was $4,005, an increase. 


PHILADELPHIA LIFE 


The Philadelphia Life shows business 
in force $56,822,200, new business $4,- 
929,606, total income $2,488,582, excess 
of income $593,586. The assets are $15, 
361,700, increase $600,368. Capital is 
$700,000 and net surplus $298,511. There 
was a substantial increase in surplus due 
primarily to the low mortality and to in- 
creased returns on real estate. The busi- 
ness in force showed the largest increase 
of recent years due largely to decreased 
lapses and surrenders. 

BERKSHIRE LIFE 

Assets of Berkshire Life on Dec. 31 
amounted to $72,444,011, an increase of 
$3,455,641. U. S. bond holdings in- 
creased $5,894,206, now representing 44 
percent of total bonds owned. Insur- 
ance in force increased $4,709,641 to 
$228,898,771. Berkshire invested $3,931,- 
789 in FHA loans in 1942, bringing its 
total to 2,087 amounting to $8,422,146. 
Unassigned surplus and special reserves 
increased $136,817 to $1,722,925. Real 
estate sales amounted to $1,268,500, 
which had a book value of $1,143,118. 


CANADA LIFE 


New paid life insurance of Canada 
Life last year amounted to $72,988,364, a 
very substantial increase as compared 
with the figure of $65,853,594 the pre- 
vious year. Insurance in force increased 
to $825,740,840. In addition there is in 
force retirement income bonds with ma- 
turity benefits totaling $72,824,920 and 
immediate and vested annuities with a 
total reserve value of $33,890,147. 

Unit cost of administration, excluding 
taxes and investment expenses, de- 
creased by 2 percent. There was a de- 
crease in unit cost of acquisition of more 
than 7 percent. Investment expenses 
per $1,000 of assets decreased by 1% 
percent. Payments to policyholders and 
beneficiaries totaled $24,271,778.  In- 
vestment in government bonds greatly 
exceeded the entire renewal premium in- 
come. The gross rate of interest earned 
was 4.35 and net rate 3.88. 





The Treasury Department has 
awarded a citation for distinguished 
service in behalf of the war savings pro- 
gram to Charles W. Hall, assistant di- 
rector of agencies of Massachusetts Mu- 
tual Life. The presentation was made 
by E. M. Powell, deputy state admin- 
istrator war savings staff, in the office 
of President B. J. Perry. 

Mr. Hall served as volunteer associ- 
ate administrator for three months. 
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A Possibly Significant Decision 


Because the pending fire — 
anti-trust case may result in a U. S. Su- 
preme Court review of the Paul vs. . ir- 
ginia decision that insurance is not com- 
there is much interest in any- 
thing that throws light on the court's 
present temper. In its recent decision 
upholding the right of New York state 
to regulate insurance organizations oper- 
ating on the reciprocal basis the court 
passed up an excellent opportunity to 
weaken the state regulation of insurance. 

To have held that New York lacked 
the right to regulate the reciprocals or 
that, as the reciprocals in question con- 
tended, the state was obliged to license 


merce, 


them though they did not conform to its 
regulations, would have lent considerable 
comfort to advocates of federal regula- 
tion, who contend that the federal gov- 
ernment should take over because inter- 
state business is too elusive for the indi- 
vidual states to control effectively. 
While any significance along this line 
which the decision may have is a nega- 
tive reassurance, yet it may possibly be 
a straw in the wind, indicating that the 
reconsideration of Paul vs. Virginia—if 
and when it comes before the court—will 
not be by judges who have already made 
up their minds that state reguation of in- 
surance is fit only for the junk heap. 


Old Stuff in Pink Tights 


Here is an amusing but thought pro- 
voking statement made by C. R. Wel- 
born, secretary Underwriters Labora- 
tories, which might be carefully 
preseived under the glass tops of desks 
of men who make talks at meetings. In 
planning his talk, Mr. Welborn ex- 
plained to his audience: 

“Consideration was given the thought 
of dressing up the old stuff in pink 
tights, applying more mascara and 


rouge, with perhaps new positions for 
the spotlights. This view was dis- 
carded, because you are able to see 


through camouflage and can smell bo- 


loney as far as any group I know. 
Therefore, the decision was made to 
stick with a brief review of some un- 


varnished fundamentals, with perhaps a 
few observations, deductions, and at 
least one prognostication.” This could be 
heeded by convention speakers. 


Bigger Sales Opportunity 


In spite of substantially higher taxes 
and living costs individuals managed to 
save last year the record-breaking total 
of $26,000,000,000, the Department of 
Commerce estimates. This is more than 
twice the 1941 total of $12,900,000,000 
and more than three times the figure 
for 1940, which was $7,400,000,000. 
Naturally, a large share of the 1942 total 
represents investments in war savings 
bonds. But from a life insurance stand- 
point the significant item is the huge 
increase in cash and bank deposits in 
the hands of individuals. The increase 
in such funds was apparently more than 
twice the amount invested in war bonds. 

Some of this rise in individuals’ bank 
deposits and cash holdings, as the Com- 
merce Department’s statement indicates, 
may be in anticipation of the heavy in- 
come taxes that will have to be paid this 
What worries the Commerce De- 
partment—and everyone else interested 
in staving off serious inflation—is that 
an equally important cause of this type 
of accumulation is the desire of many 
individuals to keep some of their assets 
in liquid form rather than in war savings 
bonds as a reserve against unknown con- 
tingencies. Though held as_ reserve 
funds, there is only the individual's will- 


year. 


power to keep this money from being 
pulled out and used for ordinary con- 
sumer expenditures, thereby helping to 
bid up prices in a curtailed market, con- 
tributing to the inflationary spiral and 
adding to the problems of price con- 
trol and rationing. 

It is important to know, the Com- 
merce Department’s statement points 
out, whether 1942’s savings represent a 
more or less permanent immobilization 
of purchasing power or whether they 
are merely temporary. 


Life insurance to those indi- 
viduals whose cash accumulations and 
bank deposits are of the temporary 


variety offers the best possible means of 
converting these savings from an in- 
flationary threat to a more or less per- 
manent immobilization of purchasing 
power. It is true that purely as a war 
finance measure it is more effective to 
put money into war bonds, since none 
of the money spent for war bonds goes 
for death benefits and acquisition and 
overhead are lower. 

But as an anti-inflation influence the 
purchase of life insurance does not take 
a back seat even to war bonds. Life 
insurance offers a financial incentive for 





isle up sails payments and in 
the early years at least, imposes a finan- 
cial penalty for discontinuance. For all 
their virtues, war bonds can be liqui- 
dated without loss after being owned 
for onlv 60 days and there is no com- 
pulsion but the individual’s conscience 
to keep up a war bond purchasing pro- 
gram. With life insurance there is the 
combined power of the policyholder’s 
conscience, his financial stake, and the 
persuasive powers of the agent, who 
wants the insurance kept in force. 


On the basis of the Commerce De- 
partment’s figures and analysis, oppor- 
tunities for seiling life insurance and 
at the same time doing a patriotic job 
against inflation seem to be more numer- 
ous than had previously been supposed. 
The danger of conflicting or competing 
with war bonds seems to be much less 
than had been feared. There appears 
to be plenty of room for both types 
of savings, and also the greatest pos- 
sible need for promoting both to the 
fullest extent. 





PERSONAL SIDE OF THE BUSINESS — 





Howard S. Bagley, vice-president and 
secretary-treasurer of Pacific Mutual 
Life, is celebrating his 20th anniversary 
with the company. After five years as a 
director he was elected a vice- president 


in 1923. He also became treasurer in 
1924, and last year was made secretary 
as well. 


W. F. Mielenz has rounded out 50 
years with Aetna Life in Milwaukee. 
Friends and associates presented him a 
watch and certificate award at a dinner. 
He is a brother of A. E. Mielenz, gen- 
eral agent for Wisconsin and upper 
Michigan, who is completing 52 years 
this month. 

Home office employes of Lincoln Na- 
tional Life donated 400 books in the na- 
tion-wide Victory Book campaign. Clyde 
J. Cover, assistant general counsel, was 
director of the drive in Fort Wayne and 
Allen county. 

The engagement is announced of En- 
sign Ernest Palmer, Jr., to Miss Sue 
Waldron, daughter of Mr. and Mrs. H. 
FE. Waldron of Fort Madison, Ia. Mr. 
Palmer is the son of Ernest Palmer, Sr., 
of Springfield, Ill., former Illinois in- 
surance director and former manager 
Chicago Board of Underwriters. Miss 
Waldron is a graduate of Vassar in 
the class of 1941. Mr. Palmer is an Am- 
herst man and also graduated from 
Northwestern University law school. He 
practiced law in Chicago before he en- 
tered the navy. He was stationed in the 
recruiting division in Chicago before go- 
ing east recently to enter the naval train- 
ing school at Princeton, N. J. 

When John A. Lloyd, former insur- 
ance superintendent, assumed his new 
position as vice-president of Union 
Central Life, his new office was be- 
decked with flowers. Mr. Lloyd will 
devote a good portion of his time to 
public relations work. 

Andrew M. Sweeney, retired president 
of State Life of Indiana and one of the 
company’s founders, is confined to his 
home by illness but is making an en- 
couraging comeback toward recovery. 
Mr. Sweeney is 89 years old. His son, 
R. E. Sweeney, is president of State 
Life. 

L. D. Cavanaugh, president of Fed- 
eral Life, has returned to the home 
office in Chicago after a visit to the 
Pacific Coast. C. E. Reece, manager at 
Los Angeles, gave a luncheon for his 
agents in honor of Mr. Cavanaugh, and 
Mr. Cavanaugh attended an_ agents’ 
round table discussion at the R. B. 
Oshier agency in San Francisco. Before 


returning to Chicago he spent several 
days in Santa Barbara with Mrs. Cava- 
naugh. 

John T. Davis, superintendent of the 
Bloomfield, N. J., district of Prudential, 
has rounded out 40 years with the com- 
pany. He started as an agent in New- 
ark, and two years later was made an 
assistant superintendent. He has been 
siectibibanininicitel since 1926, 


DEATHS © 


Northern of Seattle 
President Dies 


David B. Morgan, president of North- 
ern Life at Seattle, died suddenly last 
Saturday at Palm Springs, Cal. Mr. 
Morgan had served as president of 
Northern Life since it was organized in 
1906 by him and his brother, T. M. Mor- 
gan. He was born in Cincinnati in 1869. 
Mr. Morgan served as president of the 
Pacific Northwest Securities Co. and was 
associated with numerous civic organiza- 
tions. D. M. Morgan and Irving Mor- 
gan, his sons, are vice-presidents of 
Northern Life. 

Mr. and Mrs. Morgan were on a short 
vacation at Palm Springs. 

Although he was 74 years old, Mr. 
Morgan was the active head of North- 
ern Life, which he and his brother, the 
late T. M. Morgan, founded. The Mor- 
gans conceived the idea of complete pro- 
tection, life, health and accident. They 
moved to Seattle and launched their 
company in 1906, starting the institution 
in humble surroundings. A short time 
later, T. M. Morgan died, and D. B. 
Morgan assumed the sole leadership. He 
was successful in attracting leaders of 
Seattle business and industry to the 
company as stockholders and directors. 

As the company grew in size and im- 
portance, Mr. Morgan projected his early 
idea about complete protection into the 
“3-in-1” plan and expanded the opera- 
tions throughout the west, and more re- 
cently the middle west. In 1929, the 
27-story Northern Life Tower, was com- 
pleted. It*is a civic landmark. Mr. 
Morgan took much pride in planning the 
tower. 











Hillis C. Rhyan, 50, for more than 
20 years prominent in insurance work 
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“Instead of continually pun to me with, ‘Should I buy this property?’ . 
ae | advise you to invest in life insurance and be secure!’ ? 


I invest in that business?’ . 


in Milwaukee and recently a field su- 
pervisor of Franklin Life in Wisconsin, 
was instantly killed when his automo- 
bile was struck by a train near Beaver 
Dam, Wis. He was returning to Mil- 
waukee from a two weeks business trip 
through the state. 
Ind., 


30rn in Monticello, Mr. Rhyan 


entered insurance in Indianapolis in 
1914 as special agent of National of 
Hartford and also was with Niagara 


Fire before going to Milwaukee several 
vears later as state agent of Hartford 
Fire. In 1921 he entered life insur- 
ance with Equitable Society and after 
four years joined Guardian Life. He re- 
signed as manager of its Milwaukee 
agency in 1940, and later was with Pru- 
dential as agency assistant, Lincoln Na- 
tional as agency organizer, and since 
last May with Franklin Life. He had 
served as president of the Milwaukee 
Life Managers & General Agents As- 
sociation and a director of the Milwau- 
kee Association of Life Underwriters. 

Staff Sergeant Max W. McArthur is 
the first war casualty among former Pa- 
cific Mutual Life employes. He was 
killed in a bomber crash at Hutchinson, 
Kan. He had been an employe of the 
treasurer’s department. 





INSURANCE SALESMAN WANTED 
Large Chicago mortgage company desires sales- 
man, either full or part time. Leads furnished. 
Advise qualifications and requirements. Address 
R-47, The National Underwriter, 175 W. Jackson 
Blvd., Chicago, IIl. 
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AN OLD MASTER 


It is not likely that posterity will fall in 
love with us, but not impossible that it 
may respect or sympathize; so a man 
would rather leave behind him a portrait 
of his spirit than a portrait of his face. 
—Robert Louis Stevenson. 


What portrait of his spirit could be more 
impressive and practical than a life insurance 
estate payable as steady monthly income to 
his widow and children? 

INSURANCE 


HES company of VIURGUNUA 


























0. D. DOUGLAS 


O. D. Douglas, 53, Lincoln National 
Life general agent for Texas, died sud- 
denly March 6 from a heart attack in 
San Antonio. 

Mr. Douglas was born and educated 
in Texas and spent his entire business 
career in life insurance. When he was 
23, after a year of college, he entered 
the business with Kansas City Life and 
after increasing success in personal pro- 
duction and agency management, he 
persuaded Lincoln National to enter 
Texas and to give him the territory. 

Mr. Douglas joined Lincoln National 
in 1921 and starting from scratch built 
its Texas business to first place among 
all Lincoln National agencies. The 
Texas agency now has more than 50 
agents and insurance in force of more 
than $62,000,000. In spite of a heavy 
manpower drain due to military service, 
his agency continued to maintain its 
first-place standing in the production of 
new business. 

In addition to establishing an out- 
standing record as general agent, Mr. 


BRADFORD H. WALEER, President Home Office: RICHMOND 





“The Natural Bridge to Security” 
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Douglas repeatedly qualified | for mem- 
bership in the company’s sales honor 
clubs. In the years of his association 
with the company he was seven times 
an Emancipator, twice a Circuit Rider, 
and six times a Minute-Man. 

He was the first president of the 
Southwest Texas Life Underwriters 
Association, and president of the Texas 
association in 1938. He was a National 


association trustee in 1939. He was 
active in general agents’ organization 
work, and spoke before several such 
groups. 


In 1940 he suffered a heart attack but 
after a rest in Florida returned to his 
office. 

A. L. Dern, vice-president of Lincoln 
National, attended the funeral in San 
Antonio Wednesday. 


Charles E. Emmons, field service rep- 
resentative of the Travelers group de- 
partment, Detroit, died as result of a 
heart attack. He joined the organiza- 
tion in 1926. 

Thomas C. Corson, 
cashier of the Fourth Street office in 
Philadelphia of Travelers, died as a re- 
sult of injuries suffered in a fall from a 
tree February 22. 


Jr., assistant 


Little Gem Life 
asking your home office for 
book. 


Be sure to specify the 
Chart, when 
anew up-to-date reference 

















% RE ARE A FEW OF 
THE COMPANIES WHICH 
HAVE PURCHASED THOU- 
SANDS OF COPIES OF R & R’S 
“FINANCIAL MANUAL FOR 
THE MAN ENTERING THE 
SERVICE.” 


x ok 


Refining; American 
Federal Motor Truck; 
Curtiss Wright; Johns-Man- 
ville; Scovil Mfg.; Hayden 
Chemical Corp.; Pitney-Bowes; 
Westinghouse Air Brake; 


Atlantic 
Zinc; 


Sears, Roebuck; Sonotone 
Corp.; Sutherland Paper; Eli 
Lilly and Co.; Mengel Com- 
pany; Washington Gas & 
Light; Davison Chemical 
Corp.; United Merchants & 
Manufacturers; A. Schrader'’s 
Son. 
* * 

THE POINT IS NOT ONLY 


THE FACT that these and many 
other smaller concerns have seen 
fit to present each employee as 
he leaves for the service with a 
copy of “The Financial Manual,” 
but rather that in many cases. the 
suggestion that this be done has 
come from a life insurance man. 


x 


IF YOU WOULD LIKE to have 
a copy of the “Manual” so that at 
the right times and in the right 
places, you could suggest its use 
in this way. I'll be glad to mail 
you one with our compliments. 


PAUL SPEICHER 
Managing Editor 


THE INSURANCE 
RESEARCH & REVIEW , 
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NEWS OF THE COMPANIES 





Reiley, Mutual Life, 
Is Retiring 


A. D. Reiley, assistant manager of se- 
lection and supervisor of risks for Mu- 
tual Life of New York, will retire on 
March 17 after 47 years of service. 

Mr. Reiley founded and was first pres- 
ident of the Home Office Life Under- 
writers Association in 1929. The associ- 
ation has made valuable contributions to 
the business which have resulted in 
sounder and more uniform methods of 
risk selection. Mr. Reiley is the only 
president of the group to have been re- 
elected for a second term. 

Mr. Reiley joined Mutual Life as an 
office boy in 1896. In 1906 he was named 
assistant inspector of risks and in 1929, 
supervisor of risks. He was appointed 
assistant manager of selection and su- 
pervisor of risks in 1937. 





American National Men 
Become Vice-presidents 


G. S. McCarter, superintendent of 
agencies of the ordinary department of 
American National, and E. A. Rees, 
manager of the industrial department, 
have been elected vice-presidents. Both 
retain the duties and titles which they 
have heretofore held. 

Mr. McCarter has been with the com- 





G. S. MeCARTER 


pany about 12 years, after having had 
comprehensive experience with other life 
companies. As superintendent of agen- 
cies of the ordinary department he has 
had a splendid production record. Mr. 
Rees has been connected with American 
National about 25 years and has been 
manager of the industrial department for 
approximately 15 years. He also has 
had a successful record. 





Commonwealth Life Now 
Has $200,000,000 in Force 


Commonwealth Life of Louisville has 
passed the $200,000,000 mark in insur- 
ance in force. The policy which put the 
company across the line was, by coin- 
cidence, in the family. It was on a 
grandchild of Louis G. Russell, veteran 
vice-president, on whose life the com- 
pany’s first policy was issued. 

Commonwealth’s insurance in force 
has increased rapidly in recent years. 
In 1942 the gain was $14,878,404. 





Fissell with Security Mutual 
BINGHAMTON, N. Y.— W. H. 
Fissell, formerly manager of the Doug- 
las L. Elliman Brokerage Corporation’s 
life insurance department, has joined 
Security Mutual Life’s home office 


agency department as a special repre- 
sentative, Mr. Fissell has had 10 years 
selling experience and tor some years 
was connected with Connecticut General 
in New York. He has contributed ar- 
ticles on taxes and insurance to various 
insurance periodicals. Mr. Fissell will do 
field work in New York, New Jersey, 
Pennsylvania and Ohio. 





Conservatorship Case Ended 

LOS ANGELES — Commissioner 
Caminetti has announced the end of the 
conservatorship of Great Republic Life 
of Los Angeles, which now is owned by 
7 Postal Union Life. 

[he superior court of Los Angeles 
county ordered that the conservator be 
relieved of all responsibility on the filing 
by Postal Union Life of a receipt for 
$12,000, representing balance of funds in 
his hands. The receipt has been filed 
and the discharge of the conservator has 
become final. 

Great Republic was placed in conser- 
vatorship in 1934, after examiners of the 
insurance department had found it to be 
ere 





AGENCY CHANGES 








To Des Moines for 
Phoenix Mutual 


Robert E. Sherer, manager of Phoe- 
nix Mutual Life at Columbus, O., has 
been appointed manager in Des Moines, 
taking the place of W. D. Bowles, who 
died recently. The Columbus office is 
now in charge of Philip C. Bake, man- 
ager at Cincinnati. In the future Mr. 
Bake will supervise both the Cincinnati 
and Columbus offices. 


Worsey Resigns as Agency 
Director in Chicago 


Ralph W. Worsey, agency director of 
the Lakeside branch of New York Life 
in Chicago for the last two years, has 
resigned after 24 consecutive years spent 
with that company in Chicago and has 
retired temporarily to his farm, Stone- 
gate, near Algonquin, III. 

He started as a cashier for the old Se- 
curity branch in Chicago, then trans- 
ferred to clerk with the Central branch, 
later becoming its cashier. After a time 
he went into the field as an agent, re- 
maining two years, then went back as 
agency organizer in the Central branch. 

In 1931 Mr. Worsey was appointed 
agency director of the branch and in 1933 
was transferred as agency director of the 
Bankers building branch at Chicago. 

Lloyd Lafot, inspector of agencies in 
Chicago, has not yet announced appoint- 
ment of a successor in the Lakeside 
branch. 





McDougall General Agent 
Mutual Benefit, Columbus 


Larry McDougall, assistant general 
agent of the Murrell Bros. general 
agency of Mutual Benefit Life in Los 
Angeles, has been appointed general 


agent by that company at Columbus, O. 
He succeeds W. H. Brown, who re- 
signed to devote himself to personal 
business and outside interests. 

Mr. McDougall has been 
with Mutual Benefit for about nine 
years. He was supervisor of the St. 
Louis agency and a successful producer. 
For the last year he has been co-director 
with the office manager of the Murrell 
agency, since T. G. is a commander in 
the navy stationed at Washington and 
W. L. is a major in army procurement 
service at Los Angeles. Mr. McDougall 
participated in installation of the huge 
Lockheed aircraft employes pension 


connected 
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trust case, much of which was handled 
by the Murrell agency. 


L. C. E. Wiberg Acting Head 
of State Mutual at Baltimore 


State Mutual Life has appointed 
Lawrence C. E. Wiberg as acting gen- 
eral agent in Baltimore. Mr. Wiberg, 
who has been in life insurance for the 
past 10 years as agent, district man- 
ager and agency supervisor for Equitable 
Society in Baltimore, succeeds Harry Y. 
Penniman, who died recently. 

Mr. Wiberg is acting general agent 
for the duration while General Agent 
Harry I. Warren, lieutenant (j.g.) in the 
naval reserve, is in service. Mr. Penni- 
man was acting general agent, ap- 
pointed after Mr. Warren entered serv- 
ice. 





C. W. Eagle Supervisor at 
Denver for Aetna Agency 


Carl W. Eagle has been appointed 
agency supervisor of the J. Stanley Ed- 
wards general agency of Aetna Life at 
Denver. Mr. Eagle has been with the 
company and the agency for 16 years, 
since he was a student at the Univer- 
sity of Denver. He recently completed 
the home office training school. He 
succeeds James M. Caldwell, assistant 
general agent, who was recently ap- 
pointed general agent at El Paso, Tex. 





Marshall Returns to Mass. Mutual 


Joseph T. Marshall has been ap- 
pointed district manager in Pasadena 
of the John W. Yates agency of Massa- 
chusetts Mutual Life in Los Angeles. 
He held that position for a number of 
years and more recently has been dis- 
trict manager in the same territory for 
New England Mutual Life. 





Protective’s Fla. Appointments 

Protective Life of Birmingham has 
appointed two general agents in Florida, 
Paul G. Singleton at Tampa and Joseph 
J. Davis at Orlando. Mr. Singleton, in 
life insurance since 1934, was formerly 
a credit manager in Tampa, where he 
has lived about 15 years. Mr. Davis has 
been in the insurance business in Orlan- 
do for several years. 





Canada Life Appointments 


Canada Life has made three appoint- 
ments in its Alberta organization, of 
which George Lomas is manager. L. 
D. Hogan, formerly unit manager, has 
become branch supervisor at Calgary. 
C. M. Short has become inspector at 
Lethbridge, associated with District 
Manager J. E. Thompson, and Miss 
Laurie Sutherland has been named unit 
manager at Calgary. 

Mr. Hogan has been with Canada Life 
since 1937 and has consistently quali- 
fied for its prodiction clubs. Mr. Short 
joined Canada Life in October, 1941, 
and earned membership in the Century 
club in less than five months’ work. He 


Chicago Agency Named 
by Columbus Mutual 








WILLIAM A. MILES 


Miles & Miles, general insurance 
agency of Chicago, has been appointed 
general agent there by Columbus Mutual 
Life. The head of the agency is William 
A. Miles, who many years ago was a 
life agent in Ohio for some time and 
ever since has sold a substantial volume 
of life insurance. His son W. A., III, 
who is well versed in life insurance, will 
direct the life department. 

The Miles & Miles Agency is 22 years 
of age, does a large volume of general 
insurance business and is widely known. 
A full time agency staff will be built, 
four agents already having been ap- 
pointed by W. A. III. A life insurance 
school for agents and brokers will be 
conducted. W. III has been con- 
nected with the agency for a number of 
years, previously for a time having been 
employed at the home office of the 
General of America, a large fire insur- 
ance company which Miles & Miles rep- 
resents. 


has qualified for the Quarter Million 
club this year. Miss Sutherland has 
frequently been a member of the Cen- 
tury club since joining Canada Life in 
1925. 


Institute Issues Fourth Booklet 

Holgar J. Johnson, president of the 
Institute of Life Insurance, has sent 
members the fourth of a series of book- 
lets serving as the report of the 1942 
“convention in print.’ The booklet 
shows how the program of the institute 
is building good public relations. 

Employe and agency relations should 
be given major attention in the coming 
year, Mr. Johnson points out. 








RATIONING 


YOU ask the 


tioned. 


B. T. Kamins, Agency Director 








of territory is a usual thing in 
life insurance sales. Why don't 
Alliance Life 
about the lucrative territory 
centered at Bloomington, Illi- 
nois, which is ready to be ra- 
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SALES MEETS 





N. Am. Life & 
Cas. in Successful 
3-Day Conference 


MINNEAPOLIS — “An insured 
American is a secured America” was the 
theme of the three-day sales conference 
here of North American Life & Casualty 
attended by 154 agents. The war service 
of agents and companies was empha- 
sized. 

Business occupied agents and com- 
pany executives the first day except for 
a sales talk by H. J. Cummings, vice- 
president and sales manager of Minne- 
sota Mutual Life. Mr. Cummings vig- 
orously condemned negative thinking. 
He said that the only way an insurance 
agent can be successful in these days of 
exaggerated tempo is by acting and 
thinking positively all of the time. 

Four new policies were introduced. 
Field Supervisor Carl Ernst presented a 
medical reimbursement policy. Another 
discussed was the 5-H plan, a new type 
of convertible juvenile insurance. B. 
Odell, vice-president of North American, 
presented a new monthly budget plan 
policy. H. P. Skoglund, president, ex- 
plained the new non-can policy based on 


a monthly premium payment to synchro- 
nize with the company’s hospitalization 
plan that is sold on a monthly basis. 
Mr. Ernst then presented a complete 
sales kit which enables the agent to tie 
in social security with life insurance. 

In the evening an open forum was 
held on the various policies. F. J. Huch 
presided. On the second day Clarence 
A. Stiehm, prominent Minneapolis local 
agent, discussed how to make a presen- 
tation to a prospective customer. The 
prospect was Jasper Westra, North 
American district manager at Madison, 
Wis. R. J. Costigan, Missouri manager 
of Business Men’s Assurance spoke on 
meeting objections. 

At a special luncheon, branch manag- 
ers of all Minneapolis insurance agen- 
cies were guests. E. H O’Connor. 
executive director of the Insurance Eco- 
nomics Society, Chicago, spoke on the 
dangers of expanding further the social 
security program by adding health and 
accident and_ hospitalization _ benefit. 
Deputy Commissioner Purcell of Minne- 
sota and Tom Collins, Kansas City, pub- 
lic speaker, were on the afternoon pro- 
gram. 

The last day Herbert A. Hedges, vice- 
president of the National Association of 
Life Underwriters and general agent at 
Kansas City for Equitable Life of Iowa, 
in his talk assailed negative thinking 
which reduces the effectiveness of the 
agent. He emphasized the new market 
among women and men in war work. 
He urged all agents to concentrate on 
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selling this vital market on the five, 10 
or 15 year contract. Paul Speicher, R. 
& R. Service, was the final speaker. 
A luncheon closed the conference, and 
President Skoglund presented leather 
wallets to agents who qualified for the 
company’s Top Twenty Club. 


N. Y. Life Plans Okla. Meeting 

A special one-week production cam- 
paign will be staged by the Oklahoma 
agency of New 
April 30 with a big meeting at state 
headquarters in Oklahoma City. E. G. 
Bewley is supervisor of agencies for 
Oklahoma. Speakers at the meeting 
will include O. R. Carter, St. Louis, 
superintendent of agencies; Howard 
Conley, Little Rock, inspector of agen- 
cies, and Dick Oliver of St. Louis, as- 
sistant vice-president. 


NEW YORK 


Additional Speakers Listed 
for N. Y. Sales Congress 
NEW YORK—Additional speakers 


for the March 18 sales congress of the 
New York — Life Underwriters Asso- 
ciation are: W. H. King, New England 
Mutual, on Phe need sales; C. S. Mc 
Allister, Phoenix Mutual, office leads; 
H. D. Josephson, Mutual Benefit, small 
pension trusts; Osborne Bethea, Penn 
Mutual, programming technique in war 
time; Harry Krueger, Northwestern 
Mutual, converting temporary insurance 
to permanent plans; J. H. Evans, Home 
Life, developing small business insur- 
ance cases; Beatrice Jones, Equitable 
Society, the man’s market among busi- 
ness women, and Hubert Davis, Union 
Central, opportunity for selling young 
people. 

Vincent B. Coffin, vice-president and 
superintendent of agencies Connecticut 
Mutual Life, and D. B. Maduro, counsel 
New York City Life Underwriters Asso- 
ciation, also will speak. 

“Let’s Be Specific” is the theme of the 
meeting and it will be almost entirely 
devoted to actual sales methods and 
plans used by leading local producers. 








NEW LIFE INSURANCE BOOK 


A popular book on life insurance un- 
der the title “Handbook of Life Insur- 
ance’ is scheduled for publication on 
March 26 by G. P. Putnam’s Sons of 
New York in collaboration with the In- 
stitute of Life Insurance, and with the 
authorship of two members of the Insti- 
tute staff Wilfred Kelsey and Ar- 
thur C. Daniels. 

30th authors have been in the life in- 
surance business throughout their ca- 
reers. Mr, Kelsey, manager of the In- 
stitute’s department of information, is a 
student of life insurance who previously 
had firsthand contact with the public as 
a life agent. Mr. Daniels was for a num- 
ber of years engaged in the management 
and technical fields in association with a 
nationally prominent firm of consulting 
actuaries and is now Institute secretary. 





MAKES COMPENSATION STUDY 

A closed meeting was held for mem- 
bers of the New York City Life Manag- 
ers Association for a report on the prog- 
ress of the committee werking on the 
subject of agents’ compensation and New 
York expense laws. 
BEATRICE JONES AN AUTHOR 

Miss Beatrice Jones of the Ott agency 
of Equitable Society in New York is 
the author of an article on life insurance 
in the April issue of “Charm,” a maga- 
zine for business girls, which will come 
out March 15. Miss Jones has done a 
good job of writing for the younger 
working girl. She has skipped the tech- 
nical points and emphasized the neces- 
sity of having life insurance fit the 
buyer’s needs. She warns that nobody 
is going to get any bargains in insur- 
ance and that the best course is to get 


York Life, culminating 
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a good agent and ov on his or her 


judgment. 


POSTOFFICES PLACE POSTERS 
Between the middle of February and 
the middle of March there will appear 
on the walls of 46,000 postoffices, under 
the American flag, health posters en- 
ttled “Just by Keeping Well You Can 
Help Win This War.” This poster, de- 
signed by the United States Public 
Health Service and the Institute of Life 
Insurance, has been given wide distri- 
bution in the past eight months. To 
impress every individual citizen that in 
time of war his health is of vital concern 
to his country is no easy matter. The 
decision to place the posters in post- 
offices is calculated to give them a still 
wider reading. 
LITTLE LEGISLATION IN N. Y. 
Legislative people say that remarkably 


few bills of interest to insurance are 
under serious consideration in New 
York. They attribute this to the fact 


that Governor Dewey has not made a 
permanent appointment of a commis- 
sioner and hence the insurance depart- 
ment is not sponsoring any program of 


COAST 


Suggests Insurance Congress 


Mrs. Grace V. Merrill of Salt Lake 
City, supervisor of dining service of the 
Union Pacific Railroad, addressed a 
dinner meeting of the Life, Health & 
Accident Insurance Women of Denver. 
President Myrtle Quinn presided. Com- 
missioner Kavanaugh, who was _ intro- 
duced, advocated the creation of an in- 
surance congress or federation to com- 
prise all organizations and all classes of 
company representation. Such an 
agency, he contended, could seek to 
change the antagonistic attitude of 
many leaders in Washington towards 
insurance. 





Robert A. Brown Wins Cup 

President Asa V. Call of Pacific Mu- 
tual Life at a luncheon given by the 
Paschall-Gist home _ office’ general 
agency presented to Robert A. Brown, 
former chairman of the Million Dollar 
Round table, the President’s Cup as its 
leading agent for 1942. Running second 
was Miss Lucille Richardson and third 
Serle Morthland. 

Other officers of the company in addi- 
tion to President Call attended the 
luncheon. 


Panel at $250,000 Club 


The Los Angeles Quarter Million Dol- 
lar Round ‘Table devoted its March 
meeting to a panel discussion of two in- 
teresting cases, with Barry B. Stephens, 
Massachusetts Mutual Life, as panel 
chairman. 

Horace Mickley, Northwestern Mutual 
Life; R. S. Albritton, Provident Mutual 
Life; E. M. Street and G. R. Whitney, 
Occidental Life, were discussants. 

Points discussed were closing cases 
the social security approach; 
the use of “mechanics wanted” ads in the 
newspapers for leads in growing war in- 
dustry plants; business insurance cases, 
the technique of handling airplane plant 
engineers and the use of direct mail ad- 
vertising. 


Alliance-Peoria Life Tax Suit 


DES MOINES—Alliance Life has 
filed suit here to recover about $30,000 
premium tax collected on Peoria Life 
policies, on the ground that it acted 
merely as a collecting agency in a fidu- 
Clary Capacity. 

The suit is similar to a half-dozen al- 
ready filed involving reinsured compa- 
nies. The Polk county court held in the 
suit of American United Life on rein- 
sured business of American Life that the 
company is liable. That case is expected 
to be appealed. 
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Marshall Field to 
Address Congress 


Marshall Field III, publisher of “PM” 
of New York and the Chicago “Sun” 
and one of the most heavily insured men 
in the world as well as one of the 
wealthiest, will be the outstanding 
speaker at the annual sales conference 
of the Chicago Association of Life Un- 
derwriters to be held in Hotel La Salle, 
Chicago, April 17. Mr. Field only re- 
cently bought a large additional amount 
of life insurance, reported to be over 
$1,000,000, making his total in force sev- 
eral million. He will speak on “Our Field 
of Operation.” 

The congress theme is “Sure 
Ammunition.” Gilbert E. Grimm, 
table of New York; Miss Anne Miller, 
Country Life, and A. M. Nelson, Trav- 
elers, will present a battery of ideas that 
are producing results on the selling front 
today. Arthur T. Schussler, superin- 
tendent of agencies Metropolitan Life, 
will speak on “The Agents’ Part in War 
Time”: Irvin Bendiner, New York Life, 
Philadelphia, noted life insurance 
speaker and business insurance 


lire 
Equi- 


expert, 


is on the program. E. L. Reiley, general 
agent Penn Mutual, Cleveland, will talk 
on “The Buyer’s Viewpoint.” James H. 
3rennan, president Chicago association, 
will preside. J. M. Royer, general agent 
Penn Mutual, is chairman of arrange- 
ments. 

The annual meeting of the Illinois 
Association of Life Underwriters will 
open at 11 a.m. April 16 in Hotel La 
Salle. President F. A. Schnell of the 
state association will preside. Following 
luncheon there will be a general agents 
and managers meeting and in the eve- 
ning the annual state dinner sponsored 
by the general agents and managers as- 
sociation of Chicago, with Earl M. 
Schwemm, Great-West Life, as chair- 
man. The state meeting will be the first 
opportunity for most of the members to 
meet Miss Margaret H. Becker of Pe- 
oria, the new executive secretary of the 
state and Peoria association. 

Admission price for the sales congress 
has been set at $1, with $4.50 covering 
activities for both days. 





Change San Francisco Congress 
In order to secure Isaac S. Kibrick, 

New York Life, Boston, as a speaker, 

the date for the northern California 




















“Tom has been as busy as a tire salesman is going 
to be after this war . . . He’s making sales, too... 
Ever since he started using the Company's new 
Social Security Portfolio we seldom see him around 
the office . . . Tom’s earnings this year will be the 
largest in his entire career and much of the credit is 
due to the portfolio which got him started . . . Don't 
take my word for it, Bill, just write Ray Hodges, 
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sales congress in San Francisco has 
been changed to April 15. It was 
originally scheduled for April 22. Mr. 
Kibrick will discuss “Rising to the 
Challenge of War Times.” 

Ron Stever, Equitable Society, Pasa- 
dena, chairman of the Million Dollar 
Round Table, also has been secured as 
a speaker. 


Four Beneficiaries Speak 
to Pittsburgh Association 


Personal messages from four life in- 
surance beneficiaries featured the March 
11 meeting of the Pittsburgh Life Un 
derwriters Association, sponsored by the 
Agencies Committee of Pittsburgh. 

The first speaker was a widow who 
was able to finish her college education 
and returned to Pittsburgh, where she 
is now teaching art in the public schools. 
A retired railroad worker who _ had 
bought annuities told how he and his 
wife were able to live in comfort, and 
still set up a scholarship fund to Penn- 
sylvania State College for a graduate of 
Greensburg, Pa., high school. The 
scholarship fund will continue as long as 
money accrues from the annuities. The 
other two beneficiaries were a widow 
and a man who had provided for the 
education of their children through an 
educational insurance plan. 

Members of the association were al- 
lowed to bring policyholders or pros- 
pects as their guests. The general theme 
was "Life Insurance for the Living.” 
Sub-topics were: (1) “The Benefits of 
Optional Settlements for the Depen- 


dency Period”; (2) “The Benefits of a 
Complete Life Insurance Program”; (3) 
“The Benefits of Educational Plans,” 


and (4) 
Years of Life. 


“The 


” 


Benefits for the Later 


Speakers for Nashville 


Sales Congress Announced 


NASHVILLE — Besides Grant 
Taggart, N.A.L.U, president, speakers 
for the sales congress of the Nashville 
Association of Lite Underwriters March 
19, to take the place of the annual sales 
congress of the Tennessee association, 
include Commissioner J. M. McCor- 
mack; J. Roger Hull, vice-president and 
manager of agencies of Mutual Life, and 
Newell C. Day, general agent of Equit- 
able of Iowa, Davenport, Ta. 

€. A. Craig, chairman of the National 
Life & Accident, will give an address of 
welcome. James M. Fly, Reliance Life, 
president of the Tennessee association, 
will preside at the morning session and 
the luncheon to be given by Life & Cas. 
ualty with J. E. Acuff, executive vice- 
president Life & Casualty, speaking. R. 
Sclater Brown, president of the Nash- 
ville association, will preside in the after- 
noon. C. C, Honeycut, Knoxville man- 
ager of National Life & Accident, will 
speak at that session. 

President Fly will preside at a meeting 
ot the state association executive com- 
mittee, at which the same officers prob- 
ably will be continued in office for an- 
other year. 


Two Meetings in Harrisburg 


Two dinner meetings are being ar- 
ranged for the Pennsylvania State Asso- 
ciation of Life Underwriters, both in 
Harrisburg. 

The —— will be host to Com- 
missioner G. L. Neel, certain members 
of his staff, and members of the senate 
and house insurance committees March 
23, and on May 7 the annual delegate 
body dinner meeting and spring meet- 
ig of the executive committee will be 
1e 

Changes to the state association by- 
laws will be discussed at the latter meet- 
ing. 


Service Booth in Bridgeport 
During the week when the Bridgeport 
(Conn.) Life Underwriters Association 
maintained a life insurance advisory 
service booth in a local department store 
124 persons went in to ask questions of 
Elizabeth M. Van Cleve, chairman of the 
service. The store in its local advertis- 
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ing mentioned the service booth and it 
was also mentioned over the radio. Ma- 
terial of the N.A.L.U., Diamond Life 
Bulletins, R. & R. Service and Insur- 
ance Institute were used. 





Dore Completes Ind. Circuit 


Edward J. Dore, trustee of the Na- 
tional Association of Life Underwrit- 
ers, has returned from a speaking tour 
in northern Indiana. He spoke at Co- 


lumbus, Shelbyville, Richmond, Mun- 
cie, Marion, Kokomo, Lafayette, Lo- 
gansport, Fort Wayne, Elkhart, La- 


Porte and Gary. 


Embry on Okla. Program 


An added speaker for the sales con- 
gress of the Oklahoma Association of 
Life Underwriters in Oklahoma City, 
March 23 is A. M. Embry of Kansas 
City, manager of Equitable Society. He 
will talk on “Meeting Today’s Prob- 
lems in Our Work.” 





Hold Congress at Rockford 


James E. Rutherford, executive vice- 
president National Association of Life 
Underwriters was one of the speakers 
at the annual sales congress of the Rock- 
ford association held Saturday. Other 
speakers included Arthur C. Horrocks, 
Goodyear Tire & Rubber Co.; A. W. 
Tompkins, agency vice-president State 
Farm Life, and W. E. North, New York 
Life agency director in Chicago. 





Jacksonville, Ill.—L. O. Schriver, gen- 
eral agent Aetna Life, Peoria, and past 
president National association, spoke on 
“Streamlining Your Philosophy of Life,” 
and E. C. Pearce on “Answers to Tax 
Problems” at a joint meeting with the 
Business & Professional Women’s Club. 

Wichita Falls, Tex.—Maj. W. Lee Bald- 
win, president Security Life & Accident, 
Denver, spoke on “A Two Hundred Bil- 
lion Dollar Debt, What of it?” “In con- 
sidering the financial condition of an in- 
stitution,” he said, ‘“‘we cannot pass judg- 
ment upon its stability by the amount 
it owes. We must also take into con- 
sideration assets and the good will. 

“It is probably true that we shall owe 
more than 200 billion dollars at the con- 
clusion of this war, but to whom will we 
owe it? We shall owe it to ourselves. 
If I give my wife a $20 bill, and she goes 
out and purchases $20 worth of mer- 
chandise, she and I will be just as well 
off after the purchase as before, for she 
got value received. 

Major Baldwin addressed a joint meet- 
ing of the Austin Life Insurance Under- 
writers Association and the Kiwanis Club 
March 6. 

East St. Louis, Rogers and 
several other food panel members of the 
St. Louis price and rationing board dis- 
cussed food rationing at the last meet- 
ing, urging that life agents spread 
correct information on the subject. 

Springfield, 11l.—Grant Taggart, presi- 
dent National association, will be the 
principal speaker at the monthly meeting 
March 23. 


Pasadena, Cal.—More than 100 attended 
a session conducted by the Los An- 
geles caravan. 

H. W. Persons, Mutual Life, caravan 
chairman, was in charge of the program. 
Other speakers were: Russell Ray, Pru- 
dential, Santa Monica; Orlyn Robertson, 
Mutual Life, and Fred A. McMaster, 
Ohio National Life. 

Santa Monica, Cal.—An_ experience 
meeting was held, when each one in at- 
tendance gave his opinion on the sub- 
jects up for discussion. The public 
relations committee reported good prog- 
ress in the campaign to have life insur- 
ance subjects introduced into the public 
schools. 

Cc. E. Cleeton, Occidental Life, Pacific 
Coast membership chairman of the Na- 
tional association, stressed the value of 
membership in local, state and National 
associations. 

Wausau, Wis.—Paul H. Dunnavan, 
Canada Life, Minneapolis, N. A. L. U. 
trustee, spoke Tuesday noon. That night 
life men from Oshkosh, Neenah, Menasha, 
Appleton and other nearby cities heard 
his talk before the Fox River Valley as- 
sociation at Neenah. 

Northern New Jersey—The eight weeks 
course in “War Time Selling of Life 
Insurance” now has an enrollment of 
close to 100 students. 


Washington, Pa.—Merle 





Cc. Liggett, 


Prudential superintendent, spoke on 
“Building Your Own Security.” 

Louisville—C. Milton Sherman, Toledo 
general agent of Connecticut Mutual 
Life, spoke on the “Life Insurance Con- 
tract in the Layman’s Language.” He 
explained his method of capturing the 
interest of the prospect through cash 
values. 

Marshall Roberts, Reliance Life, presi- 
dent of the Louisville association, an- 
nounced that the membership now 
totaled 217. Neal Kirchgessner, Provi- 
dent Mutual Life, said that 16 Louisville 
agencies had enrolled 100 percent during 
the membership campaign. 

Wichita—A. N. Booth, general man- 
ager of the Wichita chamber of com- 
merce and former general agent of Mas- 
sachusetts Mutual in Wichita, spoke on 
the “Second and Third Fronts.” 

Los Angeles—At a breakfast meeting 
March 17, Vice-president E. M. McConney 
of Bankers Life of Des Moines will talk 
on “The Life Underwriter Looks Ahead.” 

Dallas—Life companies regard Texas 
as a most promising source of depend- 
able real estate loans, George A. White, 
president of State Mutual Life, told the 
Dallas association. He said the compa- 
nies have had fewer forcelosures in 
Texas than anywhere else. 


Rodemeir Group Supervisor 


John M. Rodemeir has been appointed 
supervisor of group sales by Continental 


Assurance. He becomes the immediate 
assistant to Robert Weddell, assistant 
vice-president in charge of group pro- 
duction in that line. 

Mr. Rodemeir, a native Chicagoan, be- 
gan with Continental Casualty following 
graduation from University of Illinois 
school of commerce in 1929, being a 
surety special agent for four years. In 

1933 he left insurance to manage a chain 

of Chicago restaurants. He ‘also later 
was manager of Hotel Baker, St. 
Charles, III. 


Old Line Offers Victory Trophy 


Announcement of a Victory trophy to 
be awarded by Old Line Life to the gen- 
eral agency leading the “big ten” each 
year beginning with 1943, has been made 
by Paul Parker, agency director. It will 
become the permanent possession of the 
general agency winning it three times. 


Wilmer M. Hammond, Los Angeles 
general agent of Aetna Life, was sur- 
prised on his birthday, Feb. 26, when the 
agency force closed a 30-day campaign 
in honor of the event and at an agency 
meeting presented him 204 applications 
for $1,105,000. 

3e sure to specify the Little Gem Life 


Chart, when asking your home office for 
a new up-to-date reference book. 
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Must Be Able to 
Meet Changes 


DETROIT —Life men unable to 
adapt themselves to the changing times 
would do well to get out of the life in- 
surance business at once, H. J. Cum- 
mings, vice-president and superintendent 
of agencies Minnesota Mutual, declared 
before the Associated Life General 
Agents & Managers. 

Changing methods of the present are 
no different from those of the past ex- 
cept that they are coming with a con- 
stantly increasing tempo, Mr. Cum- 
mings declared. Any man who cannot 
adapt himself readily to changes will 
find himself far behind the business 
parade. “You must think of tomorrow 
as a new adventure, to be looked for- 
ward to with zest and anticipation of 
new problems to conquer; the man who 
looks to tomorrow as the time to solve 
today’s problems is licked. We must 
realize that we can no longer look in 
the same old places for new agents for 
our agencies nor can our men look in 
the same old places for business. Those 
who look to tomorrow with misgivings 
might just as well understand once and 
for all that much of what happens to- 
morrow will depend on what they do 
today.” 


Mental Attitude Important 


The main job today is to keep one’s 
mental outlook right. “The mental at- 
titude of the prospect is strongly in- 
fluenced by the agent. We _ have 
got to think positively and daringly to 
be successful in the face of present con- 
ditions. 

“You must attack your problems with 
the strong will to lick them; if you do 
that you have a fine ally in the subcon- 
scious mind. Morale of our salesmen 
during the past year has reached an all- 
time low. The answer is to see that 
our agents have the right mental atti- 
tude. With some 40 billions more 
money in circulation this year and a 
greatly reduced spending possibility in 
the consumer purchasing market, there 
are more prospects for life insurance 
than this country has ever known be- 
fore.” 

Alfred Kinch and J. A. Broadbent, 
manager of agencies and inspector of 
agencies of Manufacturers Life, and 
W. R. Furey, director of agencies 
Berkshire Life, were guests. 





Milwaukee Cashiers Hear Allen 


“The Relationship of Agency Office to 
Home Office” was discussed by James 
T. Allen, field auditor of Northwestern 
Mutual Life, at a meeting of the Mil- 
waukee Life Insurance Cashiers Asso- 
ciation. 





Dinner for Okla. Speakers 


The Oklahoma General Agents & 
Managers Club is planning a dinner in 
honor of out-of-town speakers on the 
program of the sales congress in Okla- 
homa City March 23. Guests will be 
confined to club members and the visit- 
ing speakers. 





W. L. Murrell Los Angeles Speaker 


LOS ANGELES—Maj. W. L. Mur- 
rell, U. S. A., co-general agent with his 
brother, Com. T. G. Murrell, U.S. N., of 
Mutual Benefit Life in Los Angeles, told 
the Life Insurance Managers Associa- 
tion of Los Angeles some of the things 
that engage his attention in connection 
with his duties in the procurement office 
of the army in Los Angeles, 

Lieut. David Soper, U.'S. N., who was 
a guest of his father, General Agent 
Leon A. Soper of Phoenix Mutual Life, 
gave some incidents of his service as a 
navy aviator while on duty on a warship 
in the north Pacific. 


N. Y. Managers 
Parley April 1-2 


ALBANY—The New York State 
Life Underwriters Association will 
hold its general agents and managers 
conference at the Gideon Putnam ho- 
tel, Saratoga Springs, April 1-2. The 
conference will be held on a Thursday 
and Friday, instead of Friday and Sat- 
urday, as in the past, in order to per- 
mit a larger number of home office ex- 
ecutives to attend and still return home 
for the week-end, E. R. Gettings, gen- 
eral agent Northwestern Mutual, AlI- 
bany, and association president, pointed 
out. “Problems of a Changing Busi- 
ness” is the theme and much of the 
time will be given to open forum dis- 
cussion. 

A. J. Johannsen, general agent 
Northwestern Mutual, Brooklyn, will 
give the first progress report of the 
New York City Life Managers Asso- 
ciation’s platform committee and _ will 
lead the discussion of the report on the 
first day. He is chairman of the com- 
mittee which has been studying the 
problem of agents’ compensation for 
several months. 

Osborne Bethea, Penn Mutual, will 
be chairman the second day, at which 
T. J. Cullen, acting superintendent 
New York department will discuss the 
New York law’s expense limitation pro- 
visions. C. Dubuar, principal actu- 
ary of the department and Raymond 
Harris, deputy superintendent, will as- 
sist in the open forum to follow. 

Special guests will include Chairman 

. H. Hampton of the New York 
senate’s insurance committee and Chair- 
man Russell Wright, of the assembly 
insurance committee. 





Columbus Cashiers Hear Exline 

Fred M. Exline, manager of Connecti- 
cut General Life, addressed the Life 
Agency Cashiers Association of Colum- 
bus on “Observations of a Country Life 
Insurance Agent.” 





Clark Is Boston President 

Joshua B. Clark, State Mutual Life, 
has been elected president of the Boston 
General Agents & Life Managers Asso- 
ciation to succeed Fitzhugh Traylor, 
Equitable Society, who has been trans- 
ferred to Indianapolis. 





Holcombe Albany Speaker 

John M. Holcombe, Jr., manager of 
the Sales Research Bureau addressed 
Albany General Agents & Managers As- 
sociation on “Present Day Conditions in 
the Life Insurance Business.” 


~ ACCIDENT 


Mead Tells How Tax Law 
Affects Employe Insurance 


SEATTLE — Dwight Mead, general 
agent of the accident department of Pa- 
cific Mutual, outlined several sales ap- 
proaches which are popular because of 
their timeliness with relation to income 
tax and wage freezing laws and rulings 
at a luncheon meeting of the Seattle 
Accident & Health Managers Associa- 
tion. 

Answering the question: “How does 
the internal revenue act of 1942 affect 
employes with respect to accident and 
health insurance?” Mr. Mead pointed 








out that (1) where there are eight or 
less employes, the employer may raise 
wages or salaries without permission of 
the Wage Stabilization Board and the 
employer may also carry insurance for 
the benefit of employes, deducting pre- 
miums for such protection as an expense 


of doing business; (2) employers of 
eight or more employes may purchase 
accident and health protection for the 
benefit of employes but payment of such 
premium must be approved by the Wage 
Stabilization Board. With respect to the 
premium being deductible as an expense 
of doing business, that portion of the 
premium up to 5 percent of the em- 
ploye’s annual wage or salary is allow- 
able. Any amount in excess of 5 per- 
cent may not be deducted. 

Mr. Mead pointed out that this gen- 
eral rule, as interpreted by the Seattle 
staff of the internal revenue bureau, re- 
quires that the benefits under the insur- 
ance must accrue in full to the employe 
or his beneficiary. In cases where in- 
demnity for time lost from work is paid 
to the employe, but death benefits are 
payable to the employer, it is believed 
that that portion of the premium which 
is for the indemnification may be treated 
as the employer’s expense of doing busi- 
ness, but not the portion which is 
chargeable to the death benefit. This 
point, however, has not been definitely 
cleared up and will require further 
clarification. 

Mr. Mead also said it is necessary 
for the employe to treat any premiums 
paid on insurance, the benefits of which 
are payable to him or to his estate, as 
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additional income of the employe for 
income tax purposes. 

While the new internal revenue pro- 
visions and the wage-freeze ruling offer 
many opportunities for selling group ac- 
cident and health coverages because of 
their tax-saving appeal as well as 
cementing employer-employe relation- 
ships in an unstable labor market, Mr. 
Mead dwelt principally on the oppor- 
tunities existing for covering key em- 
ployes in the upper income brackets. 
The approach is particularly advantage- 
ous in dealing with large business or in- 
dustrial concerns which have no group 
plan, or where the group plan is neces- 
sarily inadequate to meet the income 
needs of executive employes in the higher 
income brackets. 

A review of legislation affecting insur- 
ance pending in the Washington legisla- 
ture was given by H. O. Fishback, Jr., 
assistant vice-president of Northern Life. 
He said a state accident and sickness 
compensation fund measure appeared to 
be dead. 


Los Angeles A.&H. Producers 
Hear Travelers Life Leader 


LOS ANGELES—Harold S. Parsons, 
leader in life insurance production of 
Travelers for 1942, addressed the Acci- 
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dent & Health Producers Association of 
Southern California on “Selling Meth- 
ods.” 

Mr. Parsons not only is his company’s 
leading life insurance producer but he 
has developed a substantial business in 
accident and health, fire and casualty 
lines. 

He went after the high pressure plan 
of sellimg insurance, saying that the in- 
surance salesman should taboo that 
method, and should use methods that 
do not put in the minds of the prospects 
the idea the insurance man is selling 
them something. He should give the 
prospect something to think about, to 
inculcate in his mind the necessity and 
advantages of insurance. 

Best Results from Groups 


He said his best results came from 
working in groups, that is persons in 
the same line of business or the same 
profession. By doing so he secured 
many leads and made it easier to get in- 
terviews. He said the results in selling 
he achieved last year came from what he 
had done in the past ten years. 

He declared that income indemnity to 
meet the needs created by disability defi- 
nitely should be a part of every life in- 
surance program. 

This was the second meeting of the 
association. About 60 members and 
guests attended. 





Interest in Delaware Company 


A number of inquiries have been re- 
ceived lately regarding North American 
Mutual of Wilmington, Del., which 
transacts hospitalization insurance chief- 
ly through the mails, because it has 
been advertising rather prominently re- 
cently in publications of national cir- 
culation. North American Mutual was 
incorporated in Delaware in 1935. It 
has a deposit of $50,000 with the Dela- 
ware department although the insurance 
law requires $25,000 only. As of Dec. 
31, 1942, assets were $164,595, income 
$428,923, disbursements $340,054, paid 
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YOUR OWN AGENCY, OR 
BOOST YOUR INCOME 
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Heres How: 

e 
The Wisconsin National helps you to 
success and security. It offers a new 
and attractive life agency plan with 
a group of select and salable poli- 
cies—diversified policies—Life, Acci- 
dent and Health. 


Or, you can boost your present in- 
come. The Wisconsin National has 
the policies that will secure increased 
income for you through new business 
as well as renewals. Your commis- 
sions will be most liberal, supple- 
mented by prompt claim service. 


For contract and territory in Wis- 
consin, Illinois, Minnesota, Michi- 


gan or Indiana, address Agency 
Manager. 
LIFE 2 ACCIDENT 


ca HEALTH * 


WISCONSIN NATIONAL 


LIFE INSURANCE COMPANY 
OSHKOSH, WISCONSIN 














policyholders $141,605 and surplus $113,- 
236. 





Riesenman Denver President 


New officers have been elected by the 
Denver Accident & Health Association. 
S. A. Riesenman, Security Life & Acci- 
dent, is president; Harry E. Tandy, 
Occidental Life, vice-president, and L. 
N. Mills, Old Line Mutual, secretary- 
treasurer. E. Udry, Commercial 
Casualty, immediate past president, be- 
comes chairman of the executive com- 
mittee. 

At the monthly meeting a panel dis- 
cussion was held on the low cost disabil- 
ity policy proposed by Wesley T. Ham- 
mer as basic insurance. 





~ FRATERNALS 


“Home Front” Campaign Is 
Conducted by Juveniles 


The juvenile department of Fidelity 
Life of Fulton, IIll., each year holds a 
campaign, winds up with a convention, 
In 1942 the convention and election of 
national officers was held by mail, as 
will be done again this year. 

The 1943 campaign is called “Home 
Front Victory Convention Campaign” 
and it runs to June 1. National officers 
will be elected from candidates selected 
by a point system, including war service 
work, activity in lodge programs, etc. 
All juvenile members will receive ranks 
from private first class to general, de- 
pendent on the number of members they 
bring in during the campaign, and three 
lodges will be especially honored with 
military names and ranks. 

A new honor has been added, the 
title of “Victory Boy” or “Victory Girl” 
to be given to the boy or girl who, 
in the estimation of judges, performs the 
most outstanding service in the war pro- 
gram during the convention campaign. 

Fidelity Life has had unusual success 
with its juvenile campaigns and con- 
ventions, and this year with the added 
incentives and military theme, there is 
even more interest than usual. 


Catholic Knights Issues 
New Juvenile Forms 


Catholic Knights of St. George has 
announced three new juvenile certifi- 
cates, endowment at age 65, 20-pay en- 
dowment at 65 and 20-pay endowment at 
85. These will be issued in $500 or $1,000 
certificates from birth with graded death 








benefit for the first 10 years. The pre- 
mium rates per $1,000 are: 
20P 20 P. 
End End End. 
Age 85 65 65 
Pe Siincneeawes $16.72 $11.14 $17.84 
I Reece nce 17.0 11.33 18.24 
| EE I ree 17.39 11.58 18.64 
Ree oe cere 17.62 11.79 18.94 
SERN Ro prce ee 17.85 12.00 19.22 
Ee creer cietacs gelere 18.08 12.22 19.52 
| Serrerrrree ss 18.34 12.47 19.83 
) errr crs 18.59 12.73 20.15 
 ictec eee cea 18.86 13.00 20.49 
Des ccceesaeuwe 19.13 13.29 20.83 
EO crceoswews eae 19.40 13.57 21.18 
OBEN iss aenarecea ee we 19.65 13.85 21.50 
We waaenaes aces 19.91 14.15 21.83 
1 Aree re re 20.16 14.46 22.19 
i. Saye rece. 20.28 14.78 22.54 
 [: Semerrer rears OU 15.13 22.69 
jC MP Grreere cree 20.52 15.32 22.84 





Equitable Reserve Shows 
Many Gains in Year 


Equitable Reserve assets were $9,498,- 
279 at the end of 1942, increase $359,374, 
the annual statement shows. Unas- 
signed surplus was $587,109 and legal 
reserve $8,512,418. 

Insurance in force totaled $35,2€6,281, 
increase $735,030, and total membership 
49,847, gain 534. Mortality last year 
was 64.10 percent of expected, which 
was a reduction from 67.28 percent, and 
net interest rate earned 4.5 percent, 
compared to 3.96 percent in 1941. In- 
come totaled $1,419,244, increase $58,002, 
including $827,265 received from mem- 
bers, $405,942 interest receipts, $112,883 
real estate income and $59,255 profit on 


bonds and real estate sold. Payments 
in death, accident and disability claims, 
dividends, etc., aggregated $688,817. 

The assets include cash $306,601, 
mortgage loans $3,003,821, bonds $3,624,- 
652, real estate $1,013,904, policy loans 
$860,482. New business sold last year 
increased 22 percent over 1941. Presi- 
dent N. J. Williams reported general 
operating expenses were reduced last 
year and cash settlements decreased 33 
percent. 





Hudson Maccabees Trustee 


H. S. Hudson of Portland, great com- 
mander of Maccabees in Oregon, has 
been elected a supreme trustee of that 
society. He is past president of the 
Oregon State Fraternal Congress. While 
he was state leader of Artisans Life, 
which later was absorbed by Maccabees, 
he inaugurated a system of juvenile 
branches, which since has been adopted 
in other states and by other fraternals. 
He was at One time collector of internal 
revenue at Tacoma, Wash. 





Blair Named in Pennsylvania 

J. Frank Blair of Hollidaysburg, Pa., 
has been appointed western Pennsyl- 
vania manager by Modern Woodmen. 
He has been district manager in the ter- 
ritory since 1936. Mr. Blair is a member 
of the camp at Duncansville, Pa. 





Congress Publishes Organ 


The Wisconsin Fraternal Congress 
has begun publication of the “Mutual 
Benefit Life Projector,” a bi-monthly 
four-page organ to be distributed with- 
out charge to the 22 member societies. 
It will contain no news, personals or 
publicity. Its sole purpose is to bring 
mutual benefit life insurance to full ac- 
ceptance by opinion-forming agencies 
and thus to the public. 


CHICAGO 


CHICAGO MEETINGS SCHEDULED 


A round table discussion of taxes was 
held at a dinner meeting of the Life 
Agency Cashiers of Chicago Tuesday 
with Perry W. Ward presiding. There 
was a table on income tax rules relat- 
ing to policy loan interest, a second on 
income tax generally, including the 
Rum! plan, a third on the Victory tax, 
and a fourth on common deductions 
often overlooked in making the return. 
W. R. Jenkins, sales director North- 
western National Life, will speak at the 
monthly luncheon meeting of the Chi- 
cago Association of Life Underwriters 
March 13 on “You Must Win a Per- 
sonal Victory.” Ralph H. Kastner, as- 
sociate counsel American Life Conven- 
tion, will address the General Agents 
& Managers Association at a luncheon 
March 23 on “Current Trends in Legis- 
lation.” 

President J. H. Brennan of the Chi- 
cago association spoke at a luncheon of 
the Life Agency Supervisors Thursday 
on “What Local, State and National As- 
sociations are Doing for the Life 
Agents.” An “Information Please” was 
held by R. W. Frank, State Mutual, 
chairman. 

The Life Insurance & Trust Council 
of Chicago will hold a luncheon meet- 
ing March 19 at which F. P. McGuire, 
attorney Connecticut General Life, 
Hartford, will speak. 

The annual meeting of the Women’s 
Division will be held at a luncheon 
March 30, which will include a selling 
ideas forum. The Group Supervisors 
Division will hold a luncheon meeting 
April 5. 














SCHWEMM AGENCY RECORD 


A total of $1,800,000 of business was 
placed in January by the Earl M. 
Schwemm agency of Great-West Life, 
Chicago, establishing a new all time high 
for February in the agency. The Janu- 
ary production also was well over a 
million, with the result new placed busi- 
ness to date this year is about 30 per- 
cent ahead of the same period last year. 











College Setup in San Francisco 


Arrangements have been completed 
by the San Francisco C.L.U. chapter 
with the San Francisco Junior College 
to provide organized instruction prepara- 
tory to the C.L.U. examinations. At 
present a class preparing for examina- 
tions on the “finance” section is being 
held weekly at the offices of New York 
Life with Edward Larson of the college 
as instructor. 





Advanced Course in Detroit 


Twenty-five are taking the advanced 
extension work in Part D of the C.L.U. 
material in Detroit under the auspices 


jointly of the Detroit C.L.U. chapter 
and University of Michigan. A. L. 
Kaufmann, Northwestern Mutual, is 
instructor. 


New York Seminar 


The post-war horizons seminar of 
New York CLU is offered leading life 
men as an inspiration source to replace 
many company conventions which will 
not be held this year because of war re- 
strictions. The one day meeting will be 
held at the Waldorf Astoria, New York 
City April 16. 

Ticket distributions committee headed 
by J. Fred Speer of Equitable Society 
met March 9 with W. J. Dunsmore of 
Equitable Society, general chairman. 





Study Group in Chicago 

The Chicago Chapter of C. L. U. will 
hold a_ luncheon meeting April 7. 
A C.L.U. study group is to be started 
March 13 in the office of the Chicago 
Association of Life Underwriters. a 
L. Grimm, New England Mutual is 
coach and Ira N. Nochumson is chair- 
man. 








Yates Retains High Ranking 


The John W. Yates agency of Massa- 
chusetts Mutual Life in Los Angeles, 
for the fifth year holds second rank for 
the gain in insurance in force and first 
in the number of policies delivered. This 
record was made although 70 percent 
of the agency force is either in the 
service or engaged in war work. 
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Frank S. Vanderbrouk, executive vice- 


president of Monarch Life of Massachu-. 


setts, has been 
commissioned 
a lieutenant (j.g.) 
in the naval _ re- 
serve. He is at 
present stationed at 
Fort Schuyler, 
mY. 

Mr. Vanderbrouk, 
who is a director of 
Monarch Life, has 
been with the com- 
pany for several 
years. He is a son- @& 
in-law of Clyde W. °* 
Young, the presi- yp 
dent. ‘ 





S. Vanderbrouk 


Commander Blair Fuller of the navy, 
formerly with the Russell L. Hoghe 
agency of Equitable Life of Iowa in 
Los Angeles is now administrative 
officer of the naval research laboratory 
in Washington, D. C. 


Miss Leona B. Mansfield, Business 
Men’s Assurance, president of the 
Wichita Life Cashiers Club, has been 
accepted for the officers candidate 
schoo] of the marine corps. 

Albert M. Van Leuvan, district man- 
ager of Connecticut General Life in 
Pittsburgh, has been commissioned an 
ensign in the naval reserve. 

Donald P. Luckham, on leave as ad- 
ministrative assistant of the California 
insurance department, who has been in 
the navy for about a year, has been pro- 
moted to a full lieutenancy. He had 
been on sea duty out of Pacific Coast 
ports, but now is taking a special course 
in the east. 

Maj. Carl J. Anderson, formerly in the 
home office of Northwestern Mutual 
Life, has been promoted to lieutenant 
colonel. He is now inspector general of 
the northwest sector, stationed at Fort 
Lewis, Wash. 


M. D. Ebner, an associate of Chase 
Conover & Co., insurance accountants 
of Chicago, has been commissioned a 
lieutenant in the naval reserve and is at 
Quonset Point, R. I. Mr. Ebner was 
an examiner for the Illinois department 


about eight years prior to going with 
Chase Conover. 

Miss Lillian Berns, secretary to Sam 
T. Swansen, general counsel of North- 
western Mutual Life, is the first Milwau- 
kee woman to join the marines and has 
received a leave of absence. She will re- 
port for training at Hunter College, New 
York City. 

Russell Perry, Conecticut Mutual Life, 
Memphis, has been commissioned a lieu- 
tenant (j.g) and has reported to the 
naval air station at Jacksonville, Fla. He 
is in naval aviation administrative work. 

Wesley S. Bagley of the comptroller’s 
office of Pacific Mutual Life has been 
commissioned a lieutenant (j.g.) in the 
naval reserve and has reported at Quon- 
set Point, R.. I., tor training. 


_ RECORDS 


State Mutual Life—Production in Feb- 
ruary exceeded that of the same month 
in 1942 by 5.5 percent. The average size 
case was $5,014, an increase of $828 over 
the average policy in February last year. 
Fifteen of the 20 leading agencies showed 
gains. Leading agency for the month 
and the year to date is Benjamin W. 
Ayres, Worcester. 

Equitable Life of Iowa—The great- 
est volume of new business to be sub- 
mitted in a single month was written 
in February. Applications for life in- 
surance and annuities totalling more 
than $14,900,000 were submitted. 

Delivered and paid for businesss to- 
taled $6,753,358, a gain over the same 
month of 1942 of $2,373,927, or 54.2 
percent, and was the best paid business 
record for any February in 14 consecu- 
tive years. 

Paid for business since Jan. 1 totals 
$12,609,458, for an increase of $3,239, 
990, or 34.6 percent. 

Security Mutual Life, N. Y.—Paid 
business in February increased 30 per- 
cent as a result of the birthday contest 
in honor of President F. D. Russell. 
D. T. Hersch of New York was the 
general agent with the most points over 
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MUTUAL TRUST LIFE is a purely mutual net level premium re- 
It operates in the East as well as the West. Its 
Eastern territory includes New York, New Jersey, Pennsylvania 
and all of the six New England States. 


Nothing Beller in Life Insurance 


quota, his sate for business showing a 
gain of 193 percent over the same 
period of 1942. 

National Life—Insurance in force has 
now mounted to a figure higher than 
at any time in history. February closed 
with a total of $618,573,964, the month 
having seen an increase of $1,942,466. 





Insurance Adviser 
Refunds Fee 


(CONTINUED FROM PAGE 3) 


in ink to Oct. 18. Griffin said that on 
Oct. 16, Karpchuk had called to ask for 
additional information and had expressed 
no complaint but that 11 days later the 
three Karpchuks came in and stated that 
they had decided not to accept the rec- 
ommendations. 

The court stated it is difficult to ac- 
cept Griffin’s testimony concerning the 
filling out of the paper pertaining to 
changes in the policies. 

The bureau argued that it is impos- 
sible to give credence to Karpchuk’s tes- 
timony because no intelligent person 
could believe that substantial cash re- 
funds of premium reductions could be 
effected without a change in the policy. 
“Tt is not difficult to understand this, 
however,” the court stated, “where, as 
appears, this was precisely the impres- 
sion defendant was seeking to create in 
order to sell its services. It may be 
noted that defendant advertised exten- 
sively by foreign language broadcasts, 
and as to prospective customers not too 
familiar with the English language, the 
ease with which misunderstandings 
could be encouraged or at least not dis- 
pelled is obvious. . It may also be 
pointed out that defendant was not too 
meticulous in ascertaining the facts upon 
which this advice was based . 

John B. Martin, Duane, Morris & 
Heckscher, Philadelphia, represented the 
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Karpchuks. Abraham Berkowitz of 
Philadelphia was the bureau's lawyer. 


1,000 at Philadelphia Dinner 


PHILADELPHIA — Philadelphia is 
the birthplace of insurance, Gregg L. 
Neel, recently appointed insurance com- 
missioner of Pennsylvania, told approxi- 
mately 1,000 insurance people who at- 
tended the annual dinner of the Insur- 
ance Society of Philadelphia. The 
Philadelphia Contributionship, founded 
in 1752, is the oldest fire insurance firm 
in the country. The Presbyterian 
Ministers Fund started in 1751. 

General Yakhontoff, Russian soldier 
and diplomat, was the principal speaker 
at the dinner. 

Spencer Welton, vice-president of 
Massachusetts Bonding, was toastmas- 
ter. Among the guests he introduced 
was John Grady, U. S. manager of 
General Accident. 


N. Y. C.L.U.’s Hear C. J. North 

NEW YORK—C., J. North, second 
vice-president of Metropolitan Life, ad- 
dressed the New York City C.L.U on 
“What an Agency Officer Thinks 
About.” Mr, North said 239 of the 2,147 
C.L.U.’s are serving in the armed forces. 

Reports on the chapter's all day semi- 
nar April 16 were given by W. J. Duns- 
more, Equitable Society, general chair- 
man, and C. M. Spero, independent. 
G, P. Shoemaker, Provident Mutual, ex- 
ecutive vice-president, presided in the 
absence of E. J. Allen, John Hancock, 
president. 


Newton B. Weese, Little Rock gen- 
eral agent of Lincoln National Life and 
vice-president of the Arkansas Associ- 
ation of Life Underwriters, is suffering 
from a broken jaw and other injuries 
received in an automobile mishap. 


“How to Solicit”—the most widely read 
book on life insurance ever published. 
By Duryea. Only 75c. Order from Na- 
tional Underwriter. 
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Life Insurance as Field for 
Women, Coast Forum Topic 


SAN FRANCISCO—Life insurance 
as a creative social force, as a means 
of livelihood and as a means of per- 
sonal expression, occupied the atten- 
tion of more than 65 life insurance 
women of the San Francisco bay area 
at the first sales forum for women under 
the auspices of the women’s committee 
of the San Francisco Life Underwriters 
Association. 

Miss Schwanz of Mutual Life, chair- 
man of the women’s committee, who 
presided at the morning session, dis- 
cussed life insurance as a creative social 
force and its part in the present war 
picture. 

Discussing “Life Insurance as Means 
of Livelihood,’ Miss Dora Olinsky, 
Equitable Society, quarter million pro- 
ducer, analyzed the requisites for secur- 
ing an income comparable to other fields 
of endeavor. 

In many businesses there is discrimi- 
nation against women, but life insur- 
ance actually gives them an advantage, 
she said. She told of the value of 
“woman to woman contact” in selling, 
pointing to the increasing number of 
women who are earning incomes: that 
many fill positions formerly held by men 
and “many have a crying need for our 
help in their savings problems.” Since 
the advent of social security, she said, 
people recognize there is a must to tak- 
ing care of old age, be it man or woman. 


Patience More Than Virtue 


She warned that in dealing with 
women “patience is more than a vir- 
tue—it is an actual necessity.” Women 
ask many questions and they want them 
answered fully and simply. If the woman 
is not the breadwinner, the approach to 
the husband can be easier through the 
wife, because women are inclined to 
have more vision than men. She warned 
against high pressure tactics, because 
women resent them, and urged that the 
contract be presented in simple terms, 
with word pictures. Women, she said, 
are not at ease with mathematical prob- 
lems. She urged sincerity, pointing out 
that mature women are good judges of 
human nature; and warned against 
“over-selling.” Women are “repeaters” 
on sales well and properly made and 
will pass the word along to their friends. 

In a panel discussion on “Problems 
of Sales and Problems of Personal 
Management” Mrs. Genevieve Macliver, 
Equitable Society, presided. The panel 
was divided into four sections. Lois 
Beckett, Business Men’s Assurance, 
Berkeley, and Juddie T. Juch, Mutual 
Life in Marin county, discussed “Selling 
Defense Workers”; Edith Lewis, New 
York Life, and Dorothy Marden, Equit- 
able Society, both of San Francisco, 
social security; Gladys Sinnott, Fidelity 
Mutual Life, San Jose, “Taxation,” and 
Claribel Stone, Occidental Life, San 
Francisco, the value of safeguarding the 
education of children. 


Selling Defense Workers 


Mrs. Beckett sells many defense work- 
ers by securing their names from the 
“Share-a-Ride” lists posted at the vari- 
ous service stations and uses the tele- 
phone very liberally. When she was 
confined to her home recently by illness, 
but felt well enough to use the ’phone, 
she called six names she had secured, 
made appointments and wrote five of 
them. Mrs. Juch uses more “cold can- 
vass.” She finds most of the defense 
workers she calls on are around 21 to 
24, usually with several children and 
little, if any, life insurance. She does 
not sell them endowment as a rule, feel- 
ing they should have larger amounts of 


protection because of the children. She 
makes appointments to call on the hus- 
bands through their wives and finds 
them very receptive. 

In discussing “Social Security” Mrs. 
Lewis took her audience through a case 
she had written as a means of supple- 
menting the social security benefits, 
while Mrs. Marden told of the necessity 
for being able to figure what a pros- 
pect’s social security benefits would 
be. 


Insurance for Tax Purposes 


In her discussion of “Life Insurance 
for Tax Purposes,’ Mrs. Sinnott, who 
entered the business only seven months 
ago and has been especially successful, 
said she had specialized in selling life 
insurance for tax purposes because it 
requires the least amount of talking on 
her part. The figures speak for them- 
selves. She gave examples of how the 
“figures talk” for her. 

It is necessary, she said, to acquaint 
the prospect with the seriousness of his 
own situation. In many cases the ap- 
proach of the life agent is his first in- 
troduction to the existing tax problem 
that would confront his estate. She 
tells him to have his attorney go over 
the information she has prepared and 
verify it for him. Attorneys are always 


glad, said Mrs. Sinnott, to cooperate in 
a well prepared program for the protec- 
tion of their client’s estate. 

Mrs. Sinnott will accompany the San 
Francisco Life Underwriters Associa- 
tion “caravan” to the six outlying local 
associations in northern and _ central 
California. This will be the first appear- 
ance of a woman on the caravan pro- 
gram. 


Mrs. Ashton a Speaker 


Mrs. Jeanette Van Syke presided at 
the afternoon session. Mrs. Bruce M. 
Ashton, Connecticut General Life, 
Salinas, only woman member of the 
Quarter Million Round Table of the 
San Francisco association this year, dis- 
cussed “Life Insurance as a Means of 
Personal Expression.” 

Dr. Jean Warren, agricultural exten- 
sion division of the University of Cali- 
fornia, pointed to the tremendous re- 
sponsibility of the life agent today in 
siphoning off surplus dollars. She sug- 
gested that they be sold very high 
premium policies which might be con- 
verted later if necessary when they may 
be earning less, into less expensive 
forms. This would assist materially in 
stemming inflation, she said. House- 
wives should have more life insurance, 
she said. Men do not realize just how 
much women in the home are contribut- 
ing and if death occurs, there is a very 
difficult period of readjustment. 

The session closed with a talk on 


“Something to Live By” by Maria 
Von Ridelstein, former Austrian 
baroness, now an American citizen. 





Give Telephone Call 


Demonstrations 





How to contact prospects by tele- 
phone, and also horrible examples of 
wrong ways, were shown by W. N. 
Hiller, million dollar producer, and 
Harry G. Walter, supervisor, both of 
the Stumes & Loeh general agency of 
Penn Mutual in Chicago, at the Satur- 
day Forum of the Chicago Association 
of Life Underwriters. Almost all of 
the program was devoted to a series of 
telephone skits which they had written, 
some ludicrously funny, but all making 
important points about telephone calls. 

Most important, it appeared from 
these demonstrations, was that the 
salesmen clearly identify himself and 
the nature of the business. A demon- 
stration, showing graphicaly the haz- 
ard of not doing this, involved a mix- 
up of calls in which a sales manager 
of a business concern who wanted to 
buy a case of liquor for a convention of 
agents accidentally was connected with 
the life agent who he thought was the 
manager of a liquor store. 


Present Horrible Example 


A demonstration showing how not to 
sell was that of a bumptious life agent 
who had a letter of reference to a 
prospect he called on the telephone. 
The agent interrupted the man, argued 
with him, told him the mutual friend 
had said the man was a “hot prospect” 
and persisted in seeming to think the 
man was being very uncooperative in 
view of the fact the mutual friend had 
written such a fine letter of introduc- 
tion. 

Another demonstration presented an 
agent who attempted to get data for a 
program presentation, asking the man’s 
age, date of birth and other confiden- 
tial information but failing to identify 
himself. This demonstration, it Was 
agreed, showed several faults, including 
a lack of plan, an attitude of defeatism 
and lack of confidence, besides undiplo- 
matic approach, and lack of a knowl- 
edge of psychology. 

Mr. Hiller then, acting as the agent, 
and Mr. Walter in dress and blonde 


wig as the telephone operator, gave 
several demonstrations showing the 
wrong and right way of getting by the 
switchboard operator. In the first one 
Mr. Hiller, talking from a public pay 
telephone, found his time was running 
out and speeded up his conversation so 
it was unintelligible. 


Other Situations Shown 


In the second, assuming that he had 
sent a pre-approach letter to the man, 
Mr. Hiller was met by resistance by 
the switchboard operator who asked 
what was the nature of the letter about 
which he wished to talk. His complete 
answer to that objection was that he 
did not mind telling the girl what was 
in the letter but he was sure that her 
boss would rather discuss it privately 
with the life agent. Another good 
demonstration was of a call predicated 
on saving gasoline under the ration, to 
determine that the man would be in. 

Louis Behr, Equitable Society, pre- 
sided, commenting on the telephone in- 
terviews and calling for criticism from 
those attending. Mr. Hiller sat at a 
table on one side and Mr. Walter at a 
table on the other side, each with a 


telephone. The series of demonstra- 
tions was very instructive and enter- 
taining. 


It was followed by a talk by an IIli- 
nois Bell Telephone official who em- 
phasized the telephone can _ transmit 
only what the customer puts into the 
line; that the medium is sound and it 
is important it be developed as much 
as possible. Things to watch out for, 
he said, are the tense jaw, tight lips 
and nasal sound. 


Louis Behr Comments 


Mr. Behr said he knew at least three 
agents who use the telephone regularly, 
secure many interviews by telephone 
and have sold over $1,000,000 each an- 
nually. He cited John Morrell, Equita- 
ble Society, Chicago, who in one month 
over the phone, Mr. Behr said, sold 87 
contracts with total premiums of 


Canadian Tells How to 
Meet Wartime Problems 
MINNEAPOLIS—Methods by which 


Canadians have met the reduction by 
one-third of their agency forces as a re- 
sult of the war were outlined by W. J. 
Hi. Chittick, Manitoba manager Manu- 
facturers Life, before the Minnesota As- 
sociation of Life Underwriters sales con- 
gress here. 

The main problems are: 

Taxes, unsettled business conditions, 
loss of the young men market, difficulty 
in securing interviews, the investment 
situation, farm problems, extra call on 
salesman’s time and travel restrictions. 

While taxes are steadily increasing so 
is national income. “After four war 
loans, all oversubscribed, we found that 
we had more money on deposit in our 
banks than at any time previous in his- 
tory. In view of these facts, we con- 
cluded that after paying taxes our pros- 
pects had sufficient left to take care of 
their present and future insurance pre- 
miums and we decided to increase our 
use of a budget presentation to show our 
prospect that after taking care of all 
monthly bills, he had a fair amount left 
over, of which a good part could be used 
to take care of his responsibilities to his 
family.” 

Although many businesses are ad- 
versely affected by the war, there are 
offsets in the way of high wages and de- 
creased unemployment and on_ the 
whole conditions are in reality more 
settled than ever before. 

‘In meeting the loss of the young 
man’s market it was decided not to try 
to do much with the men in the armed 
forces, although some sales could be 
made to them. The increased number 
of men profitably employed provide good 
possibilities for increasing sales. Em- 
ployed women offered a comparatively 
new field and farmers are better pros- 
pects than ever before. 

Although his agents do not favor 
“canned” sales talks they do agree that 
to get results they must have prepared 
talks, Mr. Chittick explained. A num- 
ber of good talks were devised on a 
point plan with so many points to be 
made in each presentation, carrying the 
points to suit the prospect. 





Penn Mutual General Agents 
Optimistic Over Future 


The executive committee of the Penn 
Mutual Agency Association, represent- 
ing the general agents of Penn Mutual 
Life, held a three-day conference at the 
home office to discuss current conditions 
in the selling and managerial fields. Op- 
timism was expressed in regard to sell- 
ing possibilities, despite the ever-present 
manpower problems. Sales are reported 
especially good in the south, due to the 
money brought into the territory by the 
many military payrolls. President Fred- 
erick A. Schnell, Peoria, presided. 





$87,000 to people to whom he had 
leads. Harry T. Wright, Equitable So- 
ciety, Chicago, Mr. Behr said, has been 
very successful in use of the telephone, 
and these with many others use the 
phone not only to secure the first in- 
terview but also to go part way in the 
sale. He said, however, if the agent 
can succeed in securing appointment 
for the first interview over the tele- 
phone he should stop at that point and 
organize his personal interview. 
Telephone calls may be used for vari- 
ous purposes, such as to ascertain if the 
prospect is in his office or to follow up 
direct mail matter, etc., but he said, 
naturally the most successful call is the 
one made upon a direct lead. The more 
the agent knows about a man when 
telephoning, Mr. Behr concluded, the 
more successful will be the phone call. 
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Army Rating Plan Is 


Set Up for Group 


(CONTINUED FROM PAGE 1) 





commissions be paid beyond the tenth 
year. No new non-contributory cases 
may be written, but consideration will 
be given to old non-contributory cases. 

Commissions are not based upon first 
year and renewal percentages but on 
total collected premiums from inception 
of the contract, the total premium being 
the combined premium for all coverages 
—life, A. & H., hospitalization, surgical, 
A. D. & D. 

On the first $10,000 of premium the 
commission is 74% percent; next $40,000 
it is 4 percent; next $50,000, 2 percent; 
next $400,000, 1 percent; over $500,000, 
4 percent. Commissions may not be 
paid beyond the tenth year. 

These commissions compare with the 
standard commission schedule for group 
life of 20 percent first year and 5 percent 
renewal on the first $1,000; 20 percent 
and 3 on the next $4,000; 15 and 1% on 
the next $5,000; 12% and 1%, next $10,- 
000; 10 and 1%, next $10,000; 5 and 1%, 
next $20,000; 244 and 1, next $50,000; 1 
and %4 next $150,000; 1%4 and 1/10, next 
$250,000 and 1/10 and 1/10, excess of 
$500,000. 


Companies’ Retentions 


The company is allowed to retain 3.75 
percent: of the premium for claim ex- 
penses, taxes and conversion charges. 
On life insurance the assumed split is 
.25 claim expense; 2 percent taxes; 1.5 
percent conversion charges. Instead of 
2 percent for taxes, the company may 
get more if it can show that its total 
taxes on group exceed 2 percent. Also 
if the insurer can establish that the total 
conversion charges exceed 1.5 percent 
of the premium on group life, it can fol- 
low the usual practice of charging the 
group department so much per thousand 
for conversions, providing the number 
of cases converted does not exceed the 
number (percentagewise) on its total 
business. 

For administration and field expense, 
profit, risk premiums, etc., the insurer is 
allowed a sliding schedule, the amount 
depending on the annual premium vol- 
ume and computed separately for each 
type of coverage. 

When the premium is $10,000 or less, 
the first year allowance is 16 percent 
and renewal allowance 11; Premium 
$50,000, 11 and 6.5 percent; $100,000, 10 
and 5.5; $500,000, 7 and 3.5; and over 
$500,000 it is 5 and 2.5. 


Non-Self-Supporting Risks 


These assumptions are for risks that 
are on a self-supporting and administra- 
tion basis. For those not self-support- 
ing, an additional 1 percent first year 
and renewal is allowed, regardless of 
size of risk. Where claim drafts are 
issued by ,the contractors, the amount of 
the allowable charge for coverages other 
than life shalt be reduced by 1.25 percent 
of the premium. 

Then the insurer is permitted to with- 
hold a certain percentage of the year’s 
earned premium to cover pending claims. 
This item doés not actually enter into 
the company’s retention, but does give 
some protection. On personal coverage 
such as life the insurer is allowed to hold 
up to 10 percent of one year’s premium 
for pending claims and on dependent’s 
coverage, up to 25 percent. Upon termi- 
nation of the risk this amount is held 
and used to pay claims but any amount 
not required is to be added to a con- 
tingency pool reserve and any excess 
claims may be deducted from such re- 
serve. 





“Good morning, 7 o'clock" owokens 
you from a pep-restoring sleep on 
on inner-spring mottress in noise- 
proofed, air-conditioned room ot... 
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On each risk the insurer may deduct 
up to 20 percent of one year’s premium 
to build up a catastrophe pool reserve, 
this reserve never to exceed 20 percent 
of one year’s premium on any one indi- 
vidual case and to be accumulated as 
rapidly as possible. It might be set 
aside all in one year if the experience is 
satisfactory. The reserve built up on 
one case may be used to pay claims over 
100 percent of the premium on that or 
any other case. Upon termination of 
the risk any fund in the catastrophe pool 
reserve to the credit of any case is to be 
refunded together with any excess in the 
pending claim reserve. 


Tries to Remove Hazard 


There is not much allowance in the 
company retention percentages for loss 
hazards, but apparently the army has 
tried to take such hazard from the busi- 
ness through the pool reserve. 

General agents will probably not get 
much comfort from the plan, as it seems 
to leave little room for an overriding 
commission, and, of course, no overrid- 
ing may be paid the general agent 
beyond the tenth year. 

An example of the operation of the 
plan may be given by taking a risk with 
a premium of $100,000 and $75,000 first 
year paid claims. The commission is 
$3,350 ($750 on the first $10,000; $1,600 
on the next $40,000 and $1,000 on the 
next $50,000). The insurer’s retention 
is $3,750 for claim expense, etc., and it 
is, for administration and field, etc., $10,- 
000 (10 percent of $100,000). The com- 
missions and company retentions total 
$17,100 and that leaves $7,900 which may 
be held for pending claim reserve and/or 
pool reserve, after subtracting the $75,- 
000 paid claims. 


Commission Drops to $1,000 


The next vear, if the premiums re- 
main constant at $100,000, the commis- 
sion would be $1,000 (1 percent of $100,- 
000) and would continue to be $1,000 for 
the ensuing three years, after which it 
would drop $500, since the premiums 
paid since inception of the contract 
would then have reached $500,000 and 
the % percent commission factor would 
apply. 

The insurer would continue to be en- 
titled to the $3,750 allowance for claim 


expense, etc., but its allowance for ad- 
ministration and field would drop to 
$5,500. The total for agent and com- 
pany would then be $10,250. 

The minimum contributions of em- 
ployes under new plans shall be 60 cents 
per month per $1,000 of life insurance 
and 60 cents per month per $10 of week- 
ly indemnity for A. & H. 

Contractors have been requested to 
ask the insurance companies with which 
they do business to attach a War De- 
partment group insurance rating plan 
endorsement to their policies. 

The plan is intended only for contrac- 
tors who have, now or in the future, at 
least 500 employes insured. 

The final dissolution of the pending 
claim reserve and pool reserve takes 
place within two years following the 
termination or completion of all cost- 
plus-a-fixed-fee contracts or within two 
years of the termination of the last in- 
surance policy which an insuring com- 
pany has on such contractors. Virtually 
all cost-plus-a-fixed-fee contractors have 
programs of group insurance. Estimates 
have been made that total premiums are 
$35,000,000 for each 1,000,000 employes 
insured. 

It is contemplated that the plan will 
be applied only in connection with poli- 
cies covering cost-plus-a-fixed-fee con- 
tractors’ employes when the work is 
either 100 percent cost-plus-a-fixed-fee 
or when cost-plus operations are physi- 
cally separated from other operations of 
the contractor, either private or lump 
sum. There may be cases, however, 
where, pursuant to a review of the com- 
mingled operations, it will be possible 
to apply the rating plan. 





Ask Examination Fund in Minn. 


A Minnesota senate bill sets up a 
$7,500 revolving fund for the examina- 
tion of companies. Fees collected from 
companies would go into this fund and 
from it would be paid out the per diem 
salaries and expenses of special exam- 
iners and appraisers and other expenses 
connected with examinations. Salaries 
of regular examiners, however, would 
not be paid from this fund. 





Chas, Seay, Southland Life, Dallas, 
proved during February that hard work 
brings in business regardless of condi- 
tions. During that month he wrote 
nearly $250,000 and aside from one 


$50,000 application the business was all 
medium size policies. 
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Years of Steady Growth Makes 
for Confidence in the Future 
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Hold Your Wartime Conferences at The Waldorf-Astoria 


Convenience is what counts in wartime meetings. Hold your conference 
within easy reach of members and speakers, in The Waldorf...where 
meeting-rooms and guest-rooms are spacious, quiet and well-ventilated 
...where convenient subways connect with every district of the city. 


THE WALDORE-ASTORIA 


PARK AVENUE e 49TH TO 50TH e NEW YORK 














Is There Room 
in Our Budget 
for the Statue 


of Liberty ? 
Xe 


There is a price on free- 
dom. That price includes 
the laying aside of many 
comforts and aspirations. 
It includes the laying down 
of many lives. 


But, whatever the price in 
men and money .. . Ameri- 
cans have once again come 
to the certain knowledge 
that freedom is worth all it 
costs... and more. 


To help free men and 
women of America protect 
and safeguard freedom for 
the nation and for them- 
selves is the high privilege 
of Life Underwriters today. 
Through the untiring sale of 
War Bonds, we can help 
finance the valiant fight for 
freedom on our wide-flung 
battle fronts. 


Through Life Insurance, we 
can make sure that free- 
dom’s holy light will always 
bum brightly on American 
shores... 
homes! 


in American 





Insurance Company 


HOME OFFICE SACRAMENTO 
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a is not pleasant to have your peaceful life upset by wartime needs and 
restrictions and activities. ...It is not pleasant to die, either... . Between you who live at 
home and the men who die at the front there is a direct connection. ... By your actions, 

definitely, a certain number of these men will die or they will come through alive. 

If you do everything you can to hasten victory and do every bit of it as fast as you 

can... then, sure as fate you will save the lives of some men who will otherwise die because 
you let the war last too long. . ,. Think it over. Till the war is won you cannot, 
in fairness to them, complain or waste or shirk. Instead, you will apply every last ounce of 


your effort to getting this thing done. ...In the name of God and your fellow man, that is your job. 






BY HIS DEEDS... 
MEASURE YOURS 





The civilian war organization needs your help. The Government 


has formed Citizens Service Corps as part of local Defense Councils. 
If such a group is at work in your community, cooperate with 

it to the limit of your ability. If none exists, help to organize one. 
.A free booklet telling you what to do and how to do it will be 
sent to you at no charge if you will write to this magazine. 


This is your war. Help win it. Choose what you will do—now! 


EVERY CIVILIAN A FIGHTER 


CONTRIBUTED BY THE MAGAZINE PUBLISHERS OF AMERICA 
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Design for Victory 


s of the Equitable Life of lowa are weaving a Design 


cally American 


those comprising the Equitable of Iowa’s field 
Their contributions to the cause of Free- 


{ all Equitable of lowa field representatives 

Underwriters are also doing their part, by 

services of Life Insurance more effectively and 

re. Let us not minimize the importance of their con- 

real responsibility in helping to preserve, through 
mic well-being of the home front 


n the home front are selling War Bonds and 


s air raid wardens, auxiliary police 
and they are investing gener- 
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CANT GET EM UP 
tu the morning! 


It's those luxuriously comfortable 


beds at all 
DEWITT OPERATED HOTELS 







Inu Cleveland = In Columbus 
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Expect Passage of 
N. Y. Bill to Permit 
Paying Salaries 


No Opposition to 
Proposed Modification of 


Expense Limitation 


NEW YORK—Life companies will be 
permitted to pay salaries to all their 
agents instead of being limited to the 
agent’s first two years of service if a 
bill which has advanced to third reading 
in both houses of the New York legisla- 
ture goes through and receives Governor 
Dewey’s approval. The outlook is fa- 
vorable, as no one has expressed opposi- 
tion to it. 

The measure would not increase the 
over-all expense limitation but would al- 
low a company greater leeway in operat- 
ing within that limitation than is pos- 
sible under the complex and rigid for- 
mula prescribed by present section 213. 
One effect, whether effected through re- 
adjustment of commissions or through 
a salary plan, would be to permit com- 
panies to stress service to policyholders 
and persistency of business rather than 
volume of new business. Another result 
that is hoped for is a greater degree of 
stabilization of agents’ incomes. 


How Plan Would Work 


The bill would permit companies to 
pay salaries under plans to be approved 
by the department. Any plan would, 
under the bill, have to conform to statu- 
tory limits on first year and renewal 
expense. That is, the portion of salary 
allocable to first year expense would 
have to come within the limit pre- 
scribed and that for renewal expense 
would be subject to a specified limit. 
For example, a company could not pay 
a new agent a salary which allocated a 
large percentage to renewal expense, for 
such an agent would have no renewal 
business. However, he could be paid 
for taking care of orphan policyholders 
or other service work on existing busi- 
ness that he had not written. 

At a hearing which the assembly in- 
surance committee held on _ various 
measures L. W. Dawson, vice-president 
and general counsel of Mutual Life, spoke 
in favor of the bill. Interested specta- 
tors included J. B. MacLean, vice-presi- 
dent and actuary, and J. Roger Hull, 
vice-president and manager of agencies, 
both of Mutual Life, and W. J. Cam- 
eron, executive vice-president, and H. C. 
Spencer, general counsel of Home Life. 
No one spoke in opposition. 

The model non- forfeiture (Guertin) 
bill is progressing normally and should 
be voted on in the assembly early next 
week. After that it will go to the senate 
for concurrence in the amendments 
which the assembly committee added to 
the bill as passed by the senate. 

There is considerable interest in a bill, 
introduced with the backing of the sur- 
rogates’ court, which would require a 
standard provision in life policies to the 
effect that, unless otherwise specified by 
the insured, in all cases where there are 
two or more beneficiaries the benefici- 
aries shall share the proceeds equally. 
Failure of insured to designate the share 
each beneficiary was to have has caused 
complications and the bill’s backers feel 
that the provision they advocate would 
eliminate disputes as to the insured’s in- 
tention. It would also simplify matters 
tor company claim departments in dis- 
puted cases. 


Pennsylvania Backs 
Steacy Webster for 
N.A.L.U. Trustee 


A campaign to elect Steacy E. Web- 
ster, Pittsburgh general agent Provident 
Mutual Life, trustee 
of the National As- 
sociation of Life 
Underwriters — will 
be launched at the 
mid-year meeting 
next week in Kan- 
sas City. 

All the Pennsyl- 
vania associations 
are backing Mr. 
Webster and en- 
dorsements have al- 
ready been received 
from the state or- 
ganization and the a & 
following locals re 
Chester county, Easton, Erie, 
burg, Lancaster, McKean county, 
adelphia, Pittsburgh, Scranton, 
Branch and Wilkes-Barre. 


With Provident 22 Years 


Mr. Webster has been with Provident 
Mutual for 22 years. He was an agent 
at York, Pa., for eight years and since 

1929 he has been located in Pittsburgh, 
having been named general agent in 
1930. He was president of Provident 
General Agents Association in 1937. Mr. 
Webster is a native of Philadelphia and 
attended Wesleyan University at Middle- 
town, Conn. He served overseas in 
World War I as first lieutenant. 

Starting as president at York in 1928, 
Mr. Webster has been extremely active 
in association affairs. He was president 
of the Pittsburgh association in 1936 and 
was a director after that until he was 
named national committeeman last year. 
He also served as treasurer and vice- 
president. He also is a past president 
of the Pittsburgh General Agents & 
Managers Association. Mr. Webster 
was president of the Pennsylvania asso- 
ciation from 1937 to 1938. 





Webster 


Harris- 
Phil- 
West 


Active in National 


When the National association met in 
Pittsburgh in 1931, Mr. Webster was 
chairman of the entertainment commit- 
tee. He was in charge of the National 
association’s song and slogan contest in 
1939 and has been several times on the 
credentials and elections committee. Mr. 
Webster has also been active in com- 
munity fund and war bond campaigns 
and is chairman of the Pennsylvania 
state war bond campaign. 

R. M. Stevenson, Pittsburgh general 
agent Berkshire Life, is chairman of the 
committee sponsoring Mr. Webster’s 
campaign. 

Until recently Pittsburgh was repre- 
sented on the National association’s 
board of trustees by W. Rankin Furey, 
who resigned when he went to Berkshire 
Life’s home office as agency director. 


Death Claims Show 
Notable Increase in 
January Figures 


Total payments to American families 
by life companies in January amounted 
to $203,604,000 as compared with $215,- 
949,000 the first month of 1942, the de- 
crease resulting largely from the smaller 
call for cash values for emergencies, the 
Institute of Life Insurance has an- 
nounced. Death payments, however, 
were the largest in that-month in several 
years, amounting to $93,442,000 com- 
pared with $87,464,000 in January last 
year. 





Group Sales Soar; 
Ordinary, Industrial 
Continue Declines 


Group continued to be the only bright 
spot in the life insurance sales picture 
in February with an increase of 80.5 
percent while total sales were off 9.5 
percent with new ordinary showing a 
19.6 percent decrease and industrial a 
7.1 percent decline, according to the 
Life Presidents Association. 

February new business totaled $593,- 
733,000 compared to $656,206,000 in Feb- 
ruary, 1942. New ordinary totaled $385,- 
480,000 against $479,483,000 a year ago 
while industrial amounted to $117,563,000 
compared to $126,492,000 in 1942. Group 
totaled $90,690,000 in 1943 and $50,231,- 
000 1n 1942. 

For the first two months, the new 
business totaled $1,170,168,000 compared 
to $1,615,599,000 in 1942, a 27.6 per- 
cent decrease. New ordinary totaled 
$764,224,000 against $1,269,980,000, rep- 
resenting a 39.8 percent drop. Industrial 
amounted to $221,436,000 compared to 
$246,312,000 in 1942, a 10.1 percent de- 
crease. Group totaled $184,508,000 in 
1943 and $99,307,000 in 1942, a 85.8 per- 
cent gain. 


Neighbors of Forbes 
in Grand Rapids 
Pay Him Honor 


About 125 Grand Rapids insurance 
neighbors of David A. Forbes, the new 
insurance commissioner of Michigan 
turned out in that city Monday evening 
for a dinner to express their affection 
for him and to voice their appreciation 
to the administration for making the 
appointment. The selection of Mr. 
Forbes has been greeted with enthu- 
siasm on the part of insurance interests 
throughout the state and the insurance 
group in his home city is rejoicing par- 
ticularly. The dinner was sponsored by 
the Grand Rapids Association of In- 
surance Agents, and the attendance was 
confined largely to members of that 
group, company field men with head- 
quarters in Grand Rapids and represen- 
tatives of companies in the Forbes & 
Belknap agency, together with some 
personal friends of Mr. Forbes that are 
not in the insurance business. 


Response by Mr. Forbes 


Mr. Forbes, in responding, stated 
that he will make no political appoint- 
ments in the department. He told 
about some of the leading men in the 
department which comprises a person- 
nel of 46. He said he-intends to ex- 
amine every question in the light of the 
public interest, he hopes to be able to 
improve conditions in the business and 
to contribute to a successful adminis- 
tration of state affairs on the part of 
Governor Kelly and his cabinet. He 
said he knows that the question is be- 
ing asked whether as a local agent he 
can be impartial. Making an analogy of 
a football game he said that he regards 
himself as a referee and he will call the 
penalties as he sees them. He ex- 
pressed the belief that good supervision 
of insurance is the best bulwark against 
state insurance. 

Waldo Hildebrand, manager of the 
Michigan Association of Insurance 
Agents, predicted that Mr. Forbes will 
become a leader in the affairs of the 
National Association of Insurance 
Commissioners. 

A few days before the Grand Rapids 
testimonial the insurance companies of 
Michigan gave a dinner for Mr. Forbes 
at Lansing. W. E. Robb, general man- 
ager of Citizens Mutual Automobile and 
State Mutual Cyclone of Howell, pre- 


Sales Opportunity 
Opened by New 
Treasury Ruling 


Installment Payments of 
Proceeds Not Subject 

to Income Tax 

NEW YORK—tThe Treasury's recent 


ruling that instalment payments of life 
insurance proceeds are not subject to 


jncome tax opens up many sales possi- 


bilities, according to tax experts. The 
biggest opportunity is among the many 
well-to-do men who have been making 
their estates the beneficiary under in- 
surance formerly payable to the wife or 
other named beneficiary. 

The reason for these changes is that 

many of these men: would have pre- 
ferred this arrangement right along but 
the size of their general estates made 
it necessary for them to make the in- 
surance payable to a named beneficiary 
in order to take advantage of the 
$40,000 exemption. Now the exemp- 
tion is lumped and it makes no differ- 
ence who is the beneficiary. The es- 
tate has been the payee in many cases 
to make sure that there would be 
enough money on hand to pay the es- 
tate tax. 
_ However, with the new ruling on the 
income tax status of instalment pro- 
ceeds, there is an opportunity to point 
out to these well-to-do men the advan- 
tages of keeping their insurance, much 
of which has the old settlement options 
with higher income rates than any- 
thing obtainable today, payable to their 
wives and buy other insurance, perhaps 
some low priced type of policy, to take 
care of the estate tax. 





Maritime Union Asks 
Changes in WSA Cover 


The War 
has_ been 
from the 


Shipping Administration 
approached by delegations 
National Maritime Union 
chapters in New York and Baltimore 
that are seeking revision of certain 
regulations governing war risk insur- 
ance which they are entitled to buy. 
They desire to have benefits paid in 
case of death indirectly caused by 
enemy action such as exposure in open 
boats after an enemy attack. They also 
object to the provision that insurance 
must be paid to blood relatives, con- 
tending that this causes hardship to 
men whose relatives are in axis occu- 
pied nations. Under these circum- 
stances the workers would like to have 
the benefits paid to a trustee or a union 
for transmission later to the family. 





Aetna Life Group Changes 
at Grand Rapids, Boston 


Edward Behrens has joined Aetna 
Life as special home office representa- 
tive of the group department at Grand 
Rapids. He has been in the drug busi- 
ness there. Van Dumakin, who has been 
assistant group manager at Grand Rap- 
ids, has been transferred to Boston in 
the same capacity. 





sided. Harry E. Rodgers, vice-presi- 
dent and general counsel of Preferred 
Automobile, presented Mr. Forbes at 
that time. 
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Sense of Urgency 
in Selling Needed 


Sales Director Jenkins 
Cites Responsibilities at 
Chicago Luncheon 


Deliberation of agents whether to 
adopt or not adopt a prepared sales talk 
ignores that prospects for years have 
been perfecting and polishing their sales 
talks, designed to get the life agent 
painlessly and 
quickly out of the’ 
office, W. R. Jen- 
kins, sales director 
Northwestern Na- 
tional Life, told the 
Chicago Asso- 
ciation of Life 
Underwriters at a 
luncheon meeting 
Monday. When the 
unorganized agent 
comes up against 
the well prepared 
prospect the out- 
come of the inter- Ww 
view is practically 
foreordained, Mr. Jenkins said. 

He spoke for sales talk organization 
and counseled that the agents get a full 
appreciation of the urgency of their vo- 
cation. 

The answer to the que stion “Is life in- 
surance work essential?” will not come 
from Washington but rather will be 
found in the degree to which each in- 
dividual agent gains a sense of his own 
personal importance in the national task 
of winning victory, Mr. Jenkins said. 
By spending every waking hour trying 
to instrument the war effort and not in 
trying to insulate themselves from war, 
life insurance men and women will bring 
to their work a new vigor, purpose, and 
effectiveness and will place a new stamp 
on their profession which it has not pre- 
viously had. 

Mr. Jenkins delivered the same mes- 
sage Wednesday at the sales congress 
sponsored by the Detroit Qualified Life 
Underwriters. 





. R. Jenkins 


Criticizes “Absenteeism” 


Critical national needs cannot tolerate 
negative attitudes toward the job in any 
walk of life, he emphasized. The fact 
that life agents are self-managers, do 
not punch a time clock and must go out 
and create their own work as against 
having it fed to them on a production 
line makes the demands of war no less 
exacting on them than on any other 
group. “Absenteeism” by life men, who 
finance the armed forces, is no more ex- 
cusable than by war plant workers. 

Winning a personal victory over nega- 
tive attitudes and developing a sense of 
personal importance in the war effort, he 
said, will be helpful in three ways: 

“4. It will overcome the habit of many 
men of living behind a Maginot line of 
excuses and alibis for failure to get con- 
sistent results. The agent who refuses 
to keep records ‘because most salesmen 
are notoriously poor record-keepers,’ and 
the man who ‘doesn’t believe in canned 
sales talks’ have simply built a wall of 
such excuses. 


Sense of Urgency Needed 


“2. It will give him a sense of urgency 
about his job which always marks suc- 
cessful men.. Because buying life insur- 
ance isn’t an urgent matter in the public’s 
mind, the salesman must make it so. 
The agent who can sit down with his 
prospect and make him see and feel the 
urgency of the prospect’s family situa- 
tion does not need to develop elaborate 
closing techniques; his is a job of help- 


ing his prospects find proper solutions 
to their urgent problems and not one of 
trying to sell policies as a solution to 
his own financial problem. 

“3. It will give him a zest, enthusiasm, 
and happiness on the job which comes 


Employers Pay First 
Month’s Premium Under 
Many New Group Plans 


Much of the new group business these 
days is being arranged on the basis of 
the employer paying the entire premium 
for the first month, This enables the 
plan to become effective imiediately 
rather than waiting until there is a 75% 
signup after getting the employer’s and 
perhaps the union’s approval. Then dur- 
ing the first month the signup can pro- 
ceed and against the fact that the pro- 
gram is in effect rather than against the 
75% contingency. . Of course, if the 75% 
proportion can't be reached, then the 
plan would have to be canceled, but that 
is extremely unlikely. The tax situation 
is such that the employer is much more 
attracted to the idea of paying the first 
month’s premium than he was in the 
past. 


$110,000 Accident on Test Pilot 


EK. T. Allen, famed test pilot who was 
killed in the crash of a Boeing bomber 
at Seattle, is reported to have carried 
$110,000 of personal accident insurance. 


from having an important, worthwhile 
and profitable job to do.” 

Concentrate solely on prospecting until 
10, 15, or 20 live, closeable prospects 
have been secured, he said,—“then every 
time you close, ‘kill,’ or postpone one 30 
days or longer, make it your next job to 
replace it with another prospect.” 

Is Contributing to War 

“IT think the profession of selling life 
insurance could greatly benefit and 
quickly gain an increasing recognition 
not only of its essential nature (which 
I think is after all an uncontested point) 
but recognition of its important contribu- 
tion to the war,” he said, “if we as in- 
dividuals can grasp for ourselves the im- 
portance of this individual job we have 
in these critical times. And if that sense 
of importance of our job makes us as 
individuals impatient with our own ex- 
cuses for failure to accomplish, if it 
makes this task of providing security a 
far more urgent task in our minds, and 
if the knowledge of the importance of 
the work we do gives us renewed zest 
for our work—then surely we shall gain 
a personal victory. 

“But on the other hand, if we focus 
our thinking on insulating ourselves 
from the effects of war, if we use ra- 
tioning and taxes and the threat of in- 
duction—or the fact that Washington 
does not declare us essential—as ex- 
cuses for accomplishing less than we 
have in the past when the times call for 
us to accomplish more, then we shall 
surely—regardless of how glorious a 
victory our armed forces may win—suf- 
fer a personal sense of defeat.” 


1943 Million Dollar 
Round Table Rules 
Announced 


Qualifications have opened for the 1943 
Million Dollar Round Table of the Na- 
tional Association of Life Underwriters, 
it is announced by Ron Stever, Equita- 
ble Society, Pasadena, chairman. The 
latest date for accepting qualifications 
for membership is July 1, 1943, he stated. 

An applicant for membership in the 
Million Dollar Round Table must certify 
that he is a member of the National 
association and in good standing with his 
local association and that he has paid for 
$1,000,000 or more of regular life insur- 
ance excluding any brokerage business 
placed in his name by another. 

Volume credit allowed by the Million 
Dollar Round Table will be as follows: 


Rules for Volume Credit 


“1. Regular life insurance, both single 
and annual premium, will count at face 
value. 

“2. Family income and family main- 
tenance credit to be given as follows: 
10 years, $1,784; 15 years, $2,098; 20 
years, $2,368. 

“3. Special forms of life insurance will 
count on the basis of the credit allowed 
by the issuing company to its agents. 

“4. Single premium annuities, 1% 
times the amount of the deposit. 

“5. Annual premium deferred annui- 
ties (or retirement annuities) 30 times 
the annual premium. 

“6. Group life insurance, a 20 percent 
credit of group volume; provided, how- 
ever, (a) that the total volume credit 
shall not exceed in any one year $200,000, 
(b) that there shall not be less than two 
cases, (c) that no group case, regardless 
of amount, can count for more than 
$100,000, and (d) that volume credit on 
any group case is restricted to business 
produced during the first year of that 
case. 

Some Other Provisions 


“?. Group retirement annuities to be 
included at 10 times the annual premium 
but such credit to be included in the 
total group allowance. 

“8. The volume of single premium 
and annual premium deferred annuities 
(or retirement annuities) and group in- 
surance separately and collectively can- 
not exceed 40 percent of the qualifying 
credits. 

“9. No credit for qualification is to be 
given to premiums derived from group 
accident, health and hospitalization plans. 

“10. Joint business, only the propor- 
tion on which the applicant receives the 
full first year and renewal commissions. 

“There must be a minimum of 10 cases 
paid for to complete qualification. 

“Qualifications may be made by any 
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Death Claims Paid 
in First War Year 


Some $14,000,000 Came 
from the Life Companies 
on U. S. Forces 


The Institute of Life Insurance finds 
that life insurance claims paid the first 
year of the war resulting from deaths 
among the armed forces of the United 
States amounted to $14,000,000 under 
9,800 policies. The average amount was 
$1,429. These payments included claims 
arising from deaths of service men due 
to normal causes as well as war casual- 
ties. Most of the armed forces also 
were protected with National Service 
Life Insurance. 

The amount of death claims paid on 
members of the armed forces is less than 
14%4 percent of the total payments paid 
to all beneficiaries—one billion dollars 
a year—and numerically there are about 
1 percent of the million policies maturing 
as death claims. 


First Impact of the War 


President Holgar J. Johnson of the 
Institute says that it is evident that the 
life companies were only beginning to 
experience in their claim payments the 
impact of war. The survey by the In- 
stitute as part of a larger study now be- 
ing made of the role of life insurance 
in the war shows that one out of 20 
American life policyholders is now in 
the armed forces. 

Men in the armed forces have pur- 
chased more National Service Life In- 
surance than the maximum amount of 
government insurance outstanding at 
any one time in the last war. The most 
recent figure is .$45,000,000,000, com- 
pared with the peak of $39,606,743,000 in 
world war No. 


National Group Is Growing 


Miss Christine Ludwig, president of 
the National Association of Life Agency 
Cashiers, will address the Minneapolis 
association at a dinner meeting March 
19. Minneapolis is one of three associa- 
tions which have just joined the Na- 
tional. The others are Davenport, Ia.. 
and Boston. The national membership 
now includes 30 local associations and 
700 individual members. The three new 
associations add 93 members, including 
41 at Minneapolis. 








eligible producer in any period of 12 
consecutive months beginning on or after 
Jan. 1, 1942, ending prior to July 1, 1943. 
Prov ided, however, that no business used 
shall be a duplication of any used in 
previous qualifications.” 





FIGURES FROM DEC. 31, 1942, STATEMENTS 





Increase 
Total in 
Assets Assets 
American Standard Life. 3, 324,009 201,351 





Ferm Bureat, 0....560.% 818,991 
Golden State Mut....... 140,344 
Home Friendly ......... 386,568 
Home Security ......... 819,724 
Jefferson National ...... 526,959 
Mammoth L. & A....... 110,522 
BEICHIGAN: TACO  oocccieccccics 304,455 
National Aid: 2.0000 6655 214,785 
National Masonic Prov.. 71,972 
PAOMUBN OMNES. Goprs viens cna 14,079,447 —184,220 
Presby. Min. Fund...... 34,049,102 1,712,341 
Southern Aid, Va........ 1,202,445 129,733 
Southern Life, Ga....... 573,829 71,688 
Texas Prudential ....... 5,694,614 762,205 
EU SS ¢ | RS a aan 1,658,538 930,635 
Wisconsin Life Fund.... 820,691 ae 102 
Woodmen Central ...... 631,596 3,990 


Brother. Loc. F. & Eng.. 26,721,698 1,465,267 


Brother. of Rail. Train.. 26,136,218 1,620,420 
Cath. Knights of Amer.. 3,933,488 157,107 
Lutheran Brotherhood... 15,434,430 2,019,385 
0 10,768,824 1,396,671 
Royal Neighbors ....... 90,160,887 5,887,333 
United Amer, Mech..... 6,819,426 113,786 
United Workmen, N. D.. 12,196,320 448,119 





Surplus to New Increase Prems. Total Benefits Total 
Policy- Bus. Ins. in Force in Ins. Income Income Paid Disburs. 
holders 1942 Dec. 31, 1942 in Force 1942 1942 1942 1942 

3 $ $ 3 $ $ 
1,848,376 365,490 36,350,149 1,161,521 706,321 853,393 391,654 648,074 
836,306 19,691,663 66,137,116 14,256,897 1,677,699 1,926,116 487,579 1,155,577 
331,977 3,718,149 9,370,670 1,693,488 304,216 658,207 36,374 524,068 
: 030, 288 7,749,043 30,299,536 1,631,018 1,297,011 1,484,875 367,659 1,114,041 
K 15,424,348 57,030,306 2,786,256 1,983,461 2,172,172 351,353 1,356,117 
22,144 3,747,123 14,322,415 3,048,019 349,349 727,632 55,833 394,146 
tk ( ere 10,786,394 18,621 698,209 729,214 209,689 616,248 
1,214,012 3,687,887 27,417,155 —604,587 609,130 1,467,399 350,813 1,185,178 
268,391 6,047,230 30,236,407 977,346 843,386 912,000 336,105 712,992 
1,049,847 42,224 513,698 35,935 13,914 192,820 1,962 135,372 

350,000 1,201,700 39,231,178 —1,338,166 1,047,355 1,986,459 1,106,545 965 
2,680,289 3,907,888 66,772,746 635,013 2,627,299 5,186,261 2,680,605 3,447,055 
457,383 9,727,803 7,121,396 721,559 584,860 647,595 169,443 524,389 
198,101 2,479,439 7,590,039 1,150,670 197,133! 327,683 31,1651 256,780 
600,000 30,075,040 78,089,429 8,042,680 2,031,657 2,263,991 411,201 1,491,459 
534,723 5,033,681 16,141,151 6,276,492 2'833,890 3,027,754 616,190 2,399,951 
87,152 194,000 2,940,270 128,600 105,221 145,291 66,359 82,994 
153,137 2,481,210 9,096,775 1,062,412 227,131 259,376 41,008 151,958 

RATERNALS 

paSieteae 6,243,500 70,500,334 —18,519,165 2,438,238 3,550,673 1,728,800 1,940,014 
1,552,605 17,050,830 170,000,380 4,290,008 8,025,248 9,838,375 5,034,084 6,453,826 
394,947 285,703 8,724,659 —-34,098 223,817 393,232 193,087 253,674 
1,529,482 10,394,552 89,812,792 7,426,990 2,912,533 3,620,477 804,643 1,648,116 
at ears 4,896,603 61,050,930 —1,950,258 1,520,830 2,008,587 867,770 1,576,572 
2,471,905 16,489,900 352,508,344 =a ogi 149 7,636,085 11,806,443 4,085,714 5,832,118 
32,000 730,808 25,195,985 —1,250,429 1,098,178 1,585,546 670,771 1,498,505 
709,797 3,179,234 45,980,264 —69,113 1,268,289 2,032,135 1,008,787 1,632,025 


INot incl. $51,224 hospital. prems, $70,374 losses. 
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Regulations on 
Estate Tax 
Liability Issued 


Treasury Fails to Clarity 
Phrase “Paid Indirectly 
by Decedent” 


WASHINGTON — The Treasury 
Department has issued a lengthy regu- 
lation covering the estate tax liability 
on life insurance proceeds. For the 
most part the regulation is a recital or 
paraphrase of the 1942 revenue act. 
Unfortunately the regulation fails to 
clarify what the law means by the 
phrase “paid indirectly by the deced- 
ent” in connection with the criteria for 
taxability. Apparently the internal 
revenue bureau prefers not to clarify 
the phrase—as it could easily do—for 
fear of yielding a point which a court 
might conceivably decide in its favor. 

The regulation states that “the pur- 
chase of insurance upon the life of the 
decedent is attributed to the decedent 
even though the premiums, or other 
considerations, are paid only indirectly 
by the decedent. As thus used, the 
phrase, ‘paid indirectly by the deced- 
ent’ is intended to be broad in. scope. 
For example, if the decedent transfers 
funds to his wife so that she may pur- 
chase insurance on his life and she pur- 
chases such insurance, the payments 
are considered to have been made by 
the decedent even though they are not 
directly traceable to the precise funds 
transferred to the decedent. A deced- 
ent similarly pays the premiums or 
other consideration if payment is made 
by a corporation which is his alter ego 
or by a trust whose income is taxable 
to him, as for example, a funded in- 
surance trust. A payment is also made 
by the decedent if the decedent’s em- 
ployer makes the payment as compen- 
sation for services.” 

This wording still leaves undecided 
the status of premiums paid out of the 
income from a trust fund or other 
property which the insured might have 
transferred to the beneficiary. Judging 
from the regulation’s silence on this 
point the assumption is that the bureau 
will try to have the income from such 
trust funds regarded as payments made 
indirectly by the decedent. 








Morin Leaves Anti-Trust 
Post: to Go to Latin America 


Henri N. Morin, former insurance 
commissioner of Rhode Island and mem- 
ber of the executive committee of the 
National Association of Insurance Com- 
missioners, has now severed his relations 
as consultant for the Department of 
Justice in its anti-trust suit against the 
fire insurance companies and he expects 
to receive his passport which will permit 
him to resume his interrupted journey 
to Latin America. Once there he states 
he will enter upon his official duties in 
developing international insurance rela- 
tions. 





Large Caravan from Chicago 


J. H. Brennan, Chicago general agent 
of Fidelity Mutual Life and president 
Chicago Association of Life Under- 
writers, will head a caravan of about 
20 Chicago agents which will go to the 
Kansas City gathering of the National 
Association of Life Underwriters. A 
number also are expected to attend from 
downstate Illinois, including L. O. 
Schriver, general agent Aetna Life, 
Peoria, past president National associ- 
ation. 


1942 Company 
Statements Shown 


PACIFIC MUTUAL LIFE 


Insurance in force of Pacific Mutual 
Life increased in 1942 to more than 
$600,000,000. Assets gained $8,400,498 to 
a total of $262,853,143. Life business 
written was $38,249,939. Of the assets 
$62,526,603 are in U. S. bonds, and $16,- 
021,068, or more than twice the total in- 
crease in assets, was invested in govern- 
ment securities during the year. 

The mortality ratio continued at a 
low level and was below the average for 
the preceding five years. The company 
earned 3.43 percent average return after 
investment expense. 

Corporate surplus was increased by 
$445,033, to bring the combined capital 
and corporate surplus to $7,730,024. The 
company paid policyholders and benefi- 
ciaries $19,139,506 during the year. 

The company comments that with the 
restrictions which exist during war con- 
ditions there is a severe curtailment of 
the market for real estate. 


REPUBLIC NATIONAL LIFE 


Republic National Life in 1942 en- 
joyed the best year in history, with 
$49,478,703 insurance in force, $7,589,- 
794 assets and $1,450,155 premium in- 
come. Although 36 agents went into 
military or defense activity, the remain- 
ing agents wrote within 6 percent as 
much business as the larger force had 
written in 1941. Lapse ratio was the 
lowest in history. 





MINISTERS LIFE & CASUALTY 


Ministers Life & Casualty Union of 
Minneapolis in its annual statement re- 
ports assets of $3,648,812, an increase 
of $362,000. Life insurance in force to- 
taled $14,681,365 at the end of the year. 
Of new funds invested during the year 
74.2 percent went into U. S. and Ca- 


May Not Go on 
48-Hour Basis 


Insurance Interests in 
32 Critical Areas Are 
Still Uncertain 


As March 31 approaches it is becom- 
ing increasingly doubtful whether insur- 
ance offices in the 32 areas in which the 
48-hour week directive is° made applic- 
able, will go over to the longer working 
hours. It is a question that is being 
discussed in its various ramifications 
among insurance men at lunch time, 
over the telephone and in offices. 

Insofar as Hartford is concerned, 
some predict that enforcement of the 
directive in respect of insurance com- 
panies would subtract from rather than 
add to the contribution which insurance 
employes are making in war industries. 
A good many Hartford insurance em- 
ployes are now working half shifts in 
Hartford, East Hartford, West Hartford 
and New Britain. 

When the directive was first issued, 
the Connecticut governor immediately 
put in a 48-hour schedule for state em- 
ployes, not waiting until March 31. This 
made some of the employes who live at 
some distance from the capital get up 
at 5 o'clock to catch trains or buses. 
Some of them didn’t get home until as 
late as 8 o’clock at night. Protests and 
roars were so numerous that the state 
finally took advantage of that clause in 

(CONTINUED ON PAGE 5) 











nadian government bonds. The com- 
pany earned 4.41 percent on assets, a 
slight decrease from 1941. Mortality 
continued to be quite satisfactory at 41.5 
percent. Surplus stood at $724,018 at 
the year end. Total income increased 
$25,000 to $1,112,906. 








try which is not totalitarian. 


an error. 


team. 


minute,—one man at a time. 


WILLIAM H. KINGSLEY 
Chairman of the Board 





One Man at a Time 


One of Saroyan’s short-story characters, commenting on a 
gallant little embattled country in Europe, says, “One, man 
at a time, it’s the greatest country in the world.” If you stop 
to think of it, that points to a sound ambition for any coun- 


We Americans consider America the greatest country in 
the world. It is; and it is great one man at atime. The pecu- 
liar genius of our country is in our recognition of the value 
of teamwork; and genuine teamwork, as opposed to mass 
control, has to operate through the individual effort. 

In baseball, our characteristic game, it takes teamwork to 
win the game, but it is important to realize that only one man 
at a time has actual control of the ball—throwing, batting, or 
catching it, making a hit or a strikeout, an assist, a putout, or 


In the winning of the war, we work, we pay taxes, we buy 
bonds, we arm the fighter, or we are the fighter,—one man at a 
time but all members of the team. 


It takes every man on Uncle Sam’s team to make up the 
We can’t play ball with only eight men on our nine. 
The teamwork wins because every individual is in there every 


* ¢ + 


THE PENN MUTUAL LIFE INSURANCE CO. 
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Life Advertisers 
Listen fo Editor 
of Harper's Bazaar 


R. B. Thompson, Mutual 
Benefit, Gives Practical 
Production Address 


NEW YORK—Mrs. Carmel Snow, 
editor “Harper’s Bazaar,” in her talk be- 
fore the Eastern Round Table of the 
Life Insurance Advertisers Association 
at its meeting this week, spoke on di- 
recting life insurance advertising to 
women with a job. It is only recently 
that the idea of women at work has been 
accepted as a matter of course, she said. 
The war has accelerated this acceptance. 


While many women in war industries 
will get out when the war is over, the 
speaker said that many, and especially 
those at draughting boards and in the 
designing rooms are in heavy industry 
for the rest of their lives. Psychologi- 
cally, she said, this new type of working 
woman is different from the old career 
girl, It may be interrupted by childbirth 
but not discontinued. She plans her life 
as a man does, she makes plans for het: 
financial future, too. 


Poor Approach to Women 


The speaker decried the usual male ap- 
proach toward selling life insurance deal- 
ing with terms that his prospect does 
not understand. “If the salesman,” she 
said, “has been clever and_ intuitive 
enough to sense in the first two minutes 
of conversation where my heart and in- 
terest lie he can stay and talk to me in- 
definitely.” 

Many agents, she said, should be re- 
educated to talk business to a woman on 
her own terms. 

“{ believe, too, you men could help 
put over the insurance man as a man 
who is interesting and stimulating to 
talk to.” As a national figure the insur- 
ance man is a bore. Mrs. Snow said 
that no woman has ever said, “You've 
got to have my insurance agent.” Yet 
that agent has something far more in- 
teresting and promising and personal to 
talk about than the doctor with his me- 
tabolism report or the psychiatrist with 
his questions. 


What Touched the Heart 


For many years, the speaker said, she 
was pursued by various agents. She 
threw letters in the scrap basket and 
rarely let an agent stay in the office 
for more than two minutes. Then one 
day she was lunching with a woman 
friend who mentioned that she was go- 
ing to take her daughter to Europe to 
study music. They were planning a 
wonderful year and all on an insurance 
policy that she had taken out years ago. 
Mrs. Snow then began to think of her 
own three little girls. The next morn- 
ing she sent for an agent and asked him 
to tell her the best type of policy for her 
needs. She told the advertising men to 
keep to the optimistic and human note 
in all copy directed to women. “Teli her 
simply a life story of the woman who 
needed money for the birth of her son 
and how she found she could very easily 
borrow on her insurance and pay it back 
later on. Tell her that insurance means 
that her money :s handled for her with- 
out all the bother of clipping coupons 
and making different decisions with an 
investment counsel. Show her what her 
monthly check will look like, concrete 
evidence of the reward. Give her some 
life stories and photographs.” Mrs. Snow 
said insurance has a dignified tradition. 
There is the danger of leaning over back- 
ward to maintain this dignity. She said 
that the same problems confront “Harp- 
er’s Bazaar.” Every day the “Bazaar” 
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is changing style to suit the times, get- 
ting in less expensive fashions, talking 
to women in their own terms. 

R. B. Thompson, associate general 
agent’ Mutual Benefit Life in New York, 
said that “E” letters for salesmen are 
efficiency letters. To reach any produc. 
tion goal the first essential isa plan ot 
operation and production control. The 
life insurance production control must 
cover, said, sources of prospects, a 
system tor obtaining prospects, a 
method of approaching prospects and the 
actual selling of insurance. ; 

Life insurance cannot be sold by mail 
he declared in sufficient quantitics to 
make it pay. Even Sears, Roebuck & Co. 
with its vast experience in selling by 
mail was unable to sell life imsurance 
that way through its Hercules Life. 
Must Be Adequate Material 

Record breaking production, Mr. 
Thompson said, cannot be obtained and 
sustained unless there is an adequate 
flow of raw material. The salesman s 
raw materials are people who are poten- 
tial buyers. The salesman has the prob- 
lem of getting prospects, and maintain- 
ine an adequate supply of them. rhe 
war has created thousands of changes in 
the occupation of a type of men and 
women who have always been good 
prospects. A large percentage are now 
engaged in war industries. A salesman, 
he said, can build a sizable mailing list 
each month by searching through the 
trade magazines. ; ; 

Names obtained from magazines, 
newspapers and other such sources are, 
of course, he said qualified only to the 
extent that some information 1s given 
about a man’s job. 


he 


Can Get Prospects by Bail 


Mr. Thompson said it is possible for 
an agent without leaving his office to 
secure by mail a large number of well 
qualified prospects. When some compa- 
nies decided to accept insurance without 
war clauses below insurable age 16, this 
created an unusual opportunity to sell 
father and son insurance. He sent a let- 
ter to prospects and reasons that it was 
successful because: : ; 

We ask a favor, which people find it 
hard to resist; we describe an interest- 
ing idea and prove with corroborating 
evidence (in the form of an analysis of 
the war clause situation among compa- 
nies) that we have an unusual idea; we 
ask for a specific number of prospects— 
five or six, rarely do we receive tewer 
than five names; we ask for these names 
for a mailing list and we promise not to 
mention the name of the center of intor- 
mation; we enclose an envelope with a 
3c stamp pasted on it to make it easy for 
them to reply. 

He thinks that similar success can be 
gotten from the assured in obtaining the 
names of qualified prospects with econ- 
omy of time, tires and leather if worth 
while sales ideas are given the same 
treatment. 

Two Handicap Factors 


Mr. Thompson said stage fright works 
against the success of any production 
plan. It affects skilled and experienced 
salesmen as well as the novice. Preap- 
proach letters can make a substantial im- 
provement in the salesman’s efficiency. 
It takes grit and determination, he said, 
for a salesman to call in person on a 
strange prospect but it takes little 
courage to mail to that same prospect 
a preapproach letter. The letter has 
identified the salesman to the prospect 
who now expects a call. 

Another negative factor is absentee- 
ism. “We have always had that trouble 
among life salesmen,” he said. Absen- 
teeism, he said, may be described as a 
disease which one gets when he has an 
especially good run of production. He 
has made more than enough money to 
pay current bills. 

Mr. Thompson said if a salesman can 
sell one of every three persons to whom 
he makes a presentation he must have 
three times as many prospects as he 
expects to sell. Four hundred and fifty 
prospects called upon in 50 weeks means 
nine new calls each week. 

In 1940 Mr. Thompson 


set out to 


Mass. Premium Tax 
Bill Favored 


BOSTON — Massachusetts, the last 
state in the union to base its taxation of 
life companies on the basis of their re- 
serves, may fall in line after Sept. 1, and 
levy a tax of 2 percent on premium in- 
come, in conformity with the practice in 
other states, if the Masachusetts legisla- 
tive follows the unanimous verdict of all 
who appeared at a hearing on a bill to 
that effect. , 

Tax Commissioner Long explained the 
bill and representatives of all the do- 
mestic companies gave their approval. 
The excise tax had originally been levied 
on the basis of reserves so that it would 
not create too heavy a burden on new 
companies. Reciprocal action of other 
states, where the tax is levied on prem- 
ium income, is a rapidly mounting ex- 
pense to Massachusetts companies. 


Cite Actual Figures 


W. E. Monk, counsel for Massachu- 
setts Mutual, showed that while his 
company’s state tax in 1932 was $77,000 
and the “reciprocal” tax to other states 
$123,000, the reciprocal taxes had in- 
creased in 1942 to $146,000, although the 
Massachusetts state tax had dropped to 
$46,000. Vice-president Tebbets, New 
England Mutual Life, stated his company 
paid taxes of $97,000 in 1930 to other 
states under the action of the reciprocal 
law, which had risen to $163,000 in 1940, 
while its state tax dropped from $193,000 
to $150,000, in round figures. 

Commissioner Long’s desire to have 
the 2 percent tax on premium income 
apply to annuities did not meet with as 
favorable reception, however. Here it 
was brought out that holders of annuities 
would not only have to stand the ex- 
pense of the excise tax on premium pay- 
ments, but, when the annuity went into 
effect, would have to pay, in addition, 
further taxes on receipt of such benefits, 
constituting double taxation. 

Commissioner Long stated that the 
change would not result in any con- 
siderable increase in tax revenue to the 
state, but would save to the domestic 
companies the penalty taxes paid to other 
states under reciprocal law and would 
bring Masachusetts into conformity with 
all other states in the method of taxing 
life companies. 

Company representatives objected to a 
section providing that the tax may be 
levied by Massachusetts on the direct 
business of domestic companies written 
in non-admitted states. 


Offers Family Budget Book 

A new, simplified family budget record 
book which provides for a daily income 
tax deduction record has been made 
available to agents of Mutual Life of 
New York. There is an introductory 
message by Lynn Given, associate editor 
“American Home Magazine.” There is 
a complete expense inventory, a sample 
work sheet, 24 pages for itemizing 
monthly expenses and a special column 
in which to record monthly expenditures 
which are deductible for income tax pur- 
poses. 





prove to his own satisfaction that there 
is a scientific relation between sales ex- 
posure and sales and that preapproach 
letters can be a vital factor in securing 
the necessary sales exposure. The goal 
was $267,000 of business. He figured he 
niust ask people to buy $1,200,000. This 
schedule required five new calls each 
week for 48 weeks. 

The result was production of $257,000. 
He mailed and followed up 204 letters. 
He asked people to buy $1,189,000 and 
they bought $260,000. One of the most 
important things a manger can do for 
his salesman, Mr. Thompson said, is to 
analyze with them the necessity of sales 
exposure. Advertising and direct mail, 
he said, are aimed at the potential cus- 
tomer and he said, “We are accustomed 
to judge these forces for their effect 
upon the prospect.” 


Over 250 Attend 
Central Ohio 


Sales Congress 


COLUMBUS, O.—lIn view of the 
probable extension of the social security 
act to cover practically all employed and 
self-employed persons, agents should 
become familiar with the social security 
approach and methods of correlating 
life insurance and social security bene- 
fits, A. R. Jaqua, associate editor Dia- 
mond Life Bulletins, pointed out before 
the annual central Ohio sales congress 
here with more than 250 attending. If 
the bare subsistence recommendations 
of the Beveridge proposal are observed 
in America, broadening of the act will 
stimulate the sale of life insurance. 

Mr. Jaqua reviewed trends toward an 
increase in mass selling, including group 
insurance, salary savings and pension 
trusts; more home office control, giving 
perhaps less liberty but more security 
to the field force; increased facilities for 
educating and training agents; increased 
recognition of the life agent and more 
prestige for him. He also mentioned 
the tendency of local agents to sell life 
insurance and life insurance men to sell 
fire and casualty lines. 

Reginald S. Koehler, Jr, Mutual 
3enefit Life, Pittsburgh, declared that a 
successful agent must have a_ sound, 
tested, practical plan of operation, 
watched daily, checked continuously and 
geared to his individual capacity. 


Explains Prospecting Plan 


“In my prospecting for both quality 
and profit, I find I have to get 250 new 
prospects a year,” Mr. Koehler ex- 
plained. Many of these come from pro- 
motions, from newcomers to town, from 
those recently married and promoted 
and with new family additions and other 
changed circumstances. For his centers 
of influence Mr. Koehler concentrates on 
persons who are well known and in re- 
sponsible positions. He keeps his name 
constantly before about 100 of these 
centers. 

Mr. Koehler has learned from experi- 
ence that it doesn’t pay to specialize on 
any age or occupation or plan of in- 
surance. “Of 280 service calls I made 
last year, each paid me $24 in cash,” he 
reported. ‘“That’s better than most doc- 
tors or lawyers get for a call. I keep 
records just as a bowler or a golf player 
keeps records. It’s a little silly to make 
a round and not know what your score 
is. As a former consulting engineer, I 
know the value of an accurate plan; I 
know the value of keeping one’s health; 
and I know the value of keeping a 
budget.” 

Henry S. Stout, Dayton general agent 
John Hancock, displayed the charts, 
“What do I get out of the association?” 
furnished by the National association, 
which he originated. The association is 
particularly valuable at this time when 
members are needed to influence legis- 
lation for the benefit of policyholders, 

At the luncheon James E. Rutherford, 
executive vice-president National asso- 
ciation, said that today there is more 
need for life insurance and there are from 
5 billion to 10 billion more surplus dol- 
lars to spend for life insurance. 

John H. Winters of Mutual Life, sales 
congress chairman, presided at the 
morning session and Clifford C. Wharff, 
president Columbus association, pre- 
sided at the luncheon. J. R. Crabbe, 
new Ohio insurance superintendent, was 
present. Paul M. Smith, general agent 
New England Mutual, was reception 
chairman. 


Guertin Bills Advance 


Two Guertin measures have passed the 
Minnesota house. 

The Michigan version of the Guertin 
bills, with several pages of clarifying 
amendments, has passed the senate 
without opposition and chances for 
approval in the house are considered 
good. 


McConney Speaks 
to Coast Group 


Tells San Francisco 
Agency Heads Problems 
in Compensation Field 


SAN FRANCISCO—tThe problem of 
commissions versus salaries for agents 
is not new, E. M. McConney, vice-presi- 
dent and actuary of Bankers Life of 
Iowa, told members of the San Fran- 
cisco General Agents & Managers Asso- 
ciation, but is receiving more attention 
today because of economic changes, a 
realization that many practices are out- 
moded and because many new laws af- 
fecting methods of compensation must 
now be considered. 

Mr. McConney, who was presented 
by Jack Rowe, manager of Bankers Life 
in San Francisco, said many recent 
plans have placed the agent in an in 
between position. Also the varied 
methods of compensating agency heads 
place them in somewhat the same po- 
sition; some are on salary only, others 
with salaries, specified production bon- 
uses or commissions; others are “pure” 
general agents while other so-called 
general agents partly receive remunera- 
tion in a manner that is taken from the 
managerial system. 

The problem of the established agent 
is different from that of the new agent. 
The old agent, who has produced and 
developed a clientele, is expected to in- 
culate in the minds of the new policy- 
holder the habit of meting premium pay- 
ments and then to service them through 
the years. This additional service has 
been performed in the past on the old 
nine 5’s plan which many producers be- 
lieve does not provide enough compen- 
sation for the service effort. The new 
agent, on the other hand, has only to 
produce for a few years before he is re- 
quired to give this service. He sug- 
gested that in lieu of giving the new 
agent the same contract as those given 
to the established agent, a special form 
or “apprentice” contract be used. 

Under present day conditions agency 

heads are called upon to perform more 
administrative work and more actual 
training of men and, therefore, most 
companies are seeking to equalize this 
situation. In considering compensation 
experiments the companies must con- 
sider new laws, such as the wage and 
hour law, the control exercised over the 
so-called independent contractor but 
they have no intention of reducing the 
actual compensation. 
_ Mr. McConney said an agency head 
is first, a builder of business, second, 
an administrative executive and third, a 
leader. 

Lloyd J. Lynch, general agent for the 
John Hancock Mutual Life and presi- 
dent of the association presided. 

E. Edwin Wood spoke of the north- 
ern California sales congress here April 
15. H. K. Cassidy, Pacific Mutual, and 
president. of the California State Life 
Underwriters Association, announced 
that the annual meeting will be held 
here June 25-26. 


New York Life Special 
Philadelphia Course 


More than 50 agents of the Inde- 
pendence and Clearing House branch of- 
fices of New York Life in Philadelphia 
have enrolled in a special course on “life 
insurance selling under wartime condi- 
tions,” which is being conducted by the 


company. The course began March 10 
and will take eight weeks. E. F. 
Peabody, an instructor on the home 


office educational staff, is conducting the 
course. 

Although the New York Life has a 
mandatory educational program for all 
new agents, the special course being 
given in Philadelphia is designed _pri- 
marily for present agents, to familiarize 
them with the most recent trends and 
developments in life insurance result- 
ing from the war. 
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1942 Business in 
N. J. Is Presented 


Herewith are presented the figures on 
business done by life companies in New 
Jersey in 1942, together with the 
amount of business they had in force 
at the end of the year. The symbol 
“OQ” stands for ordinary life, “I” for 
industrial and “G” for group. Unless 
otherwise indicated the business is or- 
dinary. 





New In Force 
Business End 
Issued of Year 


Bankers Natl....$ 
oO. 


2 seo 505 $ 15,442,200 
Colonial ...... 234 


16,311, 069 








Colonial 26.60 Re 5235 32,636,153 
Colonial | <ce2s-« G. 503, 540 2°869,0 53 
Mutual Benefit .. 7,836,554 161,514,895 
Prudential ....0O. 67,820,522 882,583,205 
Prudential ....I. 55,812,588 705,594,908 
Prudential ....G. 40,273,033 218,748,907 
Acacia Mutual... 3,118,259 23,009,881 
Aetna Hife ....0. 4,571,028 66,542,003 
Aetna Life ....G. 28,275,842 79,696,447 
Baltimore Life.O. 463,518 2,484,828 
3altimore Life .I. 1,321,870 6,373,856 
Bankers Life, Ia. 342,765 4,741, 063 
Berkshire ..<.0«- 1,235,648 9'395,036 
Columbian Ntl.O. 2,415,032 13,016,063 


Columbian Ntl..I. 
Columbian Ntl.G. 








Conn. Gen’l Lf.O. 5,2 
Conn. Gen’l Lf.G. 2,0 
Conn. Mutual.... 4,5 
Continental Am.. ae 
Cont. Assur. ..O. 2,1 
Cont. Assur. ..G. 3 


Credit Life ....- 


Eastern Life .... 1 

Equitable Soc. .O. 9,6 8f 
Equitable Soc..G. 50,545, 39, 
Equitable, Ia.... 482, % 062,301 
Eureka-Md. ...O. 290,23: 569, 134 
Eureka-Md. Z 7,154 
Express. Mut. 686. 044 
Farmers & 

"EPRGOPS o<cesec 569,244 2,932,700 
Fed. Life & Cas. 47,000 208,100 
Fidelity Mutual.. 863,624 14,087,809 
GATE ciccecesae 582,186 10,138,533 
Guardian Life.O 2,624,062 23,855,492 
Guardian Life .I. _ ...... 2,272 
Home Life, N. Y. 2,188,402 18,655,174 
John Hancock..O. 20,668,742 149,165,992 
John Hancock..I. 12,208,408 112,664,002 
John Hancock..G. 95,677,906 72,235,027 
Lincoln Nat’l..O. 5,134,462 25,276,545 
Lineoln Nat’l..G. 64,500 378,170 
Loyal Protective. 17,500 41,200 
Manhattan Life.. 2,706, Hue 8,530,072 
Manufacturers 2,666,3% 5,904,025 
Mass. Mutual ... eteTH 84,221,621 
Mass. Protective. 100,952 1,304,132 
Metropolitan ..O. 71,631,269 883,785,773 
Metropolitan i 20,338 563,605,569 
Metropolitan ..G. 114,870,535 252,369,200 
Midland Mutual.. 322,636 2,520,658 
Monarch Life.... 98,500 891,727 
Mutual Life ..... 4,644,931 94,906,791 
Mutual Trust ... 536,367 4,245,225 
National Life.... 1,511,568 8,890,153 
New England Mu. 5,319,856 53,742,784 
New York Life.. 10,164,810 181,997,789 
North Am. Life.. 987,348 9,146,718 
Northwestern M. 8,688,236 131,656,145 
Northwest. Natl. 43,780 2,422,47 
Pacific Mut. ... 429,929 5,121,891 
Paul Revere Life 162,435 897,853 
Penn Mutual .... 5,792,889 112,030,224 
Phila. Life ....0O. 937,269 5,943,863 
PNG. PAGO wos  ..crnees 108,000 
Phoenix Mut. 9,173,476 79,073,560 
Security Mut.... 1,193,645 4,128,118 
State Mutual ... 2,753,047 24,454,355 
Sun Life, Can..O. 3,440,613 53,122,384 
Sun Life, Can..G. 1,589,613 2,881,914 
Travelers 24... oO. 9,632,786 120,934,868 
TYavelers ...«< G. 108,235,470 208,970,638 
Union Central.... 4,169,328 31,007,674 
Union Labor b 621,061 1,836,191 
Union Labor ..G. 90,500 1,987,000 
Union Mutual ... 477,567 4,255,077 
United Benefit... 2,549,414 7,145,680 
United Life & Ac. 53,501 1,669,930 
U. ‘Se BAGG 2 ccc oO. 796,065 4,923,137 
EL. @ Paes cs G. 82,000 81,000 
Wash’ton Natl.O. 1, 068,155 3,149,768 
Wash’ton Natl..I. 5,320,548 10,389,695 
Wash'ton Natl.G. 19,780 53,737 


To Ask American Life Ruling 


DES MOINES — Commissioner 
Fischer will ask the district court here 
for final disposition of the former Ameri- 
can Life case. 

He will ask an order either to reinsure 
the former Des Moines company policy- 
holders in another company or liquidate 
the securities and distribute the funds 
to policyholders. 

The United States supreme court re- 
cently made a final ruling that Fischer 
had sole jurisdiction over the $3,600,000 
securities on deposit by the Iowa com- 
pany. 


Start Section D Course 


The Los Angeles C. L. U. chapter in- 
augurated its classes for Section D of 
the C. L. U. course, covering corporation 
finance, banking and investments, March 
18, 





Labor Board O. K Ss 
Prudential-CIO Pact 


NEW YORK—The War _ Labor 
Board has approved the Prudential- CIO 
national agreement covering industrial 
agents which deals with rate of pay, 
dues deduction, vacations, grievance 
machinery and submission of disputes 
to arbitration. The agreement grants 
an increase in commissions on monthly 
debit ordinary and provides for payment 
of commissions on some classes of re- 
placement business on which no com- 
missions were previously paid. On the 
average these will add up to a little 
more than a dollar a week. 

There is also provided a service com- 
mission of $1.50 a week on monthly or- 
dinary. This was to be a temporary 
measure pending enactment by the 
New York legislature of an amendment 
permitting a higher rate of renewal 
commission on monthly ordinary than 
the law now permits. However, at a 
hearing before the assembly insurance 
committee Metropolitan Life opposed 
the proposal, contending it would cut 
policy dividends and the committee 
killed the bill. Prudential will, there- 
fore, go on paying the $1.50 collection 
commission. 

The union has since ratified the agree- 
ment but this was a formality, since 
Prudential and union officials had ef- 
fected the contract a month earlier. 


Insurance Offices May Not 
Go on 48-Hour Basis 


(CONTINUED FROM PAGE 3) 


the directive which said that it did not 
apply to city and state employes, and 
went back to the old schedule or ap- 
proximately the old schedule. 

In Baltimore there was held an in- 
surance group meeting the other day at 
which each company submitted a brief 
outlining its views and particular prob- 
lems. The Association of Commerce is 
sponsoring such group meetings among 
the various industries and businesses. 

Some companies are highly depart- 
mentalized, with an assistant secretary 
and about a half a dozen or so employes 
within that particular group knowing 
only that work. If some of the larger 
offices, agencies or companies, do double 
up and release employes, those released 
will be the greenest and probably least 
competent for industry to absorb else- 
where. Other competent employes will 
not work on more than a 48-hour week, 
having developed other vital activities 
such as married women attempting to 
run a house with the spare time of 
Saturdays and early evening. A large 
number of the agencies are in the not 
over seven employe category, as the 
brokers or solicitors are not classed as 
employes, and hence are not subject to 
the regulations. 


Practices to Be Scrutinized 


The practices of the insurance com- 
panies will undoubtedly be scrutinized 
by interested federal bureaus as well as 
the public. One agent remarked that it 
will be a problem to justify to his neigh- 
bor his presence at home on certain 
Saturdays even though there is a brief 
case full of manuals on his dinner table, 
and even though he does three tricks 
a week as an airplane spotter and is 
engaged in other wartime activities. 

Some feel that the detailed regulations 
that were issued the other day indicate 
that the administration is gracefully 
withdrawing from zealous enforcement. 
The understanding is that the rules do 
not apply if application of the 48-hour 
week releases no one. 


Stock Investment Bill in Mich. 


A Michigan senate bill would legalize 
acquisition for life companies of certain 
preferred or guaranteed stocks, not to 
exceed 10% of total preferred stock 
outstanding or 5% of the admitted as- 
sets of the insurer. 
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agent 4 angle 
Co-n-t-i-n-e-n-t-a-l is an agent’s 
way of spelling cooperation 
. . . sympathetic cooperation . . . 
the kind that builds an agent’s 
business. It is effective because 
it is based upon an under- 
standing of an agent’s prob- 
lems . . . from an agent’s angle 
... gained thru the workaday 
field activities of our entire 
executive organization. Perhaps 
we can help you go after results 


...and get them! 


Nationally Known for Strength 
and Growth 
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O'Connor Suggests |NSURANCE MEN IN ARMED SERVICES 


Fifth Freedom— 
of Enterprise 


E. H. O’Connor, executive director ot 
the Insurance Economics Society, in ad- 
dressing a large gathering of life, cas- 
ualty, surety and accident and health 
men sponsored by the Accident & 
Health Underwriters of St. Louis and a 
similar assemblage in Kansas City the 
following day, promoted by the accident 
and health association there, praised the 
four freedoms and suggested the addi- 
tion of a fifth one—Freedom of Enter- 
prise. He declared that tree enterprise 
is the cornerstone on which the first four 
freedoms must depend for success and 
which has developed the mental and ma- 
terial resources of this country, making 
it the most progressive nation in the 
world. The attempt to extend the so- 
cial security act to cover disability and 
hospitalization benefits, he said, is only 
a smoke screen for a further move by 
the government into the field of free 
enterprise. 

Now Biggest “Free Enterprise” 

He called insurance the biggest “free 
enterprise” business in the world with 
the largest combined facilities, organiza- 
tion and opportunities for contact with 
the public, which facilities must be de- 
veloped in order that the people may 
have a better understanding of the part 
insurance has played in the economic 
progress of this country, and the morale 
of its people. 

What insurance men do, or do not do, 
as a united group in 1943, he said, to 
meet the threat to free enterprise in the 
insurance business may determine 
whether that business is to continue as a 
voluntary and free institution. 

Congress and the American people, 
he declared, cannot decide this issue in- 
telligently unless they are in possession 
of all the facts, many of which must be 
given by sources other than govern- 
ment agencies. One of the main objec- 
tives of the Insurance Economics So- 
ciety is to inform the public about the 
insurance industry and its place in the 
nation’s economic life. 

Mr. O’Connor challenged those life 
insurance executives who believe that 
life insurance has nothing to fear from 
the adoption of a just and sound so- 
cial security program. He said there 
was less life insurance sold in 1942 with 
a national income of approximately 115 
billion dollars than there was in 1935, 
the year social security was established 
and when the national income was about 
one-half as much as last year. “Let 
someone prove to me,” he said, “that 
there is any truth in the theory that gov- 
ernment compulsory insurance, taking 
more than one billion dollars a year out 
of the pockets of the people, has caused 
them to buy more life insurance than 
they otherwise would.” 


Cravens, Dargan & Co. Changes 
HOUSTON—Cravens, Dargan & Co. 


has made the following appointments: 
Roy Cox as brokerage manager of the 
life department; Frank Boling, as spe- 
cial agent in charge of the accident and 
sickness department, and Joseph W. 
Edwards as advertising and sales pro- 
motion manager. Mr. Cox formerly was 
with Aetna Life, and previously was 
Houston manager of Provident Life & 
Accident. Mr. Boling has been with the 
agency for more than a year. Mr. Ed- 
wards formerly was with the Erwin, 
Wasey & Co. and Tracy, Locke, Daw- 
son advertising agencies. 


Two App-a-Week Records 


Emmett W. Millholland, assistant 
manager ef Ohio National Life at Col- 
umbus, recently completed 702 weeks of 
consecutive weekly production. Sam C. 
Baber, associate general agent of the 
same office, has completed 700 weeks. 
Both have written at least one applica- 
tion a week ever since they started in 
the life insurance business. 





Former General Agent Paul Johnson 
of Fidelity Mutual in Cincinnati has been 
promoted to commander supply corps of 
the naval reserve, in Chicago. In navy 
parlance, ‘‘scrambled eggs” is the gold 
embroidery on the visor of the cap of an 
officer holding the rank of a commander 
or higher. So when news of the John- 
son promotion got abroad, Manager 
Perin of Cincinnati, and Manager Butler 
of Chicago, for Fidelity Mutual, cooked 
up a celebration and had Commander 
Johnson served at his office before his 
entire staff of officers and clerks with a 
great plate of scrambled eggs. 

Harry A. Maddox, former manager of 
the group department of the W. M. 
Hammond agency of Aetna Life in Los 
Angeles, has been graduated from the 
aval training school at Tucson as a 
lieutenant (j.g.) and will report at Nor- 
folk, Va., for special training. 

Alden Smith, formerly with the E. T. 
Proctor Agency of Northwestern Mutual 
in Nashville, and a 1942 member of the 
Million Dollar Round Table has been 
advanced from lieutenant to captain in 
the army’s troop carrier command. He 
is serving as an intelligence officer at 
Bel Valle Airfield, Austin, Tex. 

Private Louis Telpner of the air force 
at Keesler Field, Miss., formerly was 
with the Caperton agency of State Mu- 
tual Life in Chicago and was a leading 
agent there last year. Previously he was 
associated with Equitable Society. 

The service flag of Prudential now 
shows 2,879 employes in service. 

. R. Holzapple, formerly with the 
C. T. Wardwell agency of Connecticut 
Mutual Life at Peoria, Ill., now a chief 
pilot on a bomber in Africa, recently 
was made a major and decorated by 
General Doolittle. 

Two more girls from the home office 
of Lamar Life of Jackson, Miss., have 
joined the WAACs. Miss Ava Catron, 


policy department, and Miss Odie West, 
accounting department, have reported in 
Daytona Beach, Fla. Ruth E. Virden, 
first from Lamar Life to enter the 
WAACs, is now a second officer, located 
at Fort Meyer, Va. 

First Lieut. Edgar G. Olden, formerly 
Texas agency supervisor of Lamar Life, 
has been assigned to duty as insurance 
officer at Camp Wolters, Tex. 

Of the 11 producers of the H. E. Florer 
agency of Aetna Life at Grand Rapids, 
now in uniform, eight are officers and 
three are in officers training. All ex- 
cept three entered the service through 
selective service. Lt. Frank H. Mason 
of Jackson, Mich., who was the leading 
producer in 1941, was just recently mar- 
ried to Charlotte Hamilton, daughter of 
Mrs. Louise P. Hamilton of Port Hu- 
ron, Mich. 

Don Davis of the M. F. Mulconery 
agency of New York Life in Wichita, 
a member of the company’s Top Club, 
has been commissioned a_ lieutenant 
(j.g.) in the navy. 

John P. Devanay, former investigator 
for the California department, now on 
leave, has graduated from the navy 
training school at Tucson, Ariz., and 
has been commissioned a_ lieutenant 
(j.g.), assigned to temporary duty at 
San Diego, pending permanent assign- 
ment. T. H. Stealey, on leave from a 
similar position, has graduated from the 
army training school at Ft. Benning, 
Ga., and has been ordered to the train- 
ing center at New Orleans. 





Luce Indianapolis Manager 


Charles C. Luce, Peoria, Ill., manager 
of Retail Credit, has been transferred to 
Indianapolis as manager. 





H. J. L. Fortuin of Paterson, N. J., 
has completed 252 consecutive months or 
21 complete years with New York Life, 
producing at least 10 “apps” a month. 


Beneficiaries Tell How Life 
Insurance Aided Them 


PITTSBURGH—To demonstrate that 
life insurance continues to play a vital 
part in family life, war or no war, four 
beneficiaries of life insurance policies 
were presented at a meeting of the Pitts- 
burgh Association of Life Underwriters. 
Mrs. Mildred G. Cunningham, widow of 
a Pittsburgh physician, explained how 
with a life insurance income of $100 per 
month she had been able to send herself 
to art school and secure a position as 
art instructor. It was only through the 
monthly income from her husband’s in- 
surance that she was assured of a future 
free from financial distress. 

Mrs. Elizabeth Jeffrey, widow of a 
Uniontown doctor, told how she had 
been able to send her two children 
through school because of the educa- 
tional policies which her husband had 
provided. Mrs. Matthew Ray of Pitts- 
burgh, told how her husband had bought 
two $10,000 life policies, and then at her 
insistence had taken out another for the 
same amount. Part of these, she said, 
were later converted into educational 
policies of $8,000 each for her two chil- 
dren, without which she would not have 
been able to pay for their schooling. 

Harry G. Huber, a retired railroad 
man of State College, Pa., pointed out 
how he has been able to provide for him- 
self and his wife because of life insurance 
annuities. These later years, he de- 
clared, “have become the brightest in 
our lives, simply because we had the 
good fortune to look ahead to our fu- 
ture.” 





Glasgo in Columbus Talk 


Forest L. Glasgo of Columbus, a lead- 
ing producer for Business Men’s Assur- 
ance, will be the speaker at the luncheon 
of the Columbus Association of A. & H. 
Underwriters March 19. 


The annual meeting of the Ohio Farm 
Bureau companies will be held in Co- 
lumbus April 1. 








Ralph R. Lounsbury, President 
W. J. Sieger, V. P. & Supt. of Agencies 


Pass the Ammunition 

















Our job at the Home Office is to make sure our 
agents on the “firing line” have “what it takes” to 
guarantee success. In addition to the regular “run 
of the mine” policies, they are equipped with mod- 
ern, streamline, salable contracts designed to meet 
the needs of present day conditions. 


A constant flow of new, improved sales material 
guarantees a continuance of enthusiasm which is so 
essential to the success of all field men. 


A close personal relationship, an understanding of 
the problems of the men in the field, together with 
a liberal commission scale, will make this fighting 
year of 1943 even more profitable for Bankers 
National agents. 
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President Williams 
Entertains Mr. Farley 
at Cincinnati Luncheon 


Charles F. Williams, president West- 
ern & Southern Life, entertained James 
A. Farley, former chairman of Demo- 
cratic national committee and former 
postmaster general at a luncheon 
Wednesday in Cincinnati. The presence 
of John W. Bricker, Ohio’s Republican 
governor at the occasion, among some 
75 other prominent business leaders 
from southern Ohio, caused considerable 
political comment locally. Mr. Wil- 
liams, however, has given similar lunch- 
eons for Mr. Farley heretofore and has 
followed the practice of having the gov- 
ernor of Ohio in attendance on these 
occasions. Mr. Farley remained in Cin- 
cinnati Wednesday night for the annual 
dinner of the Friendly Sons of St. Pat- 
rick. 


Managers and C.L.U. Men 
Entertained by Wardwell 


Chartered life underwriters and mem- 
bers of the General Agents & Manag- 
ers division of the Life Underwriters 
Association of Peoria, Ill., enjoyed an 
address and a social evening at the 
home of C. T. Wardwell, Peoria, gen- 
eral agent Connecticut Mutual Life. 
Frank Mayne, manager trust depart- 
ment Central National Bank & Trust 
Co., Peoria, spoke on “Trust Work and 
Taxes as Applied to Present Day 
Problems.” 

He stressed the importance of flexi- 
bility in estate planning, enough to per- 
mit the owner to make needed changes, 
and the setting up of a plan to meet 
changing requirements or emergencies 
of beneficiaries. He emphasized the 
necessity of subordinating tax savings 
to other needs of the estate owner, and 
said no estate plan should be adopted 
purely from a tax savings point of 
view. He anticipates a tax program 
which will serve to level wealth but 
also result in more middle-sized es- 
tates, offering more opportunities for 
service in estate planning. 





Young Says Statements 
Should Be Revealing 


C. W. Young, president Monarch Life 
of Springfield, Mass., spoke before the 
3oston Life & Accident Claim Associa- 
tion. Commissioner Harrington was pres- 
ent, also Irving T. F. Ring, general coun- 
sel State Mutual Life; John M. Powell, 
president Loyal Protective Life, and P. 
E. Tumblety, vice-president Empire 
State Mutual Life, New York City. 
Mr. Young referred to the fact that this 
is a day when annual statements are 
being scanned and studied. As a meas- 
ure of security in the lives of policy- 
holders he said the annual statements 
have vast significance. He said that 
while. companies were improving their 
merchandising technique phenomenally 
they were failing to call public attention 
to the way in which privately operated 
companies are daily doing the security 
job better and cheaper than is possible 
in any other way. 


Alberta Life Fund in Red 


EDMONTON, ALTA.—The new life 
branch of the provincial government’s 
insurance department, which went into 
operation at the beginning of 1942, 
shows insurance in force at the end of 
the year of $373,997. Operations for 
1942 resulted in an excess of expendi- 
ture over revenue of $6,415. All pre- 
liminary organization expenses are in- 
cluded in the expenditures. 








Roberts to Speak in Iowa 


Roy Ray Roberts, State Mutual Life. 
Los Angeles, N. A. L. U. trustee, will 
address local associations in Sioux City, 
Council Bluffs, Shenandoah, Burlington, 
Ottumwa, Ft. Dodge, Ames, Mason 
City, Marshalltown and Dubuque, Ia., 
winding up at Kansas City March 29. 


Service Best Way to Meet 
Government Encroachment 


Courtesy and efficiency in personal 
service is the best way to meet the 
tendency toward government encroach- 
ment on the insurance business, Fred 
M. Exline, Columbus manager of Con- 
necticut General Life, told the cashiers 
association there. 

“Private enterprise must be efficient 
or it goes broke,” Mr. Exline said. “The 
only way a private enterprise can make 
money is to serve the public as well as 
its competitors, or better.” 

The company and its representatives 
are not giving the policyowner a single 
thing or item of service, Mr. Exline de- 
clared. “He pays for all he gets. Of 
course, policyowner demands for cer- 
tain forms or service or attention may 
be excessive, but after all, if he is will- 
ing to pay for it in decreased dividends 
or increased rates, provided his de- 
mands are within reason, then meet 
them.” 

He also urged sympathetic under- 
standing and cooperation for the agents 
from the cashier. Without agents, no 
company would need cashiers, he said. 

Telephone calls can be burdensome, 
but they save time and transportation 
these busy days and probably will in- 
crease in number. Each call should be 
regarded as a personal interview. The 
greeting, questions, answers and fare- 
well should carry a smile and a quality 
of genuineness. 

On the matter of correspondence, he 
characterized letters from life insurance 
offices as frequently cold and heartless. 
“Most of them read as though they had 
been dictated by an Eskimo at the 
North Pole, using ice water for ink and 
signed with an icicle.” 

He said that a conversation is per- 
sonalized and he urged putting the 
same personal quality into letters. 





War Heroes Speak in N. Y. 


NEW YORK—Two war heroes, 
Corp. Barney Ross of the marine corps 
and Joseph Kriss, coast guard machin- 
ists’ mate, second class, spoke at a Red 
Cross rally of 4,000 employes of New 
bay Life. They were interviewed by 

J. O’Connell, field secretary. Other 
pe Bi were G, L. Harrison, president, 
G. S. Van Schaick, vice- -president, who 
is regional director of civilian defense, 
and F. F. Gates, Red Cross field director. 





Northwestern Mutual Leaders 


Victor M. Stamm & Associates, M:l- 
waukee agency of Northwestern Mutual 
Life, led in both the number of lives 
and amount of insurance paid for in 
February. Leader in personal produc- 
tion in both lives and amount was Dr. 

E. Albright, Milwaukee. His total 
for February was more than 300 lives 
for nearly $1,700,000, part of which was 
placed with the Stamm agency and the 
remainder with Northwestern Mutual 
general agencies in several other cities 
from coast to coast. 





Directors in Charge 


The directors of the different depart- 
ments of the Insurance Accounting & 
Statistical Association, which will hold 
its annual meeting at the Edgewater 
3each Hotel, Chicago, April 22-23, are 
as follows: Life section, I. H. Wagner, 
comptroller Business Men’s Assurance, 
Kansas City; casualty, F. T. Jones, per- 
sonnel director Continental Casualty; 
fire, C. S. Jones, statistician Indiana 
Lumbermen’s Mutual; publications, D. 
L. Eilers, treasurer World of Omaha; 
publicity, C. S. Cadwell, superintendent 
tabulating department Minnesota Mu- 
tual Life; research, G. T. Westwood, as- 
sistant secretary American Automobile 
of St. Louis. 





For 30 years Fred W. Hoch, Marion, 
O., agent of Ohio State Life, has been 
telling applicants for insurance to sign 
their “John Henry here.” The other day 
he actually did sign up John Wallace 
Henry for a policy. 
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Conn. Mutual 
Offers Income 
Replacement Form 


A contract designed to provide in- 
demnification against loss of income 
occasioned by premature death has been 
brought out by Connecticut Mutual Life. 
It is known as the income replacement 
policy. Decreasing term insurance sim- 
ilar to the family income plan, but with- 
out the attached basic policy, makes the 
arrangement possible. It is a high pro- 
tection, low premium contract, contain- 
ing unusual and flexible features. 

The policy provides for a monthly in- 
come to the beneficiary beginning at the 
death of the insured and continuing to 
the policy anniversary nearest the bene- 
ficiary’s age selected at the time the 
policy was issued. The minimum con- 
tract will be for two units or $20 
monthly income and will be available in 
two forms, one to provide income pay- 
ments only, the other to permit a com- 
muted value option to the beneficiary. 














FORTY-ONE LIFE UNDER. 


WRITERS FROM IND., ILL., 
KY., AND OHIO ATTENDED 
THE INVITATIONAL THREE- 
DAY PURDUE WORKSHOP 
FOR ADVANCED UNDER- 
WRITERS LAST WEEK. 

* * * 
SPONSORED BY PURDUE 
UNIV., and under the direction 
of Alden Palmer, the meetings 
were in the form of panel discus- 
sions of practical field problems. 

eo 
LOUIE GRIMM, New England 
Mutual, Chi., did an outstanding 
job leading the Pension Trust 
discussion, the most popular of 
the agenda. 

* ok 


“We who have been successful in 
writing pension trusts make the 
procedure mysterious. It isn’t. 
It’s just a matter of understand- 
ing several fundamental points 
and working through a few cases. 
Corporation dollars are the cheap- 
est dollars today, and there are 
enough pension trust prospects in 
any territory to keep a life insur- 
ance man calling night and day 
for a year. Go after them.” 
a 

WE WERE SO IMPRESSED 
by what Louie had to say about 
the possibilities in the market for 
the average man that we're al- 
ready at work on a simple, prac- 
tical pension trust manual. 


PAUL SPEICHER 
Managing Editor 
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The contract may be converted ¢ 
regular insurance without evidence of 
insurability at any time prior to 10 years 
before the expiry date if the insured 
is not over 60 years of age. The policy 
is participating and the monthly income 
payable in the event of death will be 
increased by surplus interest earnings 
above the guaranteed rate of 2% per- 
cent. 


Three Primary Purposes 


The company states that the policy 
has three primary purposes: 

Income replacement for the widow 
until age 65 affords a natural tie-up with 
social security benefits. 

The policy lends itself admirably to 
the programming of insurance estates, 
for agents will now be able to super- 
impose a long term family income agree- 
ment on any and all of the insured’s 
existing insurance. This is a_particu- 
larly important feature where the policy 
proceeds can be retained at interest for 
application at a later date to a life in- 
come option. 

When the duration of the policy co- 
incides with the period over which a 
mortgage is to run, the policy affords an 
effective low-cost plan to cancel the 
mortgage indebtedness. 

Samples of the rates at various ages 
for different expiring dates are shown 
here: 
ni det 
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Retirement Income Revised 

The retirement income policy of Con- 
necticut Mutual now carries $1,200 in- 
surance, with income guaranteed for 100 
months. Premiums and values have 
been increased, the maturity values now 
being: Male at 55, $1,975; at 60, $1,750; 
at 65, $1,540; female at 55, $2,205; at 
60, $1,975; at 65, $1,750. At the same 
time, premiums on the guaranteed en- 
dowment annuity were also increased to 
provide the $10 monthly life income. 
Death benefit on this contract is pre- 
miums paid in the early years and the 
cash value in later policy years. 

The settlement option providing in- 
terest income now guarantees an inter- 
est rate of 2 percent, but a rate of 3.4 
percent is being paid during 1943 on 
policy proceeds. The life income option 
has been recalculated and now agrees 
with Table 271 of the “Little Gem Life 
Chart.” 

The new retirement income and guar- 
anteed endowment annuity rates follow: 


yuar. 

nd. Ann 

Retirement Income at 

Male Female at 60 

at at at at 65 Fe- 
60 65 55 60 Male male 

Age $ $ $ $ $ $ 
10 25.387 21.44 33.72 29:25 15.23 23.21 
15 29.14 24.14 39.84 31.49 18.06 27.76 
20 34.07 27.59 48.02 37.02 21.60 33.58 
25 40.65 32.09 59.31 44.41 26.13 41.22 
26 42.23 33.16 62.08 46.19 27.19 43.03 
27 43.92 34.29 65.07 48.08 28.30 44.96 
28 45.72 35.48 68.29 50.11 29.49 47.01 
29 47.66 36.76 71.78 52.28 30.74 49.21 
30 49.73 38.12 75.56 54.61 32.07 61.57 


He ee en Sige re 4 er designed to absorb surplus spending 
33 56.95 42:76 89.12 62.73 36.59 59.74 Power during the war production boom, 
34 59.76 44.52 94.54 65.89 38.30 62.85 with the premium rate for five years at 
+4 seit ets Sees ee 66.27 approximately what it would be for 20 
e . . ‘. ‘ 49.00 . «VU, 4 | . se 
37 69.74 50.65 114.58 77.10 44.21 74.07 life, then dropping to a low whole life 
88 73.71 53.02 122.89 81.56 46.49 78.49 rate. ‘ 
= ieee ae Me Heed 86.46 ee He The premium rate after five years is 

2: 58.§ 2.90 91.87 651. .65 aa - 
41 $8.22 61.39 155.10 97.86 54.50 94.52 @Pproximately only 40 percent her that 

94.17 64.70 169.20 104.55 57.67 101.21 payable during the five years, although 
eee st Seah Sere: Sines teen trees he MROUNEE Seay Cet Ge end of five 

: "288 205.23 120.5 185 116. : rs 5 

45 116.88 76.66 228.68 130.10 69.01 126.26 Years to continue paying — a 
46126.67 81.51 .... 141.12 73.64 137.36 premium for a limited number of years, 
pe tee gt oe Mares 150.38 varying with age at issue and to have 

51. LoL 68.68 84.60 165.29 : : aie : 
49 166.75 99.78 186-28 90.99 18315 @ Paid up life policy at the end 2 this 
50 185.53 107.50 207.41 98.43 204.50 period. Or the insured may elect, if 
51 .... 116.32 .... 107.07 .... the limited payment life option is 
4 Lg anus chosen, to continue paying the same 
54 152.22 142.86 premium after the end of the limited 
55 168.95 159.49 payment period until the policy matures 


Union Central Issuing 
Premium Reduction Form 


Union Central has brought out a 
premium reduction life policy which is 


as an endowment. Two other options 
are regular paid up insurance and ex- 
tended insurance non-forfeiture options 
available at the end of the fifth year. 
The extended insurance and other non- 
forfeiture values in the early years are 
especially desirable due to the fact a 








Thirty-Fifth Annual Statement 
of 


_ Southland Life_— 


Insurance Co. 


December 31, 1942 
ASSETS 


Cash in Banks and Office........ 


$ 1,777,107.37 





Total Paid Policyholders and Beneficiaries Since 
Organization 











INSURANCE CO. 


arnt IVOrtece OURS: «56... sc cc cerebro eee om 7,526,103.60 
CE Pan 02), a eR eee 127,800.00 
Policy Loans and Premium Notes secured by Legal 
yt eee a rr oar 8,568,580.59 
United States Government Bonds........ $6,621,252.53 
Texas Municipal Bonds.................. 3,982,442.03 
Industrial and Miscellaneous Bonds...... 1,623,071.52 12,226,766.08 
hCG ner ee yee CRIN eon ita Cere rare agen 174,673.75 
Premiums Deferred and in Course of Collection......  1,176,383.84 
Rois See MITES, 5. 55.5 oissan tke oa ts New gions SOR 1,500,000.00 
CON ECU ea eee 4,586,332.06 
Balance Due on Properties sold under Contract....... 104,471.88 
Interests and Rents Due and Accrued................ 214,780.44 
NISCONGRAGUBTINGRONS: 6. <nccs oe dclnes eG RRO ON ke 2,778.12 
LC 1 aOR ne een A i Eee ee eee a ee ee $37,985,777.73 
LIABILITIES 
legal Reserve son Poucies. 5. canes ee $34,939,088.00 
Reserve for Installment Death and Disability Claims 803,025.00 
Death and ‘Disability Claims Reported, no proofs 
SOS ie aS RS oe ENN, oe ee 158,336.00 
Premiums, Interest and Rents Paid in Advance...... 303,636.36 
Reserve for Taxes and Other Liabilities.............. 149,431.61 
Policy Dividends held at Interest or payable in 1943 49,780.47 
Accrued Expenses and Commissions................ 32,211.12 
Contingency Reserve .................... $ 550,269.17 
Capital Stock and Unassigned Funds.... 1,000,000.00 1,550,269.17 
10). 0 Ei Nai ian ees EME eaters nen en Cemetery $37,985,777.73 


INSURANCE IN FORCE, $191,169,331.00 
$42,571,402.00 
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sum larger than normal for such a type 
of contract has been taken initially. 

Limits of amount of insurance are 
the same as under the regular ordinary 
life policy. Age limits are 10 to 65. If 
the disability rider is added the pre- 
mium will be changed at the end of 
five years, the amount of the changed 
premium depending upon the insured 
selecting either premium reduction or 
limited payment life option, but if at 
the end of the limited payment life pe- 
riod insured continues paying premiums 
to mature the policy, disability will be 
canceled. 

If double indemnity rider is added 
the premium will remain the same 
throughout the life of the contract, if 
insured pays reduced premiums begin- 
ning at the end of five years, but will 
be increased if he elects the limited 
payment life option, and the rider will 
be canceled if he elects to mature the 
policy as an endowment. His double 
indemnity reserve accumulated at end 
of limited payment life period will be 
paid to policyholder in cash upon such 
cancellation. 

Premium rates for this contract with 
the automatic option reducing premium 
after five years are: 


For For For 
5 There- 5 There- 5 There- 
Age yrs. after yrs. after yrs. after 
$ $ Age $ $ Age $ $ 


10 22.54 13.65 29 32.16 19.64 48 57.28 34.59 
11 22.81 13.87 30 33.76 19.89 49 58.78 36.18 
12 23.68 13.96 31 34.37 20.45 50 62.94 36.77 
13 23.98 14.20 32 35.00 21.04 51 64.64 38.55 
52 66.43 40.45 


14 «24.28 14.46 33 35.66 21.67 52 

15 24.60 14.72 34 36.34 22.33 53 68.31 42.50 
16 24.93 15.00 35 38.29 22.66 54 73.46 43.14 
17 26.26 15.29 36 39.05 23.39 55 75.59 45.43 
18 25.61 15.59 37 39.84 24.17 56 77.84 47.89 
19 26.70 15.73 38 40.67 25.00 57 84.07 48.41 


20 27.08 16.06 39 43.01 25.39 58 86.62 51.16 
21 27.48 16.41 40 43.94 26.31 59 89.32 54.13 
22 27.90 16.77 41 44.90 27.29 60 92.19 57.33 
23 28.32 17.15 42 45.92 28.33 61 99.99 57.61 
24 28.77 17.55 43 48.76 28.80 62 103.26 61.19 

30.09 17.74 44 49.90 29.96 63 106.73 65.06 
26 30.58 18.18 45 51.10 31.20 64 110.44 69.27 
27 31.09 18.64 46 54.49 31.72 65 120.28 68.90 
28 31.62 19.13 47 55.84 33.10 


Sun Life Dividends 
for Ensuing Year 


The scale of dividends to be paid by 
the Sun Life of Canada on policy anni- 
versaries falling due between April 1, 
1943, and March 31, 1944 is a 10 percent 
reduction for that in effect in 1942. 
These dividends at illustrative ages on 
three leading policies accompany this 
announcement. 

Dividends Actually Payable, Per $1,000, 


April 1, 1943 to March 31, 1944 (Without 
income disability) OM (5) 3% Reserve. 


ORDINARY LIFE 


Age 25 30 35 40 45 55 
oe 21.25 24.20 27.90 32.65 38.90 57.95 
2 3.69 3.94 4.13 4.34 4.67 5.20 
3 3.74 4.00 4.10 4.41 4.75 5.31 
4 3.77 4.04 4.26 4.48 4.83 5.43 
5 5.72 6.14 6.46 6.82 7.38 8.31 
6 3.86 4.15 4.37 4.62 5.00 5.65 
7 3.91 4.19 4.44 4.70 5.09 5.76 
8 3.95 4.26 4.50 4.77 5.18 5.88 
9 4.01 4.381 4.57 4.84 5.27 5.99 
10 4.05 4.37 4.64 4.92 5.86 6.10 
11 4.10 4.42 4.70 5.00 5.45 6.20 
12 4.15 4.49 4.77 5.08 5.54 6.32 
13 4.20 4.55 4.83 5.16 5.63 6.43 
14 4.26 4.61 4.91 5.24 5.72 6.53 
15 4.31 4.66 4.99 5.82 5.80 6.63 
16 4.37 4.73 5.06 5.40 5.89 6.74 
17 4.42 4.80 5.138 5.48 5.98 6.84 
18 4.48 4.86 5.20 5.56 6.07 6.93 
4 4.54 4.92 5,27 5.64 6.16 7.03 

r FOF Fro r 7409 
Fat: 26 4.59 5.00 5.35 5.72 6.25 7.13 


Divs. 80.12 86.44 91.77 97.50 106.02 120.41 
20 Payment Life 20 Year Endowment 
Age 25 35 45 25 5 45 
47.20 55 


ao v0 
Frems. 30.70 37.35 49.15 51.00 55.55 





2 3.12 3.58 4.25 312 3.53 4.19 
3 3.20 3.68 4.37 3.28 3.68 4.27 
3 3.29 3.78 4.48 3:44 3:83 4142 
5 5.04 5.82 6.90 5.39 5.99 6.88 
6 3.45 3.99 4.73 3.76 4116 4.74 
7 3.54 4.10 4.86 3.93 4.33 4191 
8 3.63 4.21 4.99 410 4/50 5.09 
9 3.73 4.33 5.13 4.29 4.69 5.27 
10 3.83 4.45 5.27 4:48 4/88 5.45 
11 3.93 4:57 5.40 467 5.07 5.64 
12 4.03 4.69 5.55 4.89 5.27 5.85 
13 4.14 4:82 5.71 5 5.48 6.05 
14 4.26 4.96 5.85 5.71 6.27 
15 4.37 5.09 6.01 5.93 6.49 
16 4.49 5.23 6.17 6.17 6.72 
17 4.62 5.38 6.35 6.41 6.98 
18 4.74 5.54 6.53 6.67 7.24 
19 4.88 5.69 6.71 6.93 7.51 
20 5.01 5.85 6.90 7.22 7.80 
Tot. 2 
Divs. 77.30 89.76 106.16 92.74 100.45 111.70 


Mutual Life Raises 
Endowment Annuity 
and Other Rates 


The endowment annuity contract of 
Mutual Life of New York has been re- 
vised to provide face amount of $1,500 


instead of $1,250 as heretofore. Pre- 
mium rates and non-forfeiture values 
have been increased. Maturity cash 


values to provide $10 monthly life in- 
come, 120 months certain are: Male at 
55, $1,212.39; at 60, $1,968.50; at 65, $1,- 
739.13. Female at 55, $2,469.14; at 60, 
$2,212,39; at 65, $1,968.50. New premi- 
ums. at indicated maturity ages are 
shown in the table below. Premium 
rates have also been increased for the 
retirement income policy which pro- 
vides a death benefit prior to maturity. 
A slight increase has been made in the 
rates for the term portion of the family 
income policies. 

PREMIUM RATES PER $1,000 
(PARTICIPATING ) AM. EXP. 3% 


Retirement Endowment Fam. 
Income Annuity Inc, 
Age Age Age Age Age 20 
6 65 60 Fe- 65 60 Fe- Year 
Male Male male Male male Plan 
Age $ $ $ $ $ $ 
0 26.08 19.77 29.31 27.82 33.73 ... 
15 30.68 23.04 34.48 31.08 38.59 ... 
20 36.52 27.10 41.04 35.25 44.93 ... 
21 37.87 28.04 42.57 36.22 46.43 24.70 
22 39.81 29.01 44.17 37.25 48.00 25.20 
23 40.82 30.04 45.88 38.34 49.67 25.73 
24 42.42 31.12 47.68 39.47 51.45 26.27 
25 44.12 32.26 49.58 40.67 53.34 26.85 
26 45.92 33.46 51.61 41.94 55.35 27.47 
27 47.83 34.73 53.76 43.30 57.49 28.13 
28 49.87 36.06 56.05 44.73 59.78 28.83 
29 52.04 37.48 58.49 46.24 62.25 29.58 
30 54.37 38.98 61.10 47.87 64.88 30.40 
31 56.86 40.57 63.90 49.68 67.70 31.27 
32 «6-59.53 42.26 66.90 51.41 70.74 32.22 
33 62.40 44.06 70.13 53.388 74.03 33.24 
34 65.50 45.98 73.62 55.47 77.57 34.35 
35 68.86 48.03 77.39 57.71 81.41 35.55 
36 72.50 50.23 81.48 60.12 85.60 36.85 
37 76.46 52.59 85.94 62.70 90.16 38.24 
38 80.79 55.13 90.80 65.50 95.14 39.75 
39 85.54 57.87 96.14 68.50 100.60 41.38 
40 90.78 60.84 102.02 71.78 106.64 43.14 
41 96.57 64.05 108.53 75.31 113.32 45.03 
42 108.01 67.55 115.77 79.18 120.75 47.08 
43 110.21 71.38 123.87 83.39 129.06 49.29 
44 118.33 75.58 132.99 87.99 138.39 51.68 
45 127.54 80.20 143.34 93.07 149.02 54.26 
46 138.08 85.31 155.18 98.70 161.16 .... 
47 150.24 91.00 168.86 104.93 175.17 
48 164.45 97.37 184.82 111.88 191.46 
49 181.25 104.54 203.71 119.70 210.69 . 
50 201.43 112.68 226.39 128.51 233.75 
51 -- 121.99 eeee 138.54 ica 
52 132.74 . 150.04 
53 145.29 - 163.38 
54 160.13 . 179.04 
> 177.96 - 197.70 


Non-Medical Change 
by Reliance Life 


Reliance Life announces that juvenile 
risks commencing with actual six 
months of the insured are now accept- 
able on the non-medical basis as a re- 
gards both the insured and purchaser 
un to $2,500. The non-medical limit on 
male lives between ages 15 and 40 is in- 
creased to $5,000. 

Hereafter non-medical may be writ- 
ten on applicants residing in rural ter- 
ritory and in towns and cities of less 
than 100,000 population. The age limits 
for regular insurance are from 10 to 40 
inclusive in the case of men and in the 
case of single women regularly employed 
away from home. Commencing with 
age 15 the company will consider up to 
$5,000 on male lives and $2,500 insur- 
ance on single women who qualify on 
the non-medical basis. Below age 15 
the company will consider up to $2,500. 


Other Rules Are Made 


All plans of insurance will be con- 
sidered on the non-medical basis except 
term including term expectancy, mort- 
gage redemption and income replace- 
ment. In general where the purchaser 
of a juvenile policy is applying for any 
waiver benefits in connection with 
such he will be considered for these 
benefits on a non-medical basis pro- 
vided he would be eligible for non- 
medical insurance on his own life and 

(CONTINUED ON LAST PAGE) 








FIELD UNDERWRITER 


by One of a 
James E. Rutherford series of 
Exec. Vice Pres., statements 
National Association of by national 
Life Underwriters leaders 





. . . He is the individual American’s financial coordi- 
nator, the financial physician who blends the life insur- 
ance he markets with Social Security, government life 
insurance and other property in a full and workable 
financial program for the citizen. That is his major 
job, and his other activities stem from it. He is a sales- 
man and a service-man but above all, he is a guarantor 
of future opportunities. 


. . . The by-products of his work have a profound 
effect on the American financial scene, even though 
they are not his major tasks or duties. It is inspiring for 
the life underwriter to know that the premiums result- 
ing from his work are pouring into the government's 
war effort through the purchase of U. S. Government 
bonds. It is heartening to feel that his work contributes 
mightily to avoiding the threat of inflation. It is en- 
couraging to see the dollars he is helping people to 
save go pouring into war industries. 


. .. The skills his knowledge of salesmanship and 
marketing give him have enabled him to play a major 
role in the civilian war effort. He knows how to in- 
stall salary savings plans for war bond sales; he knows 
how to advise members of the armed forces on their 
financial problems. But these tasks, which he performs 
faithfully and competently, are only a part of the work 
done by this guarantor of future opportunities. 


. . . No person on earth would labor as hard and as 
long as he does merely for money. He is a master 
painter of a glowing future, and like the great artist 
that he is, a great reward is the joy he gets from his 
work. Sixty-eight million Americans rely upon him. By 
entrusting to him the shaping of their own financial 
futures and those of their loved ones, they have de- 
clared his importance beyond all ability of expression. 


Reprints will be gladly furnished by the Home Life Insurance Company of 
New York, which has offered this space to leaders in the life insurance 
fraternity in the interest of properly appraising the value of Field Under- 
writing in war-time America. It is hoped that this series will prove beneficial 


to Field Underwriters of this and all companies. Ethelbert Ide Low, Chairman 
of the Board; James A. Fulton, President, William P. Worthington, Vice 
President and Superintendent of Agencies. 
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_AeNATIONAL UNDERWRITER 








EDITORIAL 


COMMENT 





The U.S. Beveridge Report 


The report of the National Resources 
Planning Board which has been 
President Roosevelt's desk for the past 
several months has now been transmitted 
to Congress. It is known that this re- 
port had been prepared some time ago 
and had the President's desk. 


A number of trial balloons had been re- 


on 


been on 
leased that gave some pretty clear hints 
of what the contained. 
were statements attributed to a 
the National 
Board,” and other 
“it is alleged the report says” 

Secretary of 
who had 
champions of the 


report There 
“spokes- 
Plan- 
the 


man of Resources 


ning articles of 
type. 
Labor Frances Perkins 
most ardent 
to the 


began to take a 


been one of the 


cradle erave 


social security scheme, 
other 
that apparently the coun- 


Was not ready for a 


moderate — stand, 


things stating 


more among 


try system of tem- 
porary disability benefits. She expressed 
the opinion that perhaps the unemploy- 
ment should 
insurance against 
any including 


compensation feature be 
amended to 
absenteeism 


disability. 


include 
from cause 
there were re- 
leases indicating that the administration 
leaned to the idea of providing insurance 
and total disability 
temporary disability cov- 
At least some observers inferred 
that the administration had decided not 


Then some 


against permanent 
and omitting 


erage. 


to go all the way from cradle to grave 
in its progam. 
Now that the report has been trans- 


mitted to those who are in- 
terested in the immediate issue of exten- 
sion of the social security act are trying 
to divine whether there is any signifi- 
cance in the fact that the full text of the 
planning board report on the question 


Congress 


of government participation in business 
after the war, demobilization of the 
armed forces, etc., was given to Con- 


gress whereas the material relating to 
amendment of the social act 
summarized. Those who 
expected the administration to come out 


security 
was merely 
with a clearly defined program of social 


security were startled to find that this 


feature of the report was really sub- 
merged and that a dozen or so other 
major issues were wrapped up in the 


same package. 

One impression has developed and it 
is that the that 
while it lends itself to in- 
terminable hall debate it is not 
the sort of thing that can be translated 
into immediate 


program is so cosmic 
admirably 
town 
legislation. Administra- 


tion critics have even gone so far as to 


that the report calculated 
to give thie public a topic for discussion 


charge was 


that will help to take its mind off ration- 
ing troubles, taxes, etc. 

It is bewildering for anyone that is 
immediately interested in the issue of 
whether to extend the social security act 
to include persons not now covered and 
to extend the benefits to include tem- 
porary and permanent and total disabil- 
ity to keep his eyes on that subject 
when it is coupled with such proposals 
as for government partnership with busi- 
ness in the aircraft industry, etc. It 
seems to us that the social security act 
proposals themselves were of sufficient 
moment to justify being isolated for pur- 
poses of discussion and the fact that 
they are not may imply that the adminis- 
tration does not really expect congres- 
sional action on*them in the near future. 
The administration may deliberately be 
avoiding a showdown on specific ques- 
tions and rather inviting the public and 
Congress to engage in prolonged bull 
sessions with the expectation that even- 
tually out of all the talk the common 
consciousness may come to rest on some 
policy that can be popularly championed. 

If that is the correct assumption then 
those in the insurance business should 
certainly be among the leaders in 
cussing the issues and undertaking to 
guide public opinion. To them it is a 
question of a good deal more than aca- 
demic interest because extension of so- 
cial security will have a definite effect 
one way or another upon the insurance 
business. The effect upon the insurance 
business would be governed by the de- 
gree to which social security is extended. 
A good many believe that the old age 
and survivors benefits have been a 
definite sales advantage to life insurance. 
Others, however, disagree, that 
ever since the social security act was 
passed the sales of life insurance have 
been declining. Of course those of the 
latter belief may be guilty of the post 
hoc propter ergo hoc fallacy. 


dis- 


saying 


Some believe that extension of social 
security to include temporary disability 
benefits might even stimulate the sale 
of accident and health insurance but the 
majority of the actual practitioners seem 
to be convinced that such a move would 
be a blow to that line of insurance. 
There is certainly a point beyond which 
social security benefits and taxes could 
not be extended without destroying the 
and some 
to bear 
against 
extension of security on the 
theory that any would be 
merely a stepping stone to a completely 


voluntary insurance system 
believe it is necessary to bring 
the influence 


any 


most determined 
social 


expansion 


socialized and compulsory program. 

It is unfortunate that the question is 
projected just as this time when the 
consideration of it is bound to be ex- 
ceptionally heated and on an emotional 
plane. It threatens carried into 
the presidential political contest, which 
will prevent the issue from being illu- 
minated dispassionately. There are also 
brought into the discussion irrelevant 
and distracting considerations such as a 
slogan to the effect that we mustn’t let 
the boys down by having them come 
home from war without a social security 
program set up for them. As a matter 
of fact, when the boys come home we 
doubt very much that they will be so 
much wanting federal compensation for 
their old age and for disability as they will 
want a good job now and, if the elders 
who are at home decide to embark the 
country on a vast new program of this 
kind, won't it be for the benefit, first of 
all, of the elders themselves who will 
be drawing down benefits stemming 
from the production of the boys now 
in uniform? 


to be 


There is a school of social planners 
who immediately jump to the conclu- 
sion that if distress could be alleviated, 
hardship removed, economies made 
possible by government action, then the 
government should do it. These people 
are sincere but their underlying theory 
is dangerous that just because a thing 
is good the government ought to do it. 
It apparently does not occur to them 
that the remedy may be worse than the 
disease. They do not take into con- 
sideration the possibility of such im- 
ponderables as the disintegration of 
moral and spiritual fiber that might 
ensue, the loss of personal integrity, loss 
of independence and initiative when in- 
dividuals are invited when beset with 
trouble to ask: “How much I can get 
out of the government?” rather than 
facing the problem and striving to rise 
above it. 

It is difficult for those who are appre- 
hensive about the consequences of a 
compulsory social security program to 
assert themselves without being accused 
of being hard hearted, impervious to 
personal suffering, seeking to preserve 
vested interests, etc. The insurance in- 
terests in England that have attempted 
to outline their opposition to certain 
features of the Beveridge report have 
been subjected to vicious abuse and have 
been consigned to the selfish corner. 

We believe it is perfectly proper and 
important for insurance companies that 
do have a stake in the outcome to ex- 
press themselves. After all on them has 
rested the moral responsibility of provid- 
ing social security on a voluntary basis. 
They have constituted an integral and vi- 
tal part of the free enterprise system and 
they have every right and indeed would 





March 19, 1943 


be remiss in their duty if they did not 
speak their mind. It is important, how- 


ever, that insurance men train their 
thinking and utterances along funda- 
mental lines. The tendency should be 


avoided for one class of company to 
wash its hands of the subject because 
some specific proposal does not jeopard- 
ize its business and another type of 
company that sees destruction of its par- 
ticular line in enactment of a 
proposal basing its opposition 
own peculiar circumstances. 
companies would lose influence in the 
discussion if they should adopt the policy 
sight unseen any 


certain 
its 
Insurance 


on 


of condemning 
posal to extend social security benefits. 
On the other hand, we believe it is a 
mistake for responsible insurance lead- 
ers that do have convictions based upon 
solid considerations of public policy to 
refrain from expressing themselves. 


pro- 


One approach to the problem that ap- 
peals to us is, among other things, to 
test the desirability of any specific pro- 
posal for extending social security bene- 
fits by the question: Is this a field 
which the people are unable to help 
themselves individually or through pri- 
vate enterprise? We doubt whether it 
it is also necessary to ask: If this is 
a field in which the people are able to 
help themselves, have they in the past 
handled the problem through private 
enterprise as perfectly as could be done? 
Because, before saying the government 
ought to do it the people should be 
given an opportunity to try to do it bet- 
ter for themselves. 

It would be unwise, we believe, for the 
insurance companies to say that in all 
fields they have done the most perfect 
job possible, that the government could 
do no better and that the people are 
better off under the system as it has 
been practiced, for then they would be 
exposing themselves to the danger of 
a decision being made on the basis of 
their performance in every particular. 

The administration of the voluntary 
system can be improved and is being 
improved and we believe that the busi- 
ness should become even more imbued 
with a sense of social responsibility, 
with the necessity of spreading its wares 
more extensively and more economically 
especially to those elements of the popu- 
lation that are not regarded as sources 
of profitable business. 


When it comes to the matter of help- 
ing people in those fields in which they 
are unable to help themselves individ- 
ually or through a voluntary system, 
then considerations are involved which 
to the insurance man are little different 
from the considerations to any other 
citizen and in that direction he perhaps 
has no greater right to be heard nor is 
it more incumbent upon him to speak 
than for any other citizen. 
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Robert E. Henley, executive vice- 
president and general counsel of Life 
of Virginia, and Mrs. Henley are re- 
ceiving congratulations upon the birth 
of their first grandchild, Robert Henley 
Lamb, born to Lieut. (jg) Brocken- 
brough Lamb, Jr. and Mrs. Lamb, who 
is the former Miss Norvell Louise Hen- 
ley. The baby’s paternal grandparents 
are Judge Brockenbrough Lamb of the 
chancery court of Richmond and Mrs. 
Lamb. 

Arthur C. Wood of the Oklahoma City 
branch of New York Life has completed 
1,044 weeks of consecutive production. 
He has produced business every week 
since he started with New York Life 
more than 20 years ago. 

Robert A. Judd, until recently one of 
the Chicago managers of Phoenix Mu- 
tual, will move to Seattle April 1 where 
he will be in personal production work 
attached to the Phoenix Mutual Seattle 
office. 

L. O. Schriver, Peoria, Ill., general 
agent Aetna Life, was master of cere- 
monies at a program held in East 
Peoria when Caterpillar Tractor Co. 
was awarded the army-navy “E” flag 
before a crowd of about 30,000 persons. 

Charles J. Schmitz, former president 
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of the Life Underwriters Association of 
Northern New Jersey, has started his 
25th year of service with the Newark 
agency of Provident Mutual Life. A. 
F. Gillis, general agent, celebrates his 
21st anniversary with the company 
March 27. 


Guy D. Randolph, general agent New 
England Mutual, Cincinnati, has been 
appointed chairman of the Hamilton 
county war savings staff. He has dis- 
tinguished himself in the drive to sell 
war savings bonds as chairman of the 
Cincinnati payroll allotment committes. 
In this capacity he has acted as head ot 
200 volunteer workers, nearly all of 
them members of the Cincinnati Life 
Underwriters’ Association. 

Judd C. Benson, general agent Union 
Central, has been appointed chairman of 
the payroll allotment committee and will 
now supervise the sale of war bonds 
through the payroll deduction method in 
Cincinnati. He succeeds Mr. Randolph. 
Mr. Benson has been actively assisting 
Mr. Randolph for some time. 

Peter M. Fraser, executive vice-presi- 
dent of Connecticut Mutual Life, has 
just completed his 25th year with that 
company. He started as office boy for 
a life company in New York, became a 
field supervisor, then in 1918 joined Con- 
necticut Mutual as Brooklyn, N. Y., gen- 
eral agent. Mr, Fraser was drafted to 
the home office as executive vice-presi- 
dent. The anniversary was observed at 
a luncheon at which directors and offic- 
ers were hosts to Mr. Fraser. President 
J. L. Loomis and J. B. Byrne, president 
Hartford Connecticut Trust Company, 
expressed felicitations. 

W. W. Kuenther, superintendent of 
District 3 of Prudential in Los Angeles, 
has completed 25 years with the 
company. He started with Prudential 
in Buffalo. He took his present post 
in Los Angeles three years ago. 

F. S. Kaszas, purchasing agent at the 
Canadian head office of Metropolitan 
Life, has been loaned to the Canadian 
government as administrator of office 
supplies in the Wartime Prices and 
Trade Board branch. 

E. A. Roberts, who has resigned as 
vice-president and general counsel of 
Minnesota Mutual Life to become presi- 
dent of Fidelity Mutual Life, will be 


* * 


PLANNED FOR 
AMERICA’S SECURITY 


ICTORY GARDENS sprouting up 

all over the land have been planned 
for security—to safeguard the well-being 
of each member of the family. 


The Guardian Life’s Special Preferred 
$5,000.00 Policy has been planned for a 
similar service. Geared to the times—de- 
signed to fit today’s conditions, this Pol- 
icy offers greatest protection during the 
“growing-up years”—when children are 
young and wholly dependent. And it pro- 
vides this protection for loved ones, at 
the lowest possible cost. 


THE GUARDIAN LIFE 
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New York City 


A Mutual Company Established 1860 
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Men in the service (or going in) get 
speedy action in their dealings with State 


Mutual. Agents are provided with a 
special RUSH sticker and whether it's a 
letter, request for dividends, application 
for loan or what not, the moment it reaches 
the Home Office, it gets priority attention. 
That is how it should be. Agents, too, 
like this super-service to their clients in 
uniform. Wouldn't you? 


State Mutual Life Assurance Company 
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] ? 
given a farewell party by officers and 
employes of Minnesota Mutual March 


23. His resignation with the Minnesota 
company ts effective March 31. 

O. J. Arnold, president of Northwest- 
ern National Life, has been named on a 
group of northwest business leaders to 
head a regional bond selling campaign 
for the treasury in April. 


Gifford T. Vermillion, manager of 
Mutual Life of New York in Chicago, 
and Mrs. Vermillion announced the en- 
gagement of their daughter Ann Tanner 
Vermillion to Lieut. Robert L. Boyd, 
who is stationed at Camp Robinson, Ark. 
Miss Vermillion is a graduate of Mil- 
waukee-Downer seminary and attended 
Pine Manor Junior college, Wellesley, 
Mass. Lieut. Boyd is a graduate of 
Culver military academy and was called 
into service from Brown University 
where he completed two years of his 
edu ation 


Joseph H. Reese, home office general 


agent of Penn Mutual Life, has been 
appointed director of civilian procure- 
ment for the Philadelphia Air Defense 
Wing, first fighter command. A _ re- 
cruiting campaign has been started to 
enlist 1.000 volunteers in the army’s 
auxiliary aircraft warning service. 


DEATHS 


Gerald F. Provencher, 40, Springfield, 
Mass., assistant manager of John Han- 
cock Mutual Life, died at his home in 





West Springfield after several months 
illness. He had been active in the 
Springfield Life Underwriters Associa- 
tion. 


Fred J. Stalker, 85, 
assistant manager of Metropolitan Life 
who retired in 1921 after 27 years of 
service, died in his home in Pittsburgh. 
He was also noted as a wood carver. 


B. Scott Blanton, Charlotte, N. C., 
manager of Phoenix Mutual Life, died 
after nearly 30 years’ continuous service 
with that company. He served on sev- 
eral important committees of the Na- 
tional Association of Life Underwriters 
and contributed much to promotion of 
the bond between life agents and trust 
company officials. He also was _ in- 
fluential in creation of the American 
College of Life Underwriters and estab- 
lishment of C. L. U. designation, for 
which he qualified in 1938. 

Mr. Blanton joined Phoenix Mutual at 
Charlotte in 1914, became supervisor in 
1922, and manager of the agency in 1923. 
One of his associates tops the company’s 
honor roll of consecutive weekly pro- 
ducers, while the combined app-a-week 
record of the Charlotte agency agents 
exceeds by a wide margin that for any 


former Pittsburgh 


other Phoenix Mutual agency. He 
drafted his son B. Scott, Jr., into the 
business on a career basis. The son is 
on temporary leave of absence, serving 
as a lieutenant in the navy. 

Dr. W. C. Exton, 67, director of Pru- 
dentia)’s laboratory for 29 years, died 
March 12. He also had charge of the 
longevity service. Dr. Exton practiced 
medicine in New York City from 1901 
to 1906 and from then to 1916 was 


engaged in special practice and research 
in urology. He was a graduate of Col- 
lege of Physicians and Surgeons, Colum- 


bia University, and did postgraduate 
work and research in Vienna, London 
and Paris. He was the inventor of 
many diagnostic devices. In 1933 he 


devised a method for obtaining accurate 
data on the hemoglobin content of red 


blood cells. He was the recipient of 
the Burdick memorial medal of the 
American Society of Clinical Pathol- 


ogists and had written many papers on 
preclinical medicine, longevity and clin- 
ical pathology. 

Thomas R. Dann, 51, Angeles 


Los 


district manager of Business Men’s 
Assurance, died suddenly after an ill- 
ness of two days. Mr. Dann had been 
associated with the B.M.A. since 1926, 
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C. L. Scott, ies: Mutual 
General Agent, Is Dead 








SCOTT 


CHARLES L. 


Charles L. Scott, 62, general agent for 
Massachusetts Mutual Life in Kansas 
City, died at his home there. He had 
been ill for the past five years, but had 
not wholly relinquished business activ- 
ity until last August. 

Aside from the operation of a success- 
ful general agency and the production 


of a large amount of personal busi- 
ness, Mr. Scott was nationally known 
among insurance men for his associa- 


tion activities. He produced more than 
$1,000,000 of personal business for sev- 
eral years. 


He joined Massachusetts Mutual in 
Kansas City in 1903 as cashier of the 
mortgage loan and life insurance de- 


partments. In 1906 he became general 
agent in partnership with the late J. H. 
Hocker. He went to Chicago in 1912 
as general agent for Guardian Life, but 
eight months later returned to Kansas 
City as general agent for Massachusetts 
Mutual, a position he held continuously 
until his death. In 1941 he was joined 
in the agency by Arthur D. Lynn, for- 
mer assistant director of agencies at the 
home office, and the general agency be- 
came known as Scott & Lynn. 


Active in Organization Work 


Mr. 
the National 


Scott was active in the affairs of 
Association of Life Un- 
derwriters. He obtained the National 
association convention for Kansas City 
in 1925 and was elected a vice- -president 
at the meeting there. Illness in 1927 
caused him to decline the presidency 
which was offered to him by the nom- 
inating committee at Atlantic City. He 
was a national committeeman from Kan- 
sas City for many years. 

Instrumental in the founding of the 
American College of Life Underwriters, 
he had been a trustee since the incep- 
tion of the C.L.U. in 1927. His con- 
tribution of $500 was the first offered 
for the Edward A. Woods foundation for 
the college, 

Even after illness forced a_ partial 
relinquishment of business activity, he 
continued to be active in the local and 
state associations and was an influential 
and effective committeeman on legisla- 
tion and other general policy matters. 

He was president of the Massachu- 
setts Mutual Agents Assoc iation in 1924, 
and that vear helped organize the com- 
pany s general agents’ association, a 
group he headed in 1930. 

He was first president of the Kiwanis 
Club of Kansas Citv and a few years 
ago was made an honorary life member. 


He was active in other church and civic 
groups, and was a director of the Sal- 
vation Army. His son, C. William Scott, 


was associated with him in the business. 


addition to his supervisory re- 
had qualified on his per- 


and in 
sponsibilities 


sonal aiden as a member of the 


honor clubs each year. 


E. H. Perry, 52, one of the leading 
agents of the James H. Cowles agency 
of Provident Mutual Life, died at his 
home in Whittier, Cal., from a heart 
attack. He had been with Provident 
Mutual 27 years, and had more Provi- 
dent insurance in force than any other 
agent of the company on the Pacific 
Coast. 


Mrs. Dorothy Jacobs, 46, wife of Ken- 
neth Jacobs, Milwaukee general agent 
of Connecticut Mutual Life, died at her 
home in Milwaukee after a long illness. 

Lyle O’Connor, 53, for 17 years with 
the M. A. Carroll agency of Northwest- 
ern Mutual Life at Oshkosh, Wis., died 
there after an illness of several months. 
He was a half million producer. 


Frank T. Dwyer, 67, for 36 years 
northwestern Ohio general agent at To- 
ledo of Columbus Mutual Life, died 
there. 

Miss Clara M. Fredericks, secretary 
of the old Columbia Life of Cincinnati 
which was reinsured in the Ohio Na- 
tional in 1940, died last Friday. ‘She 
spent some 30 years with the Columbia 
and was well known as an outstanding 
woman executive. 


Harry McGuire, 63, district 


manager 
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at Emporia, Kan., for Mutual Life died 
unexpectedly. Last year he was a 
candidate for state senator and in 1928 
he was drafted as a candidate for pro- 
bate judge. He joined Mutual Life 
after having been superintendent of 
schools in various Kansas communities 
for 18 years. 


Commander Ralph C. Lowes, Jr., 
former Peoria insurance man who was 
chief of staff of the amphibian forces, 
Pacific combat division, stationed at 
San Diego, died in a San Diego hos- 
pital. It is understood he was stricken 
at sea, and died shortly after he ar- 
rived at the hospital. He graduated 
from Annapolis in 1919, and from June 
of that year to October, 1922, served as 
ensign on combatant ships. Following 
his resignation, he became associated 
with his father, who was state manager 
for Lincoln National Life. Later Com- 
mander Lowes was appointed general 
agent at Peoria for Ohio State Life. 





Average Earnings $5,265 in ‘42 


Franklin Life finds that during 1942 
its leading 100 agents averaged earn- 
ings of $5,265. For the entire agency 


group whose earnings were reported to 
the commissioner of internal revenue 
for tax purposes, the average income 





—FLASH-— 


TO THE MEN IN THE FIELD 


for last year was $3,598. 





stature. 


quality men. 


$200,000,000 STRONG 


There was cause for celebration at Commonwealth Life last week. 
Insurance in force passed the $200,000,000-mark, and that's a mile- 


stone indicative of the company's consistently growing prestige and 


To Commonwealth fieldmen go the lion's share of credit. 


Fortified by an aggressive, cooperative and determined spirit in 
the field, we are already looking forward to the day when we can 


say we have another hundred million of quality business built by 
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MORTON BOYD, PRESIDENT 





Commonweaitn 


HOME OFFICE LOUISVILLE 

















LIFE INSURANCE EDITION 





March 19, 1943 


13 








NEWS OF THE COMPANIES 





Emerson Loses 
United Services 
Proxy Fight 


S. H. Emerson, president of United 
Services Life of Washington, D. C., 
who was ousted from office some time 
ago but who remained as a director, 
made an aggressive proxy campaign in 
an effort to be reelected a director but 
he was unsuccessful and hence is no 
longer a director. He got out a 
printed statement to stockholders mak- 
ing a number of allegations. The man- 
agement has prepared answers to those 
statements. 

Mr. Emerson in his letter stated that 
for the past 14 months United Services 


Life has added no new premium in- 
come. To this the management stated 
that from the inception of United 


Services until the writing of new busi- 
ness was discontinued, the acquisition 
cost for new business was 148.12 per- 
cent of first year premiums. At this 
rate the company would have had to 
use about $48 of surplus for every $100 
of new premium income required. Ac- 
cordingly the writing of new business 
was temporarily discontinued in order 
to build up surplus. 


Emerson Statements Challenged 


_Mr. Emerson stated that United 
Services during the past 14 months has 
lost more than $1,385,000 of business. 
The management states that the actual 
loss of insurance in force in 1942 was 
$1,406,024 while the loss in 1941 under 
the former management was $3,721,000. 
_Mr. Emerson stated that the opera- 
tions of the company should have been 
done by not more than four persons but 
that from 12 to 16 have been used. The 
management states that the present 
staff numbers eight persons which is an 
absolute minimum for the proper servic- 
ing of the business. 

Mr. Emerson stated that under his 
administration in 1941 $19,996,000 of in- 
surance was sold increasing the pre- 
mium income by more than $497,000. 
The management states that the actual 
increase in premium income was about 
$382,882. Many companies discon- 
tinued writing new insurance without 
any war clause on the lives of officers 
of the armed services early in 1941 and 


practically all had discontinued such 
practice by July 31, 1941. United 
Services Life, however, wrote about 


$19,000,000 of insurance without a war 
clause on the lives of officers in 1941 
of which $12,000,000 was written dur- 
ing the last half of the year despite the 
fact that, because of the probability of 
this country entering the war, such 
business should not have been accepted. 
Mr. Emerson stated that the home 
office salary cost during 1942 has been 
equal to that of 1941. The management 
States that such costs were $21,870 in 
1942 as compared with $38,003 in 1941. 


Legal Expense Brought Up 


Mr. Emerson stated that the legal 
expenses increased over those of 1941 
by more than 502 percent. The man- 
agement states the legal expenses in 
1941 were $2,050 and in 1942, $7,360, an 
increase of 359 percent. Practically all 
of the 1942 expense was necessitated by 
the acts of the former managers. 

Mr. Emerson stated that last 
when Leigh C. Fairbanks was nomi- 
nated for the presidency he said he 
could not take it at that time and that 
Mr. Fairbanks’ personal attorney re- 
ceived more than 90 percent of the 
“exorbitant legal fees paid out during 
1942.” The management states that 
Neil Burkinshaw, the general counsel, 
received 64.5 percent of the legal fees. 
To the charge that there has been il- 
legal withdrawal of funds by certain 


year 


individuals, the management states that 
this is completely untrue. 

“Rather,” Mr. Emerson declared, 
“than see litigation... damage our 
company so that Merritt B. Curtis, 
president, O. R. Leverett, secretary, 
and Mr. Fairbanks may not be in a 
position to use company funds to de- 
fend themselves against actions for per- 
sonal libel and damage to me, I agreed 
not to institute action against them for 
the duration of the war... .” The man- 
agement states that it knows of no such 
agreement ever having been made be- 
tween Mr. Emerson and any officer or 


director. ; 
Mr. Emerson stated that a_ suit 
brought by F. E. Talley, a former 


salesman, has resulted in a judgment in 
his favor. The management states that 
no judgment was rendered. The jury 
returned a verdict in favor of Talley 
and the court subsequently set it aside 
and granted a new trial. The date for 
a retrial has not been determined as 
yet. 

Thomas F. Bourke, who was until 
recently vice-president of American 
Standard Life of Washington, is now 
connected with United Services Life. 


Southland Life's 
Progress Is Shown 


DALLAS — Continued progress of 
Southland Life was reported by W. C. 
McCord, president, at the annual meet- 
ing. He reported a gain over 1941 in 
insurance in force, bringing this to $191,- 
169,331, and announced that favorable 
progress had been made since the first 
of the year. 

Three new directors were elected: S. 
G. Gernert, president First Taylor Na- 
tional Bank, Taylor, Tex.; Dr. C. D. 
Judd, professor and director department 
of government, Texas State College for 
Women, Denton, Tex., and W. S. 
Mosher, president Mosher Steel Com- 
pany, Houston. 

John P. Walker, Jr., was advanced 
from assistant secretary to secretary; 
W. R. Montgomery, from assistant 
treasurer to treasurer; T. Dalton, W. L. 





Candler, and Leslie Sutherland were 

elected assistant secretaries, and J. D. 

Churchill, assistant actuary. 

Santa Fe National and 

Guarantee Reserve Merge 
Santa Fe National Life of Albu- 


querque, N. M., and Guarantee Reserve 
Life of Fort Collins, Col., have been 
merged. The new company, the Guar- 
antee Reserve Life, will have its home 
offices in Fort Collins. It is operating 
in Colorado and New Mexico. A stock 
company, it writes life, accident and 
health and industrial business. 

V. G. Brown, president of Guarantee 
Reserve Life, continues as head of the 
merged company, and B. B. Helmick, 
formerly treasurer of that company, 
continues in that capacity. T. W. Lam- 
kin, secretary of Santa Fe National, is 
secretary of the new company. 

The figures as of Dec. 31, 1942, of the 
merged company show assets of $1,175,- 
723, capital $175,840 and surplus $59,307. 
Insurance in force was $8,624,069 as of 
Dec. 31, 1941. Santa Fe National has 
been operating since 1931 and Guaran- 
tee Reserve Life since 1940. 


Unity Life & Accident 
Celebrating Anniversaries 


Unity Life & Accident of Syracuse, 
N. Y., is celebrating a double anniver- 
sary this month. First is the birthday 
anniversary of President E. R. Deming, 
honoring him for 25 years of service. 
Then Unitv itself is celebrating its 40th 
anniversary. It is putting on a home 
front campaign in March. On the first 


day of March applications totaling over 
$800,000 were received and placed on 
President Deming’s desk. 

S. N. Randall and Secretary L. J. Bag- 
ley have completed “flying circus” visits 
to Buffalo, Utica, Albany, Newburgh, 
New York City, Brooklyn, Newark, 
Philadelphia and Pittsburgh where get- 
together meetings were held. March 
will undoubtedly be the biggest month 
in the company’s history. 





Union Life Reports 


Union Life of Chicago reports $109,- 
221 assets and $49,345 surplus at the 
end of 1942. Life premiums totaled 
$449,774 and accident and health pre- 


miums $19,281. Life policyholders 
were paid $65,317 and accident and 
health claims totaled $1,198. Total in- 


come was $470,517 and total disburse- 
ments $390,745. Life insurance in 
force totals $34,757,141, a $5,622,336 1n- 


crease, while $22,957,248 in new life 


insurance was written. 


Report on Self Help of Chicago 


Self Help Assurance of Chicago, an 
assessment legal reserve life company, 
as of June 30, 1942, had assets $243,995 
and surplus $173,800, according to the 
report of an examination by the IIli- 
nois department. The examiners state 
that claims are settled promptly and in 
full accordance with the terms of the 
certificate and general administrative 
expenses are low and acquisition costs 
moderate. A. J. DeBoer, the secretary, 
is the principal operating officer. Par- 
ticipating policies are issued with rates 
and values computed on the American 
experience table with interest at 3% 
percent, Illinois standard. Much of the 


business is on the monthly debit basis. 
and 


Insurance in force was $6,094,275 
there were 21,436 members. 








If you should stop to talk to a Connecticut General 
man as he starts out in the morning, you’d quickly find 
that he has a complete outline for a satisfying and profit- 


able day’s work. 


This, in part, 
personal planning 
men are trained to 


is probably due to his own careful, 
because Connecticut General 
work that way but, in addi- 


tion, he has undoubtedly made full use of Connecticut 


General’s planned 


prospecting methods. These unique 


methods are a far cry from “‘cold-turkey” calls and hit or 
miss list building. Connecticut General’s program is based 
upon carefully controlled principles that show in deta! 
where and how to seek prospects, and exactly what to cd 
to turn them into buyers. 


This is the practical type of reconnaissance that as- 


sures progress. 


eral’s continuing training program 


Add to it the effect of Connecticut Gen- 


and timely 


sales promotion material that carries real punch 
and you see why a Connecticut General man can count on 
a satisfying and profitable day. 


LIFE 
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Life Insurance, Accident and Health Insurance, 
Salary Allotment Insurance and Annuities, All 
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LIFE AGENCY CHANGES 





Gygli in Cleveland 
for the Berkshire 


Robert P. Gygli has been appointed 
general agent of Berkshire Life in Cleve- 
land. Joseph Loebe, who has been gen- 
eral agent there and served the company 
54 years, is retiring. 

Robert Loebe, who has been associ- 
ated with his father in the Joseph Loebe 
& Son agency in Cleveland for the past 
10 years, has been appointed associate 
general agent and will continue with 
the Gygli agency. 

Mr. Gygli entered the business in 
Cleveland on graduation from Colgate 
University in 1923 and has served suc- 
cessfully in various field capacities—per- 
sonal producer, agency supervisor and 
general agent. Prior to his Cleveland 
appointment Mr. Gygli served as gen- 
etal agent in Columbus, O., for the 
Penn Mutual. 


McCance and C. G. Shepard 
to Operate Hartford Agency 


Joseph T. McCance has been named 
a partner with C. Gilbert Shepard to 
operate Shepard & Co., Hartford gen- 
eral agency of Aetna Life, which was 
headed by Mr. Shepard’s father, Charles 
E., Shepard, until the latter’s death last 
December. 

A native of Pittsburgh, Mr. McCance 
graduated from Yale in 1928 and became 
associated with Shepard & Co. He has 
qualified for every Aetna Life regional 
meeting and attained membership in the 
Life Leaders’ Club for the last 15 years. 
He is a director and former president 
of the Connecticut Association of Life 
Underwriters and is a former director 
of the Hartford association. He be- 
came a C, L. U. in 1939. 

Mr. Shepard was born in Hartford 





Mont. Manager of Bankers, 
Ia., Is Well Qualified 








EK. H. TRANDUM 


E. H. Trandum, who has taken over 


as agency manager in Montana for 
Bankers Life of Iowa, succeeding the 
late J. J. Gleason, has been a member 


of the company’s Montana agency since 
March, 1941, and prior to his appoint- 
ment as agency manager had been ac- 
tive in a supervisory capacity in a wide 
territory surrounding Billings. 

Mr. Trandum’s experience includes 
almost 20 years in successful life insur- 
ance sales and supervisory activities in 
Montana. He served two consecutive 
terms as president of the Montana Life 
Underwriters Association in 1940-41 
and he has been active in public and 
legislative service. 


and graduated from Yale. He joined 
Aetna Life in 1913. After serving with 
the army in the last war, he was named 
Aetna Life general agent in New Haven 
in 1919. In 1923 he was taken into 
partnership by his father in Hartford. 

Mr. Shepard is a former president of 
the Hartford General Agents & Man- 
agers Association. 





Overholser Named Assistant 
Manager by English 


Jay Overholser has been appointed as- 
sistant manager in the Chicago agency 
of Bankers Life of Nebraska, associated 
with General Agent Howard E. Eng- 
lish. Mr. Overholser was drafted into 
the business more than seven years ago 
by Mr. English, going with Reliance 
Life. They worked closely together for 
a number of years in selling and agency 
work. 

Mr. Overholser will have general 
agency building and supervisory duties, 
and also will develop brokerage busi- 
ness. The brokerage department has 
greatly expanded since Mr. English took 
hold and the agency tripled its paid 
volume last year. 





Knapp Des Moines Manager 
of Mutual Benefit Life 


R. B. Knapp, production manager for 
the A. V. Youngman agency of Mutual 
Benefit Life, New York City, will be- 
come manager at Des Moines, succeed- 
ing J. H. Leaver, who becomes general 
agent at St. Louis April 1. 

Mr. Knapp entered the business in 
1932 at Cleveland and was appointed su- 
pervisor there for Mutual Benefit in 
1938. He was educated at Cleveland. 





Loder Agency Organizer in 
Omaha for Mutual Life 


Paul V. Cottingham, Omaha manager of 
Mutual Life, has appointed Merle Loder, 
district manager at Lincoln, agency or- 
ganizer, working out of the Omaha 
office. He takes the place made vacant 
by the transfer of Grant O. Q. Johnson 
to Indianapolis as manager. Mr. Loder 
will be succeeded as district manager at 
Lincoln by David J. Stavland, who has 
been in the Lincoln office for five years. 

Mr. Loder began life insurance work 
while in school and was _ successively 
with two Lincoln companies for several 
years. In 1937 he went with Mutual Life 
and soon became district manager. He 
was an associate member of the National 
Field Club four times and in February 
completed the qualifications for full 
membership. 

Mr. Loder is now president of the 
Lincoln Life Underwriters Association. 
In his new field he will have jurisdiction 
over most of Nebraska and seven west- 
ern Iowa counties. 





Thompson with Youngman 
As Sales Promotion Manager 


R. B. Thompson, sales promotion 
manager of Mutual Benefit Life since 
1936, has joined the A. V. Youngman 
agency, New York City, as associate 
general agent. He joined the company’s 
Newark agency in 1933 on leaving the 
advertising business and entered the 
home office agency department three 
years later. He has been primarily re- 
sponsible for sales promotion work. 





Vice-president Lloyd at 
Boston Induction Ceremony 


Vice-president John A. Lloyd of 
Union Central Life, who resigned re- 
cently as Ohio insurance superintend- 
ent, was guest of honor in Boston for 
the opening of the second general 
agency in the city, when Manager T. L. 
Fowler, former home office man, was 


installed. Mr. Fowler is a native of 
Farmington, Me., and a former Boston 
life insurance man. Commissioner 
Harrington of Massachusetts, J. M. 
Woodhouse, senior local manager of 
Union Central Life; M. L. Buchanan, 
president Boston Life Insurance & 
Trust Council; B. S. Collins, assistant 
vice-president Old Colony Trust Co.; 
George Twigg, V. L. Mason and H. A. 
Smith of the new agency were pres- 
ent. The office is at 60 Congress street. 
A reception was held in the afternoon. 





Hughes N. Y. Life Agency 
Director in Des Moines 


Willard W. Hughes, whose entire life 
insurance career has been with New 
York Life, has been named agency di- 
rector in Des Moines, succeeding Charles 
F, Adams. 

Mr. Hughes started with New York 
Life as a clerk in Kansas City and later 
obtained his first contract there. From 
Kansas City he went to Omaha as 
agency director and from there to Pitts- 


ao 


urgh. 

While Mr. Adanis is retiring as agency 
director, after being with the company 
since 1903, he continues as an agent in 
the Des Moines office. He has served 
New York Life in Calgary and in Sioux 


GETTING IN 


Falls, S. D., and went to Des Moines 
in 1914. 


Moore Is Named W. Va. 
General Agent by Aetna 


P. O. Moore, assistant general agent 
for Aetna Life in Oklahoma City since 
1940, was appointed general agent at 
Wheeling, W. Va., for the entire state. 
L. E. Huffman, general agent at 
Charleston, asked to be released from 
supervisory duties to devote all his time 
to personal business and Mr. Moore will 
supervise that territory. 

Mr. Moore joined Aetna Life at Min- 
neapolis as a group representative in 
1930 and become supervisor in 1934. He 
had charge of group and workmen's 
compensation insurance for Owens-Illi- 
nois Glass Company 1936-1940. He was 
educated at Staunton Military Academy 
and University of Illinois. 








Franklin Names Buck at 
Peoria; Jaggers, Ft. Wayne 


J. J. Buck has been appointed home 
office supervisor for northern Illinois 
for Franklin Life with headquarters in 
Peoria. Mr. Buck started in the busi- 
ness in 1921 at Waterloo, Ia. Lately 
he has been with John Hancock Mu- 


GETTING RESULTS! 


at 


a policy. 


It's a complete sales idea.. 


The Union Mutual's Juvenile Plan is more than 


=> Our 


Direct Mail letter and child's Height and Weight 


Record Chart gets you in. ma» Our wide selection 


of Juvenile policies gets results. aaj» Why shouldn't 


they? Our payor clause covers disability as well as 


death. We allow parent's control to age twenty-one. 


We offer our Educational Option. a> 


Last week 


one out of every five Union Mutual life policies were 


Juveniles. maj» Let us show you how to get results. 


Drop a line to Rolland E. Irish, president. 
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tual, at gp te and then Peoria. 

Fred C. Jaggers is the new associate 
general agent in Ft. Wayne, Ind., 
to fill the vacancy created when John 
D. Haynes went into the navy air 
corps. Mr. Jaggers has had extensive 
experience in the investment field, and 
has represented Franklin in a_ sales 
capacity. 


Florian to Acacia in Toledo 


Robert E. Florian, formerly assistant 
to Charles E. Spencer, Toledo general 
agent of Penn Mutual Life, has been 
named manager in Toledo of Acacia 
Mutual Life. He succeeds Elsworth E. 
Reid, who became Toledo general agent 
of New England Mutual when H. P. 
Gravengaard left to become associate 
editor of Diamond Life Bulletins. Mr. 
Florian is now first vice-president of the 
Toledo Association of Life Under- 
writers. 





Powell Corpus Christi Manager 


Thomas Powell has been appointed 
manager at Corpus Christi, Tex., to su- 
pervise the Gulf coast area and Rio 
Grande valley section of Texas by Se- 
curity Life & Accident of Denver. James 
S. Baldwin, assistant superintendent of 
agencies, installed Mr. Powell, being ac- 
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companied by W. Lee Baldwin, presi- 
dent... Mr. Powell formerly was asso- 
ciated with Southland Life, but resigned 
early this year. 


Metropolitan Canadian Shifts 


Arthur J. Brown is transferred from 
Timmins to manager of Metropolitan 
Life in Niagara Falls, Ont. He succeeds 
David Mennie, who is transferred to 
Guelph, Ont., as manager. 


Sawyer Returns to Aetna Life 


O’Brien Sawyer, who recently re- 
signed as general agent in Los Angeles 
of Northern Life of Seattle, has re- 
joined the Wilmer M. Hammond agency 
of Aetna Life there as assistant general 
agent. He occupied that position for a 
number of years. 


Jefferson Standard in Topeka 


Jefferson Standard Life is opening a 
Kansas office in Topeka with Grover 
Monroe, formerly of Tulsa, as man- 
ager. Offices will be at 602-4 National 
Bank of Topeka building. Miss Ruby 
Ingraham, traveling auditor, assisted in 
the opening and organization work. 





Dunkak in New Seattle Post 


William H. Dunkak has joined the 
Joseph P. Mulder agency of Mutual 
Life in Seattle as agency organizer. He 
formerly held a similar position with 
Mutual Life in Chicago. 


Ralph L. Low Is Promoted 

SAN FRANCISCO—Ralph L. Low, 
manager of the life department of Cra- 
vens, Dargan & Co. here for the past 
three years, has been promoted to asso- 
ciate general agent. Cravens, Dargan 
is general agent for Connecticut Gen- 
eral Life. 


Claris Adams, president of Ohio State 
Life, spoke before the Kit Kat Club in 
Columbus on “Beveridge and _ Boot- 
straps.” 


An office of Home Beneficial Life to 
serve six northwest Tennessee counties 
has been opened in Mufreesboro, Tenn., 
with J. E. Wright in charge. 


COMPANY MEN 


Dr. Doak Medical Director 
of Great Southern Life 


Directors of Great Southern Life 
elected Dr. N. P. Doak, Houston, Tex., 














DR. N. P. DOAK 


as medical director at the annual meet- 
ing. He has been associate medical di- 


rector for 12 years and acting medical 
director for the last year. 

President E. P. Greenwood in his an- 
nual report to stockholders stated in- 
surance in force, assets and surplus were 
greater than ever before in the com- 
pany’s history and it was growing 
steadily. 





Vice-president Peek Resigns 


I. D. Peek has resigned as vice-presi- 
dent of Palmetto State Life of Columbia, 
S. C. He will now devote his entire 
attention to the West Charleston Cor- 
poration of Charleston, S. C., an insur- 
ance and real estate office. He has been 
in the insurance business 25 years and 
helped organize Palmetto State. He 
served as superintendent of agents and 
four years ago was made vice-president. 
His residence has been in Charleston. 





Harris Vice-president of Volunteer 


Will G. Harris, Jr., with Cosmopolitan 
Life at Memphis since last April, and 
before that for 12 years an examiner of 
the Tennessee insurance department, has 
been named vice-president of Volunteer 
State Life. 


Ask your company for the Little Gem 
Life Chart, when requesting your up-to- 
date reference book—it gives much more 
information. 











ASSETS 


BONDS ceveeceeeee $30,175,854.00 
$12,967, 933. 24 in U. S. Gov- 
ernment Bonds; $200,920.88 in 
Canadian Government and Re- 
public of Panama Bonds; $2,- 
990,146.60 in State, County, 
Province and Municipal Bonds; 
$10,744,743.76 in Public Util: 
ity and Industrial Bonds; $2,- 
691,756.41 in Railroad Bonds; 
$342,199.00 in Stocks. Interest 
accrued $238,154.11. Valued as 
provided by the National Con- 
vention of Insurance Commis- 
sioners. 

MORTGAGE LOANS ....... 
Including $11,575,516.63 First 
Mortgages on Real Estate and 
$8,422,145.76 F.H.A. Insured 
Mortgages. Interest Due and 
Accrued $84,122.71. 

LOANS on POLICIES... 
Including par Due and Ac- 
crued $32,357.29. 

REAL Bp cele ac 
Including Home Office Build- 
ing $637,850.48. Property sold 
under Land Contract $1,200,- 
266.71 and all other properties 
$7,730,077.02. Rents Due and 
Accrued $3,737.77. 

PREMIUMS —Net. ............00.00... 
Deferred and in Course of Col- 
lection, 

CASE oc... 
In Office and on Deposit in 
Banks. 


20,081,785.10 


7,611,986.94 


9,571,931.98 


1,424,438.97 


Less Crepirt BaLances IN Mis- 
CELLANEOUS ASSETS 


ADMITTED ASSETS........... 


11,548.70 
.. $72,444,011.62 





SALES MEETS 


Seven Leaders Are 
Honored at Rally 


The “Home Front Offensive” cam- 
paign of National Life of Vermont con- 
ducted during the last three months of 

1942 met with good success, it was re- 
ported at a meeting in the home office at 
which the company entertained the seven 
top producers in the drive. These were 
Clyde Welman, general agent, Memphis; 
A. L. Beck, general agent, Buffalo; M. J 
Sutkin of the Detroit agency; F. B. 
Holloway of the Virginia agency; C. E. 
Ericson of the Pittsburgh agency; J. F. 
Miller of the Memphis agency; Samuel 
Dublirer of the Bender agency, New 
York City. Mr. Holloway was specially 
mentioned for writing 111% lives in the 
period, Oct. to Dec. 31. 


Slattery Conference Chairman 








Their rewards were the trips to the 
home office, welcome by chief executives 
and three days of entertainment and an 
educational conference. This included 
a trip up Mt. Mansfield in the chair ski- 
lift and a visit to the state house where 


DECEMBER 31,1942 


LIABILITIES 


POLICYOWNERS’ 
RESERVES ............... 


Present value of “aed, 
policies and annuity contracts, 
including disability and double 
indemnity benefits. 


. $60,045,177.00 


POLICYOWNERS’ FUNDS 
Present value of proceeds of 
policies, dividends, etc., left on 
deposit with the Company. 


9,208,160.00 


CRA iain 
Awaiting proof and not yet due. 


483,234.24 


MISCELLANEOUS 

IR} 1) A911 \. eee 
Including Taxes, Expenses, In- 
terest and Rents paid in ad- 
vance, etc. 


387,286.95 


PW OER MII secscesicarnttsasiisesesicest 597,237.84 


Apportioned for the year 1943, 
deferred dividends payable 
after December 31, 1943, and 
$23,237.84 dividends accrued. 


SPECIAL RESERVEG............ 


For Real Estate and Mortgage 
Account. 


687,823.43 


UNASSIGNED SURPLUS 


LIABILITIES AND SURPLUS er 
Es  ascsicdassiemamadines . $72,444,011.62 


1,035,092.16 


79 LIFE INSURANCE COMPANY 


Harrison L. Amber, President 
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they met Governor W. H. Wills, an in- 
surance man. 

D. Bobb Slattery, director of agencies, 
was in charge of the conference, assisted 
by F. L. Merritt, assistant director of 
agencies, and Karl G. Gumm, assistant 
superintendent of agencies. President 
Elbert S. Brigham and Vice-president 
Edward D. Field, who is in charge of 
agencies, spoke the first day. President 
Brigham discussed the financial state- 
ment, emphasizing the trusteeship and 
safety factors. Mr. Field said life insur- 
ance is more important today than ever 
and the wartime affords a challenge to 
everyone in the business to demonstrate 
the unexcelled benefits of life insurance 
in handling a family’s financial problems. 

Vice-president L. D. Meredith, treas- 
urer, and Vice-president D. C. Davis, 


here held by the executive committee, 
agency department and other department 
heads. 





Pacific Mutual Agency Schools 

A series of agency schools will be 
held by Pacific Mutual Life, with gen- 
eral agents from various points through- 
out the country in attendance for pe- 
riods of three weeks. Only a limited 
number will be present at any session, 
as it is intended that the work will be 
intensive and tutorial in nature. 

The course is under the supervision 
of W. M. Rothaermel, vice-president, 
with Carter Bryant, agency assistant, 
in charge of the detailed course of study. 
As each period of three weeks work is 
concluded, a new group of general 





National Leaders 
Participate in Tour 
of Nation 


Concentrated speaking trips by 17 of- 
ficers, trustees and former officers of the 
National Association of Life Under- 
writers in February and March, on which 
the national message was carried to more 
than 100 local associations in 25 states, 
was termed by Grant Taggart, president, 
as the largest concentration of speaking 
power in the history of the National 
association. Organizational activities and 
the wartime work of life agents were 
subjects discussed. 

Mr. Taggart explained that in past 
years it has been possible to discuss 
association work with members at con- 
gresses and regional conferences, but 
owing to transportation difficulties the 
association was forced to cancel such 
plans for duration. The present plan 
was conceived and is managed by H. A. 
Hedges, vice-president, general agent, 
Equitable Life of Iowa, Kansas City. 


Leaders Who Are Participating 


Association leaders who took part in 
the trips and the states they visited, 
were: Grant Taggart, Florida, California 
and northwestern states, in addition to 
his speaking tours as president; J. A. 
Witherspoon, Nashville, immediate past 
president, Missouri, week of March 22; 
H. A. Hedges, northern Illinois and 
western Ohio; W. H. Andrews, Jr., 
Greensboro, secretary, Oklahoma and 
Kansas; Judd C. Benson, Cincinnati, 
trustee, Alabama and Georgia; C. D. 
Connell, New York, trustee, Pennsyl- 
vania; E. J. Dore, Detroit, trustee, In- 
diana and eastern Ohio; P. J. Dunnavan, 
Minneapolis, trustee, northern Wiscon- 
sin; W. W. Hartshorn, Hartford, trustee, 
southwestern New York; P. B. Hobbs, 
Chicago, trustee, southern Wisconsin 
(April); C. H. Orr, Philadelphia, trustee, 
West Virginia; T. B. Reed, Oklahoma 
City, trustee, Nebraska; Roy Ray Rob- 
erts, Los Angeles, trustee, Iowa; Sidney 
Wertimer, Buffalo, trustee, Michigan; C. 
V. Anderson, Cincinnati, past national 
president, northern Illinois. 

L. O. Schriver, Peoria, past national 
president, southern Illinois, Mississippi 
and Louisiana (latter two states, week of 


March 29); J. G. Callahan, St. Louis, 
past national secretary, southern Illinois 
(with Frank Vesser, Missouri state presi- 
dent). 

Jul. B. Baumann, Houston, national 
trustee, and Ralph W. Hoyer, Columbus, 
trustee, were unable to take part in pro- 
jected trips because of illness. 


Offer Educational Courses 


Courses prepared by two leading life 
insurance services which will enable life 
agents to meet nationwide wartime re- 
strictions on travel and transportation 
are being sponsored for use in local 
associations by the National association, 
Roy Ray Hoberts, Los Angeles, chair- 
man education committee announced. 
One of the courses is entitled ‘“‘Selling 
Life Insurance Under War-time Condi- 
tions,” and the other “War Time Sell- 
ing.” These will serve as bases for 
clinics. The clinic plan is in operation 
in some associations, Mr. Roberts said. 





Penny Emphasizes Need 
for Broad Range View 


AKRON, O.—W. Stewart Penny, 
director of agencies Sun Life of Canada 
and chairman of the Sales Research Bu- 
reau. executive committee, emphasized 
the importance of taking a wide range 
point of view and of not being governed 
too much by local and more or less tem- 
porary conditions, at the monthly meet- 
ing. 

“You must not lose sight of the fact 
that the life insurance industry in the 
United States bought over $5,000,000,000 
worth of government bonds in 1942 and 
in that way materially helped the war 
effort,” he said. “In Canada, with a 
population of only 10,500,000, the insti- 
tution of life insurance purchased $450,- 
000,000 worth of government bonds. The 
life underwriters of Canada, even though 
there are only half as many as there 
were before the war, drop their work 
twice a year and during that time do 
nothing but sell Victory bonds for the 
Canadian government, giving, on the 
average, five to six weeks per year. 

“Tn Canada the 50 percent remaining 
agents are doing about 70 per cent more 
business than they did in 1929. In Great 
Britain about 50 percent of the Sun Life 
agents are in the war but the remaining 
50 percent are selling more than the en- 
tire force did before the war. The im- 








@ for personal production. 


Send full information to 








CLEVELAND -- PHILADELPHIA 


@ A good job is open in these cities for an experienced man | 
interested in supervisory work with a life and A. & H. 
agency. Interesting salary arrangement and ample time 
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RAINBOW'S 
Eno: 


Go make thy garden fair as thou canst, 

Thou workest never alone; 

Perchance he whose plot is next to thine 

Will see it and mend his own. 

—Elizabeth Rundle Charles 

The season of the year has come when the 
hand seeks the plow, the hoe and the rake, 
the pruning hook, the trowel and the spade. 
Garden time is upon us. What finer time of 
the year? As Charles Dudley Warner 
wrote in “My Summer in a Garden”: 

To own a bit of ground, to scratch it 
with a hoe, to plant seeds, and watch 
the renewal of life,—this is the com- 
monest delight of the race, the most 
satisfactory thing a man can do. 

This year, as never before, America is 
crying for gardens. Not merely to satisfy 
the eternal craving to get back to the earth, 
but to feed the peoples of the earth. 
Gardening, always glorious, has become 
patriotic. The Rainbow's End does not 
lead, this Spring, to any faraway Pot of 
Gold, but to the burgeoning seeds planted 
with loving care in a bit of earth. God's 


marvels are at Rainbow's End in a Garden. 
eS + 


The fool 
Contends that God is not— 
Not God! in Gardens! when the eve is 
cool? 
Nay, but I have a sign: 
*Tis very sure God walks in mine. 
—Thomas Edward Brown. 


That God once loved a garden 
We learn in Holy Writ; 
And seeing gardens in the Spring 
I well can credit it. 
—Winifred Mary Letts. 


One is nearer God's heart in a garden 
Than anywhere else on earth. 


—Dorothy Frances Bloomfield. 


In this second year of this War of Ag- 
gression, we who sit idly by and do not till 
the soil to feed ourselves, our neighbors and 
those far-flung starvers of the world, fail 
in our duty to man and to God. We can 
worship in a Garden as in a House of 
Prayer. Dante said it, six centuries ago: 


As for the leaves that in the garden 
bloom, 

My love for them is great, as is the 
good 

Dealt by the Eternal Hand that 
tends them all. 

Millions of us in America today are pray- 
ing, with Abraham Cowley of 300 years ago: 
“Ah yet! ere I descend to the grave 

May I a small house and large garden 
have. 
Seek out the right spot of ground, plant 
good seeds, water lovingly, cultivate assid- 
uously, harvest abundantly. A Rainbow's 


End of untold delight and value lies at our 
feet. 


ANKERSL/fe 
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portant factor is not how many agents 
there are but the attitude of the agents 
who are still actively in the business. 

“In the distance I think I can see 
from my observation post a major post- 
war demand for transportation, housing, 
etc. I can see nothing but a very bright 
future ahead for the life underwriter and 
the life insurance industry.” 





Tulsa Offers Service to Army 


The Tulsa Life Underwriters Asso- 
ciation has offered its services to Maj. 
Fritz Hatcher, head of the local induc- 
tion center, to talk with newly inducted 
service men in connection with Na- 
tional Service Life Insurance as well 
as any other problems they may have 
in regard to their present insurance. 

Edward L. Allison, chairman of the 
committee, held a discussion with the 
staff of Major Hatcher, and many 
questions were cleared up with the 
service men in attendance. 





Buffalo—Bernard L. Bushfield, Buffalo 
manager of the Retail Credit Company, 
will speak March 19 on “Surprisingly 
Yours.” 

Beaver Valley, Pa.—J. Douglas Ander- 
son, district manager in Pittsburgh of 
National Life & Accident, spoke on in- 
dustrial agents at a meeting in Roches- 
ter, Pa. 

New Castle, Pa.—Paul T. Bearer, 
agency organizer of Canada Life in 
Pittsburgh, spoke on “Looking For- 
ward.” 

Los Angeles—The southern California 
caravan of the Los Angeles association, 
will visit Santa Monica March 25. Ar- 
rangements are being made for a visit 
to Santa Ana at a later date. 

Chattanooga, Tenn.— Wilbur Nelson 


spoke on the “Keep Well Crusade.” He 
also made an address over a local radio 
station. 

Pittsburgh—A special study and sales 
training course will be held March 20- 
April 10. Speakers at the first meeting 
will be: Steacy E. Webster, Provident 
Mutual, chairman, “The Place of Life 
Insurance in a War Economy;” Frank C, 
Wiggington, Bankers Life of Iowa, “The 
Wartime Service of the Institute of Life 
Insurance;” Mr. Webster, “The Wartime 
Service of the Life Underwriter;” Alfred 
J. Lewallen, Mutual Benefit, ‘Locating 
Today’s Best Buying Market;” Wright 
McClure, Northwestern, “Changing Eco- 
nomic Conditions and Their Effects Upon 
Prospecting;” William J. Wright, Penn 
Mutual, “Specific Prospecting Plans 
Geared to Wartime Conditions.” 

Mobile, Ala.—Turner Rice, trust officer 
of the First National Bank, spoke on 
“Estate Taxes.” 

The membership chairman reported a 
record enrollment in prospect as a result 
of the present drive. 

Manhattan, Kan.—Harvey G. Roots, 
district manager of Mutual Life of New 
York, has been elected president. 

Des Moines—Walter W. Head, presi- 
dent of General American Life, will 
speak April 9. 

Salt Lake City—F. M. Kelly, Mutual 
Life, directed the March meeting. Short 
talks on “How to Get Business Today,” 
were given by K. E. Lake, Home Life; 
LaMar Anderson, Beneficial Life; C. H. 
Curtis, Prudential; W. F. Smith, Equit- 
able Society, and M. H. Ridges, New 
York Life. A. L. Joyce, associate actu- 
ary Connecticut General Life, was a guest 
of President Carl R. Marcusen of Pacific 
National Life. 

It was announced that Holgar J. John- 
son, president of the Institute of Life In- 
surance, will conduct the sales congress 
sponsored by the state association, the 
latter part of April or the first week in 
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IT PAYS DOUBLE AND THEN SOME in event of the death of the | 
insured prior to the tenth anniversary of the contract, but yet costs 
DOUBLE PROTECTION and other 
progressive plans helped Fidelity Life Association to be one of the | 
few life insurance institutions in the country to show sales gains 
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creased 16%. 





Family Security vs War Bonds 


President Roosevelt has made the statement and reiterated it, that main- 
taining one’s Life Insurance is highly important in War time. 


This Truth has been recognized and adhered to in Great Britain and 
Canada, notwithstanding the requirements of these governments for the 
purchase of war securities by the citizenship. 


Not only have the British and Canadian families kept their Life Insurance 
in force, despite high taxes, increased living expenses, and the purchase of 
War bonds, but they have added large amounts of New Insurance. 


British families increased their Insurance 19% in 1941 and Canada in- 


What they can do—United States families will equal and exceed. 


EQUITABLE RESERVE ASSOCIATION 
Neenah, Wis. 
Legal Reserve Life Insurance for Men, Women and Children 





May. The _ association endorsed the 
candidacy of Roy Ray Roberts, Los An- 
geles, for national secretary. Mr. Roberts 
formerly lived in Salt Lake City. 

Birmingham, Ala.—New opportunities 
for insurance to be of service because 
of the recent changes in the tax law 
were reviewed by R. A. Hilliard, Reliance 
Life, Asheville, N. C., member of the 
Million Dollar Round Table. 

Speaking of the recent rulings pre- 
venting salary raises, he pointed out 
that insurance could be of service, be- 
cause firms will be permitted to buy 
insurance for the worker up to 5 percent 
of his income. He also cited opportu- 
nities under the social security law. 

He favors some form of withholding 
tax, which he believes as important now 
as the payroll deduction method of war 
bond sales. 





Cineinnati—Grant Taggart, president 
of the National association, spoke March 
18 on “Gearing Our Business to Victory.” 

Peoria, Ill—At a luncheon meeting 
Thursday, Frank L. MacFarlane, Cleve- 
land, special agent Northwestern Mu- 
tual, spoke on “Present Day Underwrit- 
ing.” He is a member of the Million 
Dollar Round Table, and past president 
Cleveland association, who entered life 
insurance in 1925 with the Aetna Life’s 
home office group department. He started 
as commission agent in 1935, specializ- 
ing in client building, and paid for $305,- 
000 business the first year. He steadily 
increased production and exceeded a 
million in 1941 and 1942. 


FRATERNALS 


A.O.U.W. of North Dakota 
Statement Figures 


A.O.U.W. of North Dakota closed 
1942 with $12,318,749 assets, increase 
$1,429,452; $539,682 unassigned surplus, 
$170,115 contingency reserve for fluctua- 
tion in investments and war mortality, 
and $82,965 special reserve for fluctua- 
tion of bonds. In 1941, contingency re- 
serve and surplus totaled $524,819. Pol- 
icy reserve totaled $10,983,973, increase 
$248,235. Dividends declared and on 
deposit aggregated $117,226. Reserves 
for deaths proofs of which were not 
complete, incomplete disability claims 
and funds left by beneficiaries to be paid 
in installments totaled $252,313. 
_Bradley C. Marks, head of this so- 
ciety, pointed out there was $500,537 
cash and $801,699 U. S. government 
bonds, the two items representing 10.57 
percent of assets. State, city, railroad 
and public utilities bonds total $2,507,410, 
or 20.35 percent of assets; policy loans 
and liens, and automatic premium loans 
$3,284,016, or 26.67 percent; real estate 
$2,840,448, including $1,751,356 farm land 
and $605,224 farm land sold under con- 
tract, all real estate representing 23.06 
percent of assets; first mortgage loans 
$1,862,472, or 15.11 percent. 


C. O. F. Secretary Calls 
for 60-Minute Men 


Thomas R. Heaney, high secretary of 
Catholic Order of Foresters, has struck 
upon a catchy slogan which is being 
used in connection with the 60th anni- 
versary sales campaign that is being 
conducted. This phrase is “Be a Sixty 
Minute Man.” The idea ties in closely 
with that of the campaign, which is 
founded on a return to the membership 
for active participation in securing new 
members. The members are being 
urged to give 60 minutes each week to 
their order out of the 10,080 minutes 
in the week or the 3,680 minutes that 
are left after a member has worked 
2,400 minutes and slept 4,200 minutes. 

Secretary Heaney’s objective is to 
have each one of the 130,000 Catholic 


INCREASE SALES 


Reprints of timely articles from The Na- 
tional Underwriter and The Casualty In- 
suror for distribution to prospects and as- 
sureds make effective mailing pieces. For 
samples, write: Reprint Dept., National 
Underwriter, 175 W. Jackson Blvd., Chi- 
cago, Il. 














men associated with the society contact 
other Catholics in their daily walks of 
life so that by the end of the year every 
one available will have been invited to 
join the society. 


W. B. A. Extends Privilege 
of Extra Amount 


Woman’s Benefit is extending to 
members who purchased $250 whole life 
insurance on or after Aug. 1, 1931, the 
privilege of increasing it to $500 or more 
with a rate figured for the extra amount 
at one-half of the time the $250 has 
been in force. If, for example, the 
original policy was taken at age 22 and 
the additional applied for six years later, 
the rate for the additional would be 
dated back three years and the non-for- 
feiture values would be those for a cer- 
tificate with that rate. 

The old certificate is to be surrendered 
and a new one in the increased amount 
issued. Medical examination is required 
for the extra but this does not endanger 
the present certificate, it was explained 


FOR VICTORY 





Buy Her a War Bond 
For Mother's Day 


A Tribute to Mothers 
of the Nation 


As a tribute to mothers of the nation for 
their contribution to the war effort, Royal 
Neighbors of America is conducting a 
Mother's Day campaign to promote the sale 
of war bonds and stamps among its 500,000 
members and 5,806 camps. Thus the society 
again exemplifies patriotic principles it has 
practiced for 48 years. 
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by Mrs. Bina West Miller, supreme 
president. The society’s laws now limit 
issuance of a certificate as low as $250 
to persons over 40 years of age. Em- 
ployment at younger ages is more abun- 
dant and many of those have better in- 
comes and could own larger amounts of 
life insurance protection. 


Alliance Convention Sept. 19 

Polish National Alliance of Chicago 
will hold its annual convention at the 
Statler Hotel, Boston, for several days 
starting Sept. 19. 


WOW Officers Sustained 
OMAHA—tThe district court after a 
long trial dismissed the suit brought by 
Homer Johnson, a policyholder, to en- 
join officers of Woodmen of the World 
from disposing of WOW, its radio sta- 
tion, at what he claimed was an inade- 
quate price. He claimed the agreement 
provided for a lease yielding but $74,000 
a year when net profits last year were 
$278,000. The court found there was 
no fraud and no evidence the station 
was to be used for promotion purposes 
in securing sale of the Nebraska Power 
Company to the Consumers public 
power district, as Johnson had claimed. 


Issues Policies to Blind 


TORONTO — Independent Order of 
Foresters has decided to issue certificates 
granting insurance benefits to totally 
blind people who are otherwise excellent 
risks. These policies will contain no 
total or permanent disability, double in- 
demnity or sick benefits. 


Progress of Legislation 
The Ohio house insurance cominittee 
has recommended a senate bill which 
eliminates medical examinations for 
junior fraternal insurance applicants. 
The Nebraska legislature has killed a 
fraternal tax bill. 








Crown Life Joins A.L.C. 


Crown Life of Toronto has been ad- 
mitted to membership in the American 
Life Convention. This increases mem- 
bership to 174 legal reserve life com- 
panies of the United States and Canada. 
Crown Life, formed in 1900, operates 
in all the Canadian provinces, Great 
Britain, Newfoundland, Hawaii, Puerto 
Rico, West Indies, India and the states 
of Michigan, Ohio, Washington and 
California. It closed 1942 with approxi- 
mately $250,000,000 insurance in force, 
of which $20,112,334 was in the United 
States, and admitted assets about $50,- 
000,000. 
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Managers Meeting Program 
in Chicago Announced 


_ The program for the managers con- 
terence program to be held in Chicago 
the afternoon of April 16 in conjunction 
with the annual meeting there of the 
Illinois Association of Life Underwriters 
and the sales congress of the Chicago 
Association of Life Underwriters is an- 
nounced by Earl M. Schwemm, presi- 
dent Life Agency Managers Association 
of Chicago. 

The conference will start at 2 p. m. 
in Hotel La Salle. Speakers will include 


Fitzhugh Traylor, agency manager 
Equitable Society, Indianapolis; W. 
Rankin Furey, director of agencies 


3erkshire Life, and William A. Arnold, 
general agent Penn Mutual Life, Harris- 
burg, Pa. 


Arch Ward Dinner Speaker 


Adjournment will be about 4:30 p. m., 
and will be followed by a fellowship 
hour, which has come to be a popular 
feature of the annual meetings. The man- 
agers dinner will be held in the evening, 
with Arch Ward, sports editor Chicago 
“Tribune,” as the speaker. Mr. Schwemm 
will preside. 

All general agents and managers of 
Chicago and throughout the state are 
invited, as well as assistant mangers 
and supervisors. 





Detroit Cashiers Organize 

The Detroit Life Agency Cashiers As- 
sociation adopted its constitution and 
by-laws at a meeting at which Helen V. 
McCoy, State Mutual, organization com- 
mittee chairman, presided. Provision 
was made for affiliation with the Na- 
tional asociation. Officers will be elected 
at the next meeting. 


Winterble in Portland, Ore. 
At a meeting of the Life Managers & 


General Agents Association of Port- 
land, W. F. Winterble, director of 
agencies of Bankers Life of Iowa, 


spoke on “The Manager’s and General 
Agent’s Jobs Today.” 





Paul Clark Okla. City Speaker 


Paul F. Clark, vice-president of John 
Hancock Mutual Life will accompany 
Julian S. Myrick, vice-president of 
Mutual Life, to the Oklahoma City Sales 
Congress, March 23 and will address the 
Oklahoma General Agents & Managers 





Club at a dinner to be given that night 
for visiting speakers and guests. 


Ream to Speak in Cleveland 

G. Franklin Ream, assistant superin- 
tendent of agencies of Mutual Benefit 
Life, will address the Supervisors Club 
of Cleveland, March 22, on “Cashing in 
on Today’s Market.” All general agents, 
managers and superintendents are in- 
vited to be present. 








Manpower Official to Speak 

Fred A. Pierce of the U. S. War Man- 
power Board will address the Cleveland 
Life Insurance Executives Club, March 
19, on “The Manpower Situation as It 
Looks Today.” General agents, superin- 
tendents and managers are invited. 


Portland, Ore., Cashiers Elect 


The Life Insurance Cashiers Asso- 
ciation of Portland, Ore., has elected 
Harriet Steinke, Aetna Life, president; 
E. C. Pearce, Sun Life, and Mildred 
Conroy, Phoenix Mutual, vice-presi- 
dents; Edna Pearson, Union Central 
Life, secretary. 





Crabbe Columbus Speaker 


The Columbus Life Managers & Gen- 
eral Agents Association will give a ban- 
quet next Monday evening. The prin- 
cipal speaker will be J. Roth Crabbe, 
new superintendent of insurance. Others 
— the Ohio department will also at- 
tend. 





Toledo Cashiers Elect 


New officers of the Toledo (O.) As- 
sociation of Life Agency Cashiers are 
Mrs. Maxine Benning, president; Mrs. 
Paul Hoskins, vice-president, and Mrs. 
Alice Jensons, secretary-treasurer. 





Ohio State Managers Elect 


By a mail vote the Agency Managers 
Association of Ohio State Life has 
elected this executive committee: Carl 
Adams, Cleveland; James C. McFarland, 
Cincinnati; E. G. Siefert, Marion; Myron 
C. Gardner, Detroit, and R. G. Leuz- 
inger, Columbus. 





Butler, Crowder Utah Speakers 


At the March meeting in Salt Lake 
City of the Utah Life Managers, J. T. 
Butler, Aetna Life, spoke on ‘“Prospect- 
ing for Survival,” and W. A. Crowder, 





MANUFACTURERS 


“When the practice of thrift becomes not only a private 
virtue but a public duty, the maintenance of an ever 
increasing flow of premium savings assumes an added 


significance. . 


. . Furthermore, every dollar paid for life 


insurance is a dollar withdrawn from the competitive 
market for a steadily diminishing supply of consumer 
goods, and is a weapon in the constant fight against 
increasing prices and inflation.” 

From the Remarks of M. R. Gooderham, 56th Annual Meeting. 


INSURANCE IN FORCE, 672 MILLION DOLLARS 


(Including Deferred Annuities) 


ASSETS, 221 MILLION DOLLARS 
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Bankers Life of Iowa, on “Selling and 


Work Habits.” 


Miss Christine Ludwig, president of 
the Life Agency Cashiers Association 
of the United States and Canada, will be 
guest speaker of the Life Agency Cash- 
iers Association of Minneapolis, March 
19. Miss Ludwig is cashier of State 
Mutual Life at Chicago. 


~NEW YORK 


INCOME TAX OUT OF WAY 


Life salesmen during the last two 
weeks or so have found the income tax 
the biggest bugaboo in soliciting. Peo- 
ple were worried about it, some claimed 
they had to borrow money to pay it, 
others did not know where they would 
land so far as the total tax was con- 
cerned. Altogether the income tax fea- 
ture militated very much against pro- 
duction. With it out of the way, it is 
predicted that the market will be more 
steady and reliable. 

However, President Roosevelt’s so- 
cial security program which calls for 
much higher taxes on part of employes 
and employers has had a disturbing ef- 
fect. If the administration would stay 
off of these internal domestic programs 
during the war it would help business 
mightily. 

















E. W. ALLEN TO RETIRE 


E. W. Allen of Allen & Schmidt, gen- 
eral agents of New England Mutual Life 
in New York City, will retire July 1. At 
that time he will have reached his 70th 
birthday. He has been in life insur- 
ance work for 44 years. He has served 
as president of the New York City Life 
Underwriters Association and the New 
York Life Managers Association. 





For the whole story on Business In- 
surance, get “Corporation and Partner- 
ship Insurance” by Leon Gilbert Simon. 
$2.50. Order from Natonal Underwriter. 


NAME 
OR NUMBER? 


Here an agent is a real 
flash and blood per- 
sonality fo everyone 
in the Home Office 
from the office boys to 
the President AND— 
we are not so big that 





anyone on the assem- 
bly line forgets that an 
agent can only make 
his money on deliv- 
ered policies. That's 
why the app gets 
right-of-way until the 
policy is in the mail 
bag. 


CENTRAL LIFE 


insurance Company 
of Iilinols 


211 W. Wacker Drive, Chicago 
Avrrep MacAartuur, President 
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Specific Sales Pointers 


Brought Out in 


NEW YORK—With the theme “Let’s 
3e Specific,’ the annual sales congress 
of the New York City Life Underwriters 
Association featured a group of success- 
ful local producers, the only outside 
speaker being Vincent B. Coffin, vice- 
president and superintendent of agencies 
Connecticut Mutual Life, who reviewed 
the highlights presented. Paul Orr, Jr., 
Ives & Myrick agency of Mutual Life 
and general chairman, and H. E. Davis, 
production manager C. B. Knight agency 
of Union Central Life, vice-chairman, 
presided at the two sessions. 

3y the use of simplified programming 
an agent can close one case out of three, 
average $5,000 to $8,000 per case, de- 
velop at least one good prospect from 
each information sheet, develop a col- 
lateral sale in one case out of three, pay 
for 25 programs a year and will prob- 
ably have to make seven thorough at- 
tempts each week to produce policies, 
Osborne Bethea, general agent Penn 
Mutual Life, declared. 

Based on these principles simplified 
programming should pay about $2,400 in 
first year commissions and have a re- 
newal value of about $1,600. : 

Mr. Bethea suggested that the agent 
get the prospect’s permission to ask 
three questions: “What is the pension 
power of your present life insurance for 
both you and Mrs. Prospect at retire- 
ment age? Have you made a will? and 
Have you made a life insurance will?” 


How to Provide $100 Monthly 


The third question requires an expla- 
nation in most cases. “Let’s assume for 
purposes of illustration,” the agent says, 
“that you and I wish to provide $100 a 
month for life for our wives. This can 
be done in four principal ways: Save 
$40,000 through stocks, bonds, real estate, 
or any other fashion, so long as your 
wife and mine can invest the $40,000 at 
3 percent which will provide $1,200 a 
year or $100 a month. The other three 
methods are purely life insurance meth- 
ods and are guaranteed: $25,000 of life 
insurance to produce $100 a month for 
life, $18,000 of life insurance to produce 
$100 a month for life, or $10,000 of life 
insurance to produce $100 a month for 
life.’ 

The agent then asks which of the four 
methods the prospect is using and the 
prospect won’t know. Mr. Bethea said 
that this approach had worked success- 
fully over a six year period in the closing 
of hundreds of cases. 


Chart Six Basic Needs 


In order to do simplified programming, 
the agent must crystallize in the pros- 
pect’s mind the type of information he 
will need. Mr. Bethea’s agents use a 
chart which shows six basic needs: Set- 
tlement fund, income while children are 
growing to maturity, life income, educa- 
tional fund, emergency fund and retire- 
ment plan. 

If the prospect brings up the tax, war 
bond and increased living cost objection, 
the agent replies that “under these cir- 
cumstances it is absolutely vital that you 
stretch your life insurance to the limit 
and be certain that it is doing a 100 per- 
cent job. With that thought in mind, I 
would like to ask you three questions.” 
The agent goes on to ask the three ques- 
tions mentioned previously. 

At the end of the interview the pros- 
pect may remind the agent that he is 
not going to buy any more life insurance 
although he is going to permit the agent 
to program his present life insurance. 
The agent replies: “When I do this work 
for three men, one of the three will buy. 


New York 


So, you see, I am not worried about 
selling you. But, if this job is really 
worthwhile for you, and, you don’t buy— 
will you do two things for me? 

“Will you make it possible for me to 
talk with one business man like your- 
self? Will you talk with me about 
your life insurance before you do buy? 
Will you do these two things if you like 
my job and think it has value?” 


Recondition Prospect’s Mind 


On the call back Mr. Bethea warned 
against the agent rushing in and showing 
his program. He should spend a few 


--moments. reconditioning the mind of the 


prospect, going over the information ob- 
tained in the first interview. 

Mr. Bethea uses a red, white and blue 
chart. What the prospect wants to ac- 
complish is outlined in red and what the 
present life insurance can be made to do 
is shown in blue squares. Blank spaces 
represent what the prospect wants to 
accomplish but what has not, as yet, 
been completed. 


Urges Sale to Children 


Although many agents feel that they 
should not suggest insurance on children 
until the father is adequately covered, H. 
E. Davis, production manager C. B. 
Knight agency Union Central Life, 
pointed out that it is difficult to deter- 
mine that point. Almost all men are 
spending money on_ inconsequential 
things and by selling policies on lives of 
children some of this money can be fun- 
nelled into life insurance. Insurance on 
children is a market which is almost un- 
touched. 

An almost endless supply of prospects 
can be found among the children of 
policyholders, the most receptive of these 
being children of policyholders who are 
uo longer insurable or who have become 
sub-standard risks. Children of friends 
and close acquaintances are also excel- 
lent prospects and many agents have 
been able to break down the imaginary 
barrier between themselves and _ their 
friends by approaching them with the 
thought of juvenile insurance. Hundreds 
of leads can be secured from newspaper 
birth reports, developing leads through 
direct mail, and by getting names from 
the agent’s own children. 


Talks Living Benefits 


In talking to a prospect, the agent 
snould not give the slightest idea that 
he is thinking of any benefit to be de- 
zived from the insurance at the death of 
the child. The whole presentation must 
be based on living benefits to the child, 
Mr. Davis said. 

By using a 20 year endowment for 
$10,000 in approaching the father of a 
young Loy, Mr. Davis showed that the 
policy would make available over $2,500 
at age 18 when the child was either 
ready to start his college career or 
launch into business. At 22, the policy 
is coinpletely paid for when the child is 
apt to be thinking about life insurance 
for the protection of his own wife and 
family and is then available to assist in 
financing a home. At age 60, it would 
provide an annuity of nearly $40 a 
month. 

Mr. Davis said that it has been found 
in his agency that in more than half of 
the juv enile cases, the agent was success- 
ful in placing more insurance on the 
father. It is important to the agent to 
keep introducing younger customers as 
his clients get older. 

By doing a little pre-approach work, 
the assigned or transferred policyholder 
coming to the agent from company leads 


can be made as good as the agent’s own 
policyhoider and on many counts is bet- 
tcr than any referred prospect, C. S. Mc- 
Allister, Ames agency Phoenix Mutual 
Life, pointed out. The agent should get 
full information about the policyholder 
and his insurance, where he works and 
cctermine whether they have a mutual 
friend. With this information, the agent 
probably will be able to classify the in- 
sured and to determine a plan of ap- 
proach. The first call should always be 
on a service basis. The agent should 
explain that the company asked him to 
call, that the policyholder is entitled to 
the best service the agent has to offer 
as he is paying for it in his premiums 
and that he has everything to gain by 
this service. Specific recommendations 
on present policies should be presented. 

The prospect can be qualified by sug- 
gestions about a simple program and 
social security benefits. 

Many agents have not written as much 
business life insurance as they should 
because they have permitted technicali- 
ties to scare them away, J. H. Evans, 
manager sales planning division Home 
Life of New York, declared. 

The agent should have a general 
knowledge about stock purchase or 
partnership plans and the complications 
that can arise if death occurs. He should 
know how the beneficiaries should be 
arranged, who should pay the premiums 
and what the provisions are in the buy 
and sell agreement. 

The agent should find out how the 
stock ownership is distributed, whether 
the partners are married and have chil- 
dren and the ages of the children so 


that he can talk about what might hap- 
pen to the stock if it gets into the hands 
of the wife or minor children. 

It is also advisable to know whether 
any dividends are being paid on the stock 
in order to bring out the difficulties that 
might arise if the deceased business asso- 
ciate’s wife or family should come around 
looking for some income on their invest- 
ment. The agent should point out that 
the stock is not worth much in the 
hands of his client’s family if it does not 
pay dividends 

The agent must determine if the part- 
ners are in good health in orderto meet 
any problems that might arise if one of 
them is undesirable. He also should 
find out if the corporation carries any 
life insurance on stockholders and what 
the client considers a fair value of his 
stock interest in order to use that amount 
to figure the premium cost. If the part- 
ners want to change the valuation either 
up or down, that can be easily handled: 

The agent should ask if the firm has a 
lawyer who knows what the firm situa- 
tion is or if it has no lawyer he can 
recommend one who knows how to draw 
a stock purchase agreement. Eventu- 
ally a lawyer will have to be brought in 
for consultation and to draw the agree- 
ment. The sale of the insurance will 
depend on how hard the agent fixed the 
problem and how badly the partners 
want to solve it, which is exactly the 
same sales process in selling personal 
insurance, Mr. Evans said. 

Roy Forshay and Stanley Bevins of 
Mr. Evan’s office gave a sales demon- 
stration of an actual business insurance 
case. 





More Home Interviews Mandatory 





Whether they like it or not, life agents 
must reorganize their work plan to in- 
clude many more interviews in the home, 
it was declared in the Saturday Forum 
conducted by the Chicago Association 
of Life Underwriters by I. N. Nochum- 
son, Metropolitan Life, and Cameron 
Hurst, New York Life. 

The conditions which life agents face 
are much different from those of a year 
ago, Mr. Nochumson said in his talk. 
Doctors will be found too busy to be 
interviewed in their offices due to so 
many physicians being called into mili- 
tary and naval service. Office workers 
are much harder to see. Appointments 
that are made in good faith often are 
broken for good cause, he said. More 
and more sales are coming to depend on 
an appeal to the emotions and family 
love far from the confusion and unset- 
tling background of the office. 


Means Rolling Up Sleeves 


War workers have the greatest surplus 
to spend, he said, and generally they 
have only $1,000 to $2,000 of ordinary 
life insurance bought when they were 
young men, and perhaps a $1,000 group 
contract. Agents will have to roll up 
their sleeves and go to work, he said. 
Most of the war industries are now 
working three shifts so the agents may 
have to work all day and a number of 
nights each week. 

“They can write a greater number of 
applications from a given number of 
calls with far less effort if they call at 
the home,” he counseled. “The atmos- 
phere is better in the home. Going there 
permits a chance to meet the wife’s ob- 
jections directly or the prospect’s excuse 
that he has to talk the proposition over 
with his wife.” 

Mr. Nochumson suggested using a 
one-interview package sale plan because 
of gas rationing and said visual aids 
should be employed in all interviews. 

“Make certain that the wife enters the 
picture at once,” he advised. “If she is 
in some other part of the home, find 


some excuse to have the prospect call 
her into the interview.” 

Mr. Nochumson likes the family in- 
come policy, especially where there are 
young children. He employs this in 
connection with supplementing the so- 
cial security and finds in such a canvass 
that the Roland D. Hinkle social security 
slide rule which is manufactured and 
sold by the Diamond Life Bulletins is 
very useful. 

Mr. Hurst, who is an educational su- 
pervisor of New York Life at Chicago, 
operating in a large mid-western terri- 
tory, took up the two-interview home 
sale. He said that it is a fast changing 
world and all life insurance men in the 
inner recesses of their minds must 
wonder whether life insurance will be 
in the changing world of the future and 
whether they will be able to fit into it. 
He concluded that insurance traces back 
to Hammurabi over a period of 5,000 
years and asked if any social and eco- 
nomic element which has grown over so 
long a period could be wiped out in one 
decade. He said the agents will be able 
to fit into the new conditions if they are 
willing to analyze the situation and pay 
the price. 


Four Success Factors 


Sucess in any sales program, he said, 
depends on four factors: Effective pros- 
pecting, knowledge of life insurance and 
its uses, knowledge of human nature, and 
coordination of these two knowledges. 

Questions for the agent to ask himself 
about a prospect include: How does he 
build up his ego? Whom does he love? 
Has he social and parental instincts, etc? 

Mr. Hurst recommended starting with 
the simple, instinctive human appeals 
then bringing in life insurance through 
the back door. He believes in getting a 
definite appointment for an interview and 
recommended calling a prospect by tele- 
phone between interviews to maintain 
contact. The agent should begin on a 
conversational note in the second inter- 
view, he said. 
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ACACIA MUTUAL INTRODUCTORY 


L. O. Nashem, new manager of Acacia 
Mutual Life in Chicago, gave an intro- 
ductory dinner to his associates in the 
agency and their wives and the office 
employes at the Edgewater Beach Ho- 
tel Saturday evening. He presided at 
the dinner and responses were made by 
the three assistant managers, Al An- 
derson, L. Martelle and H. C. Vollmann. 
Most of the evening was spent in a so- 
cial way enjoying the facilities of the 
hotel. 

Since Mr. Nashem took charge of the 
agency he has added seven agents and 
one assistant manager. During the last 
three weeks every man in the organiza- 
tion has produced some business, the 
total running on an average of $125,000 


a week. Letters were read from Presi- 
dent William Montgomery and S. E. 
Mooers, field vice-president. 


Mr. Nashem has had a fine experience, 
having formerly been manager at Seat- 
tle after being assistant manager and 
a successful producer in the office. He 
went to the home office in 1940 as as- 
sistant to the agency vice-president. He 
had charge of 33 agencies and super- 
vised their work. 


DR. DINGMAN TO SPEAK 

Dr. Harry W. Dingman, vice-presi- 
dent and medical director of Continen- 
tal Assurance, will speak March 24 ata 
joint meeting of the Chicago Home Of- 
fice Life Underwriters and the Chicago 
Actuarial Club at Martin’s, 120 South 
La Salle. His subject will be “Some 
New Slants on Underwriting.” This 
is the first joint meeting the two groups 
have had. Bert H. Zahner, Mutual 
Trust Life, heads the underwriters and 
R. A. Mclver, Washington National, is 
president of the actuaries. David Scott 
of Continental Assurance is program 
chairman of both groups. 


CHECK 


James H. Brennan, Chicago general 
agent of Fidelity Mutual Life, the other 
day collected a check for $28,000, which 
was two years’ premium on an income 
case that he personally sold. This is 
an annual premium form which involves 
yearly payment of $14,000. Mr. Bren- 
nan, who is [oe tonees Chicago Associa- 
tion of Life Underwriters, is past presi- 
dent of the Life Agency Managers As- 
sociation of Chicago, past president and 


BRENNAN COLLECTS BIG 


now executive committeeman of the 
General Agents Association of Fidelity 
Mutual. 


COOK AGENCY FEBRUARY LEADER 


The Paul Cook agency of Mutual 
Benefit at Chicago, with over $1,931,000 
paid for, led all agencies of that com- 
pany for February. This amount for 
one month breaks all Chicago records. 

Most of the business represented 10 
pension trusts of varying sizes. The 
Cook agency has specialized in ad- 
vanced underwriting problems and since 
the beginning of pension trust popular- 
ity has become expert in the set-up, co- 
operation with attorneys, selling ideas 
and installation of these plans. 


Honor Agents, Oldest Policyholder 


The M. Jay Ream agency of Mutual 
Benefit Life in Pittsburgh gave a testi- 
monial luncheon in honor of four veteran 
agents and its oldest policyholder. 

The oldest policyholder and guest of 
honor was John H. Niebaum, 91, who 
bought a 20-payment life policy 56 
years ago, which has been paid up for 
36, years. It will mature as an endow- 
ment in five more years, 

Veteran agents honored were W. H. 
Reed and dovei Os Ege both with 
32 years’ service; W. R. Irvin, 28 years, 
and W. H. Morgan, = years, ¢ 


“Non-Can” A. & H. Bill in Mich. 


LANSING, MICH.—A° Michigan 
senate bill would make all health and 
accident contracts carried for 10 years 


(CONTINUED FROM PAGE 9) 


provided the insurance value of such 
benetfis along with any other insurance 
in force on his life on the non-medical 
basis does not exceed the usual non- 
medical limits. 

The maximum 
and health insurance 
cal basis are classes 1, 2 and 2 +, prin- 
cipal sum $10,000, monthly indemnity 
$200; classes 3 and 4, principal sum $5,- 
000, monthly indemnity $150; classes 5, 
6 and 7, principal sum $2,500, monthly 
indemnity $100. Agents to qualify for 
writing non-medical must have had six 
months experience and have written 
and paid for 10 or more standard cases 
for a total of $50,000. 


West Coast Life Puts in 
Effect New Rate Scale 


West Coast Life has just installed a 
new premium rate scale for participating 
and nonparticipating policies. It of 
course applies only to new issue. The 
premiums are generally somewhat 
higher. Illustrative premium rates at 


amounts for accident 
on the non-medi- 








quinquennial ages for a number of forms 
are: 
Non-Participating 
Whole Life 
*Pref. Life 20 End 
Whole End Pay at 
Life 85 Life 65 
Age $ $ $ $ 
20 14.84 15.80) 25.71 18.81 
25 16.67 17.82] 27.93 21.83 
30 19.10 20.39 — 30.58 25.86 
35 22.24 23.74 33.86 31.34 
40 26.61 28.28 37.85 39.38 
45 32.34 34.10 42.90 50.92 
90 39.71 41.68 49.38 70.57 
9 49.50 52.02 By Gre 108.04 
60 62.58 65.92 68.84 sea 
65 80.30 86.25 $5.62 
Participating 
Whole Life 
Life Paid 20 20 Iend 
lind Up Pay rf. at Term 
85 65 Life End. 65 Exp. 
29.28 49.07 21.79 10.33 
31.58 49.58 25.00 11.45 
34.36 50.26 29.33 12.76 
37.76 51.22 35.25 15.29 
42.05 52.79 43.86 18.44 
47.52 55.44 55.44 23.33 
54.79 60.10 76.49 29.30 
64.65 67.69 118.19 Shor acoe 
i ees SOS Fa.08 aes 
65 99.52 ose SB.Z9 99.82 


*Minimum §$2,! 


RECORDS 


Business Men’s Assurance—Reports 
an all-time high record for February, 
the 25th consecutive month of increase 
over the corresponding month of the 
previous year. Production for the first 
two months increased 23.4 percent over 
the same period last year. Eleven of 
the 20 branch offices established new 
all-time high records for the month, 
and nearly all branches reported sub- 
stantial gains over 1942. 

Franklin Life—Received and _ issued 
business in February exceeding that of 
the same month a year ago by 25 per- 
cent and paid business was 8 percent 
ahead. February showed an improve- 
ment of 20 percent in all departments 
over January. 


N. J. Unit Not to Disband 

NEWARK — Published report that 
the Life Underwriters Association of 
Northern New Jersey plans to disband 
is untrue, without foundation, and has 
caused much embarrassment to officers 
and members. The membership is 
larger today than a year ago and meet- 
ings have been well attended. At the 
February meeting President John A. 
Ramsay requested a vote as to whether 
meetings should be continued “with or 
without luncheons,” due to food short- 
age. Votes are now in the hands of 
the executive committee who will re- 
port at the April meeting. 
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Does the ghost of some former prospect ever point an accusing 
finger at you and say: “Why weren’t you more persistent? Why 
didn’t you insist that I take out that Life Insurance Policy that 
would mean so much to my wife and family today!” For the Life 
Insurance salesman, there is also that brighter picture ... the 
knowledge that his persistence has, in so many cases, been the 
means of providing comfort, future security and financial independ- 


ence for numerous families. 


Shenandoah Life Insurance Co., Inc. 


Roanoke, Virginia 








“Registered Policy Protection” 


When Growth 
MEANS SOMETHING 


Under the active program of the present management, in six brief years this company 
has enjoyed the following significant increases: 





ee EN ee EE in RR ee SR SE eee 6% 
RNID alisha ciscteeere teeta na tance ie var are ei Bets TR dle ma ea ahold aca Melerere 764.6% 
Ne A nn cnet nwa eas penenc eee ec pemen 881.6% 


This volume ratio is striking, but the still larger ratios of the Assets and Protection 
factors make it the more impressive. 
Our Agents share liberally, and for life. 


Write: M. ALLEN ANDERSON, V. P., Director of Agencies 


REPUBLIC NATIONAL LIFE 
INSURANCE COMPANY 














THEO P. BEASLEY + PRESIDENT 


DALLAS HOME OFFICE TEXAS 














Thirty-Sixth Year 


1907 1943 
Mortgage Cancellation — Bank Loan Plans 


Write Agency Department 
For Complete Details 


MISSOURI INSURANCE COMPANY 


“An Old Line Legal Reserve Life Insurance Company With 
$16,000,000 Insurance in Force” 


Home Office | 
St. Louis, Mo. 











J. C. West Established 
President 1907 
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Don't try to Guess in 1943! (orien: 
Have the ANSWERS Handy! 


The a 2 It costs little 
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ony at The New 1943 “Little Gem’ 


of its kind, showing 
New 
and 
Both{ = | 
Settlement Option I <0 . s - 
insomect t positively gives you “MORE on Settlement Options, 
Cash and Retirement Values, Premium Rates, Policy 


Points, War Clauses and on All other Current, Important 
Subjects. (*Analytical proof sent on request). 




















To Meet Today's Conditions — You Must Have UP-TO-DATE Facts! 


Many Changes — Millions of New Prospects! 


° War and related problems have caused widespread changes 
Partial Table of Contents in all of the many subjects covered by the Little Gem. Further- 


more, there is now a tremendous “new market” of people who 





Settlement Option Incomes in detail—for both Current 





Contracts and for Old Contracts. Over 300 indexed are “protection conscious”—but at the same time know little of 
tables, covering nearly all business in force today. life insurance. With the new Little Gem you can get them to 
Cash Values, including at “retirement ages”—55, 60 place a higher value on life insurance and also back up your 
and 65. Covers over 1000 ordinary contracts. Also the statements with the conviction and power of impartial authority. 
Incomes Payable from these values. ’ 
Special Programming Section of some 60 pages—one- Makes You More Effective — Thereby Saving Time! 


third more than any other. 
The New Little Gem will help you to emphasize the strong 


Annuities—Immediate and Retirement. 4 nl ¢ 
points of your proposition—often enabling you to close on the 


Juvenile Insurance—Rates, Values, etc. spot. It takes accurate, immediate answers to convince today’s 
Industrial Contracts, Rates and Values. prospects. Use the New Little Gem to sare your time and theirs 
Rates of Interest Earned — also Rates Payable on —for time is your money. 

Proceeds. 

“Direct-Reading” SOCIAL SECURITY benefits — the The SURE Strategy — Use It! 


answer, without computation. 3 ; 
The safest, sanest, surest selling strategy in the world is to 


know one’s business so well that you can give definite informa- 
tion with the assurance and enthusiasm that go with thorough 
familiarity—then nothing can surprise, confuse, or shake you. 
Retirement Contracts, Costs, Values, etc. With the Little Gem you have the information you need. Order 
yours today! . 


Policy Provisions and “Practice” (for over 160 com- 
panies). 


Premium Rates at All Ages (for over 2700 contracts). 


Disability and Double Indemnity and Term. 
“Net Cost — Net Payment” Illustrations with detailed 


summaries. Mail this Coupon for Yours NOW! 


The details on numerous “Special” Contracts. 
WAR CLAUSES — special treatment, up-to-date at 
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for credit. 


Mail to The National Underwriter Company 
Statistical Division 420 East Fourth St. Cincinnati 
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“LIFE BEGINS” FOR 
FAMOUS UNION CENTRAL | = £%4se This Barrier 
AGENTS’ MAGAZINE 


Some salesmen hesitate about seeing 














a prospect. 





Some prospects hesitate about 


acquiring life insurance protection. 


Consider the cogent truth once voiced 


by the great Quintilian:- 


en 


oe 


“Whilst we deliberate how 
to begin a thing, it grows 


too late to begin it.”’ 


Need more be said. 


Sales force enthusiastic as Agency Bulletin enters fortieth year of publi- 
cation with complete change of dress, new service features, increased size, 
added informative value ! 


Throughout the country Union Central agents are sing- 
ing the praises of the February issue of their famous 
house organ, The Agency Bulletin. 


The Agency Bulletin has become known throughout 
the life insurance field for the timeliness of its articles, 
the wealth of information, statistics, successful sales 
approaches and lively news it has faithfully imparted 
to U. C. people. 


Today the Bulletin will continue to offer its readers 
valuable information, but on a broader scale. With the 
new makeup it will be able to serve the Union Central 
sales force to an even greater degree than heretofore. 


The Union Central Life 
Insurance Company tor de a 


Cincinnati 











